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PREFABRICATION 


It can be a profitable business, whether you 
supply the parts or the whole package. Here's 


ow. Special section begins on page 57. 
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Was Your Net Profit Up? Compare Operating Cests 
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SASH CORD 


A auality cord priced te sell in volume. Con 
nected 50 + and 100 ft hanks individually 
in polyethylene begs 1200 1. and 


pockeged 
coils packaged in dispensing disploy 


7400 1 
carton 


BIG BALL 
TWINE ASSORTMENT 


This ic one of many King Cotten Assortments 
Gives you @ wide variety of twine with no 
nventory problem. Balls ore 25¢ sellers 


CHALK LINE 


jispiay packaged. Mason's Line 
Furring Out Line, Tile-Setting 


lep quality 
ayout Line 


et A stapie ye und selie 





BRAIDED MASON’'S LINE 


A good all year ‘round setier Extra strong, 
non-kinking, nen-raveling. Mason's Line, Chotk 


Line, Awning Cord, etc 


i 


~a COMPLE 


NYLON MASON’S LINE 


100% NYLON, twisted or braided. Excellent 
for Mason's Line, Chalk Line, Plumb Line, 
Pull Cord, Drapery Cord. 100 ft. spools in 
display box. Many other put-ups 


CLOTHESLINE 


The best grade that's priced to sell in volume 
Connected hanks individually packoged in 


polyethylene bogs 
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CLOTHES ORYER CORD 
A cord especially designed for replacement 
wse on clothes dryers. Three 50 ft connected 
hanks make flexibie sale unit 


DRAPERY CORD and 
VENETIAN BLIND CORD 
ideal put-vp for the home replacement market 
Handy coils, cellophane wrapped, display 

packaged, a!! standard colors 
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SNAP-SACKS 


SNAP.SACKS ore made from heavy 


These 
with an elastic Helo 


gavge polyethylene 
Yourself’ top. Mason's Line, Butcher's Twine, 
Chalk Line, Wrapping Twine, Jute, india 


Be sure to send for 
our complete catalog. 





CORDAGE* 


JOHN H. 


GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK 8, N.Y. 
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“ADVERTISED-IN-LIFE” 


hammers home many a sale! 


LIFE carries news of home-improvement products to ones they see advertised in LIFE. That’s why more 
more households than any other weekly magazine. and more lumber dealers are using the famous 
In fact, in the average community—like yours “‘Advertised-in-LIFE” symbol to sell—with ama 
LIFE reaches 3 out of 5 households in a 13-week teurs and experts alike. 


period. And that’s a lot of potential customers. Make sure you use “Advertised-in-LIFE” regu 


Lumber dealers are discovering, too, that people larly ...in your local advertising and at the point 
interested in home-improvement projects prefer the of sale. Then watch your sales hit the top. 


Audience source: A Study of the Household Accumulative 
Audience of LIFE 


9 Rockefeller Plaza, New York 20, N. Y. 
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EASY-TO-APPLY BACKGROUNDS 


Now it’s easier than ever to merchandise FOR HOMEOWNERS... “Color Accent” Back- 
Schlage’s open-back “Color Accent” locks grounds offer an easy way to enhance doorway 


_ because Schlage has packaged a color- interest, whether building or remodeling. 


ful variety of “Color Accent” Backgrounds, FOR ARCHITECTS AND BUILDERS... they pro- 
pre-cut to exact size for easy application vide a time-saving, inexpensive way to individ- 
behind the circular Continental escutch- ualize doorways — whether on tract developments 
eon or the rectangular Manhattan. Made or custom homes. 

of Con-Tact® self-adhesive plastic, “Color FOR YOU, THE DEALER... “Color Accent” Back- 
Accent” Backgrounds can be applied to grounds are a colorful new merchandising idea to 
doors without paste, water, or special tools. help you expand your sales of Schlage’s popular 
Result: a unique, personalized doorway open-back lock stylings... increase your lock 
accent in a matter of minutes. profit per house. 


For Information on “Color Accent” Backgrounds, SCHLAGE LOCK COMPANY 
including ordering information and colors available, * SCHLAGE SAN FRANCISCO, NEW YORK, 
contact your Schlage jobber or write direct to the VANCOUVER, B.C. 
Schlage Lock Company for Bulletin #662-Z-11 Address all correspondence to San Francisco 
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industrial Marketing Magazine's first-prize award 
for the best oricinal research for an industry. 
Cited for store merchandising series 
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Pictured here is one of Ware’s many win- 


WARE LEADS ALL OTHERS dow wall adaptations for the modern school. 
IN NATION'S ALUMINUM A large family of sections is available, and 
WINDOW CAPITAL window types are flexible: awning, projected, 


Offering a range of aluminum window types fh page mks game otacahaah: coon cea 
or flat profiles can be developed, at the 


engineered for easy installation and minimum RE aA MRE ie 
maintenance—produced at modest cost—and 
proven in actual performance, Ware was chosen 
for 19 Greater Miami schools in the last year alone, 
far exceeding any other brand. 
IT'LL PAY YOU to check the selection, proven value, and prompt 


delivery for which Wore is known coast-to-coast. Write Dept 
AL-11 today 


Alaninunm WAUIPRIE Ubadove 


 ~=&BEED 


con O Wore WareRite and 5 ‘ 
hening Ware Awning "CIP? - 


Were Leboratories, ing, 3700 N.W. 25th $1., Miami, Floride 


Regional worehouses in HOUSTON, ATLANTA, CHICAGO, and NEWARK 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


SEE CONTINUED BUSINESS RISE IN 1957. 

Best business year in our history, at least in dollar terms, is reported 
in the annual F.W. Dodge survey for all business by top economists. 

Inflation, however, will account for much of the rise in dollar volume, 
according to the 221 experts polled by Dodge. 

Peak for the year is expected in the first half of 1957 with the second half 
Showing a slight decline. Election results, they say, will make little o1 
no difference. 


HIGHER PRICES AND WAGES SEEN. 

Wholesale prices, if the Dodge survey is correct, will rise in the first 
half and then level off. There is a strong feeling that inflation will be a 
factor to watch carefully. Hourly wages will move up again but Dodge says there 
will be strong resistance to higher scales in the building trades. 

New plants and expenditures in 1955 totalled $29 billion. Next year the 
eStimate is for a whopping $35 billion . .. this means more funds diverted from 
the home mortgage market. Total construction will rise only slightly reaching 
$45 billion during 1957. New home starts will be about the same as this year 
+ « « 1 to 1.1 million. The second half of 1957 will be the best part 
of the year. 


HOW BUILDERS FEEL ABOUT 1957. 

About 600 builders answered a mail survey last month conducted by the 
National Association of Home Builders. The majority answering the survey had 
cloudy plans for next year. They see no great improvement in starts, little 
change in financing between now and next spring. 


























The overall sales market for homes next spring, they said, will be the same 
or better than now. The demand for homes still is strong. House prices are 
expected to rise to an average of over $15,000, compared to $14,600 this year. 
Starts are expected to range from 900,000 to 1 million. 








PEP TALK FOR THE BUILDER. 

Joseph H. Haverstick, president, NAHB, spoke our own feelings recently when 
he told fellow builders 1956 was the eighth year for one million starts and 
this was a good period to improve and streamline their operations. He asked for 
better designs, new techniques and a generally more optimistic attitude. 

Lumber dealers too, could take Haverstick's to heart. Constant crying 
by the manager or owner soon works down to the salesman or man behind the 
counter and reduces sales efficiency. Again, a retailer using methods that were 
Sharp in the 20's, often is the man doing the most complaining. 

The bargain barn trend will be strong next year if our talks with dealers 
are any indication of planning. The thinking seems to be for almost complete 
self-service in the barns or centers, with perhaps one man on duty. Prices in 
the barns will be lower than the regular store because overhead is greatly 
reduced. The main store with a bargain center then can concentrate on house 
jobs and substantial remodeling business. 














COMEBACK FOR WOOD BEAMS. 

Laminated wood arches are becoming so popular for schools, Supermarkets, 
auditoriums and other buildings, that production is taxed to Supply the demand. 

Churches, especially, seem to have ti>' ‘ innte4 arehes and beams. The 
National Lumber Manufacturers Association estimates that 75% of the new churches 
use all-wood structural materials. Cost-wise architects say the wood members 
are at least 10% cheaper than steel. 

Lumber Dealers are also using laminated beams much more in their stores. 
About half of the new stores designed by our architectural consultant, 
Jim Lindenberger, use laminated members. Incidentally, by next summer Jim will 
have erected a dozen or more outstanding new and remodeled yards which will be 
well worth visiting. 





(news continued on next page) 
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Sales Rising for Yards 


Lumberyards sold 10.9% more lum- 
ber and building products in 1955 over 
954, according to a recent survey by 
Dun & Bradstreet 

Regionally, in the far west, sales 
were higher for the year than in other 
sections of the country. The average 
yard in the far west sold $317,235 
worth cf lumber and building prod- 
ucts. The northeast ranked second with 
an average sales total of $311,480. 
Middlewest yards averaged $286,840 
in sales and the south $241,605. 

On the average, owners of yards 
took 5.5% of total sales as their com- 
pensation. Average sales nationally 
was $287,150. In addition, the average 
pe before taxes was 3.4%. The 
argest single expense item was em- 
ployes’ wages at 8.7% of net sa'es. 

For each full-time owner and em- 
ploye, annual sales of $31,440 were 
transacted. Yards dealing with con- 
tractors and builders reported their 
sales were up 15.7%. ards selling 
mainly to home owners, farmers and 
other individuals had a 6.6% jump in 
sales, 


NEW LU-RE-CO 


Three new developments to help 
dealers get more out of the Lu-Re-Co 
system of construction will be revealed 
during the component parts action 
clinie at the NRLDA national conven- 
tion in Chicago, December 10-13, Ray 
Harrell, research director, Lumber 
Dealers Research Council, reports, 

Harrell says the developments are: 
truss fasteners, hanger units and 
structural windows. 

1. Truss Fasteners: Karol E. Stan- 
ford, Ft. Lauderdale, Fla., has devel- 
oped a grip-plate system for joining 
truss members. The triangular metal 
plates have holding notches punched 
out so metal flanges protrude from one 
side to make contact with the wood. 
A machine press is used to clamp the 
metal plates onto the truss members 
to form a rigid joint between the 
members. 

Harrell says the system has been 
tested and now is in use by several 
dealers. Dealers using the system say 
it is faster and easier than other truss 


NEWS in BRIEF 


Contract Awards Up 4% 


Contract awards for future home 
construction rose in September for the 
second straight month after a steep 
early summer drop. Awards for new 
residential construction in 37 states 
east of the Rockies advanced 4% from 
September 1955, according to F. W. 
Dodge Corp. There was a similar 5% 
increase in August. There is normally 
a time lag of two months between con- 
tract awards reported by Dodge and 
the start of actual construction. 


Dodge commented that the upturns 
reflect a continuing trend to larger and 
higher-priced homes. They said buy- 
ers in the upper bracket are little af- 
fected by the present mortgage squeeze. 
Reversing a trend noted earlier this 
year construction as a whole was down 
5% in September. 


TECHNIQUES 


fabrication systems, and resultant 
trusses are as strong or stronger. 

2. Hanger Units: A. L. Darling Co., 
Bronson, Mich., has developed a metal 
spline which forms a built-in, floor-to- 
ceiling unit for hanging clothing, pic- 
tures, kitchen utensils and other wall- 
mounted objects. 

The metal spline is slipped between 
two Lu-Re-Co pane's during construc- 
tion. The portion of the spline facing 
the outside of the wall is actually a 
series cf small hooks in which com- 
panion hanging hardware can be in- 
serted at any height. When a wall is 
finished with dry-wall or paneling, the 
spline is invisible and only a small 
groove in the wall is seen. 

8. Structural Windows: Andersen 
Corp., Bayport, Minn., has developed 
a structural window unit. The floor-to- 
ceiling, self-contained unit can be in- 
stalled in a wall during construction 
like any other Lu-Re-Co panel. The 
window unit is as strong or stronger 
than the solid-wall Lu-Re-Co panels. 


Triple Repair Spending 


American homeowners and _ land- 
lords should triple their expenditures 
on improvements and repairs to keep 
the nation’s housing up to “reasonable 
standards,” James C. Worthy, vice- 
president, Sears Roebuck & Co., as- 
serted at a conference of the National 
Association of Housing and Redevel- 
opment. 

A total cf $8 billion was spent on 
home improvement and repair proj- 
ects, but these outlays should be raised 
to $24 billion, he declared. About 70% 
of American housing units are in need 
of some attention and repair, but 42% 
of the nation’s homeowners spent al- 
most nothing on such projects last 
year, Worthy commented. 


Asks Interest Change 


Lumber manufacturers have called 
on government to remove the present 
4%% interest ceiling on government- 
backed home loans. Leo V. Bodine, ex- 
ecutive vice president, National Lum- 
ber Manufacturers Association, said 
flexible interest rates are necessary to 
increase availability of private mort- 
gage funds and bolster the sagging 
rate of housing starts. 

“New home construction is one of 
the principal markets for lumber and 
the substantial decline in home build- 
ing this year has caused a drop-off in 
lumber production,” Bodine reported. 


Building Costs Rise 


Building costs rose 3% in the year 
ended August 31, according to F. W. 
Dodge Corp., construction industry 
statisticians. Two-thirds of the in- 
crease came in the last six months’ 
period. Blaming rising costs, National 
Homes Corp., Lafayette, Ind., is boost- 
ing its prices on prefabricated houses 
by 1%%, effective January 1. On the 
other hand, two Ohio manufacturers 
of prefabs are reducing prices by 
24% to 3%. 





NRLDA EXPOSITION MODEL HOMES 


RANCH.type home has wood siding verti- 
cally applied with clean contemporary 
lines. Plans for all the houses will be 
available from National Plan Service 
about December 8 


8 


TRI-LEVEL has wood siding, bow window 
in the living room. Homes will be open 
for dealer inspection at 3 P.M., Decem- 
ber 9. 


November 12, 


BRICK veneer home is one-story with car- 
port and fireplace. All the homes will be 
erected at Munster, Ind., near Chicago. 
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STORE LUMBER: 
ECONOMICALLY 


vin VISQUEEN i. 


BLACK — for products easily damaged by sunlight. 


CLEAR — where you want visible inventory control. 


Lumber dealers from coast to coast find VISQUEEN film is 
the inexpensive way to store and protect easily damaged 
materials outdoors. Use it for finish lumber, millwork, 
plywood, wall board, any material subject to light or 

water damage. Never a worry about downgrading. And 
remember VISQUEEN film comes in widths up to 32 feet. 


THE VISKING CORPORATION 
World's largest producers of polyethylene sheeting and tubing 
Plastics Division, P.O. Box 1410, Terre Haute, indiana 


IN CANADA, VISKING LIMITED, LINDSAY, ONTARIO 
IN ENGLAND, BRITISH VISQUEEN LIMITED, STEVENAGE . 


information request tog 


dip this teg— #AMI! 
attach to letterhead, mail 


important! VISQUEEN film is all polyethylene, but not all polyethylene is VISQUEEN. Only VISQUEEN, produced by process of 
U.S. Patents No. 2461975 and 2632206, has the benefit of research and resources of The VISKING Corporation 
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Custom made? 


window looks custom-made, It wasn't! It was assembled from two standard Lupton Metal 


This bis 
Window units 

Variety and adaptability are two reasons why the Lupton Dealer list is growing. Practically any window 
With Lupton Windows, you'll be able t 


and aluminum 


order can be filled from the com plete Lupton line » offer 
casements in steel or aluminum; aluminum double-hung, ranch and jalousie windows 
doors; in a wide range of sizes, Well-stocked warehouses help assure prompt delivery. A fifty 


sliding 
ind a constant program of trade and consumer advertising 


year old reputation for quality and service 
help make customers for you, Contact your nearest distributor for complete information on the profitable 


Lupton line of metal windows and aluminum sliding doors 
| 

East Godfrey Avenue, Phila. 24, Pa. 

| ciation 


MICHAEL FLYNN MANUFACTURING COMPANY «© 700 


Member of Steel Wine ind Aluminum Window Manufactures 








Representatives 


Partial List of LUPTON Distributors and 


ARIZONA 
Phoenix 
Wholesalers, Inc 


ARKANSAS 
Little Rock 
American Metal Wir 


CALIFORNIA 


National City 
Nalco Distributors 


Roehitins 
Lee and Daniel, In 
Stockton 
Michael Flynn Mig. Co 


DELAWARI 
Wilmington 
Jandy, Inc 


DISTRICT OF COLUMBIA 


Washington 11 
Cushwa Brick & Bldg. Sup. Co 
FLORIDA 
Jacksonville 
Aichel Steel and Supply 
St. Petershurg 
Allied Products ¢ 
GEORGIA 
Atl ta | 
Henry Taylor 4 
ILLINOIS 
Chicag 
W. L. Van Da 


Indianay 
Barrison & ( 


Topek 
Jubb 


John W. Bishop 
LOUISIANA 


Flynn Bi 


Americ 


MAINE 
Portlan 


Metal Building Syp« 


‘ 


RING COMPANY 


\ 


MICHAEL FLYNN 


MAIN OFFICE AND PLAD 


NEW YORK 
51 East 42nd 
New York 17 


LUPTON 


METAL WINDOWS 
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for things to see 
at the 


NRLDA show, 
don’t miss the... 


POWERNAIL 


demonstration 
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MEET YOUR LOCAL 
POWERNAIL REPRESENTATIVE 


STOP AT 
BOOTH NO. 


G12 
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NEWS in BRIEF 


(begins on page 8) 


SEPTEMBER STARTS OFF SHARPLY 


The government has reported that 
home building starts took a more than 
seasonal drop in September and dis- 
closed one indication of a further de- 
cline ahead. 


Builders started work on 93,000 units 
in September, down from 101,000 in 
August and 21,900 fewer houses than 
September last year. The 8,000 August 
to September drop was in private 
housing. Adjusted for seasonal varia- 
tion, the September figures meant an 
annual estimate of one million units, 
lowest rate since January 1952. 


As an indicator of future building 
needs, the VA reported proposed con- 
struction under its program dropped 
off last month. They received 30,007 
requests compared with 36,518 in Au- 
gust and 45,063 in September last year. 


Home Building Pickup 


The home building industry will be 
ready to “climb up hill” within the 
next few months, a top savings and 
loan official predicted in Portland, Ore. 
Norman Strunk, executive vice-presi- 
dent, U. 8. Savings and Loan League, 
told the Portland Chamber of Com- 


merce the chances of reaching 1.1 mil- 
lion starts this year are excellent. 
And, he predicted, the mortgage 
money situation would loosen up in 
1957. 

“What has happened in the housing 
field is that we have tended in the 
last several years to run ourselves to 
exhaustion and this has been a year 
of catching our breath,” Strunk de- 
clared. 


More Conventional Loans 


Scarcity of mortgage money and 
high interest rates are forcing more 
home buyers to use conventional 
rather than government-backed financ- 
ing, the National Associaticn of Real 
Estate Boards reports. Last year con 
vention loans represented only 55% 
of the total mortgage recordings. This 
year it stands at 70%, and the per- 
centage is increasing with each pass- 
ing month. 

Clarence Turley, president, NAREB, 
commented that present mortgage 
market conditions might lead to more 
public housing and expanded direct 
government loans. Turley urged pri- 
vate lenders to avoid avarice and to 
make as many home loans as possible. 


DEALER CONVENTIONS 


1956 


NOVEMBER 


27-28-29, Southeastern, 
more hotel 


Atlanta, Atlanta Bilt- 


1957 


JANUARY 


7-8-9, Kentucky, Louisville, Kentucky hotel 

15-16-17, Northwestern, Mi polis, di 
ium 

20.24, National Association of Home Builders, 
Chicago, Conrad Hilton and Sherman hotels 
and Coliseum 

23-24-25, Southwestern, Kansas City, auditor- 
lum 

27-31, 


hotel 





Northeastern, New York City, Statler 


FEBRUARY 


4-6-6, Intermountain, Elko, Nev. 
5-6-7, Michigan, Grand Rapids, auditorium 


6-7-8, Middie Atlantic, Atlantie City, Chal- 
fonte Haddon Hall 


6-7, South Dakota, Sioux Falls 

6-7, Western Penna., Pittsburgh, William Penn 
hotel 

12-18-14, Illinois, Chicago, Hotel Sherman 

12-18-14, Tennessee, Nashvilie (no exhibits) 


18.14-15, Mountain States, Denver, Shirley- 
Savoy hotel 


18-14-15, Ohio, Columbus 


13-14-15, Virginia, Richmond, 
hotel (no exhibits) 


19-20-21, Wisconsin, Milwaukee, auditorium 
19-20-21, Western, Spokane, Davenport hotel 
20-21-22, Nebraska, Omaha 


21-24, West Virginia, White Sulphur Springs, 
Greenbrier hotel (no exhibits) 


John Marshal! 


November 12 


DECEMBER 


10-11-12-18, National Retail Lamber 
Asen., Chieago, Ll., Internationa! 
theatre 


Dealers’ 
Amphi- 


MARCH 


1 to 16, Montana*® 

4-4-5, North Dakota 

5-6, Kansas, Salina 

5-6-7, Indiana, Indianapolis, Murat Temple 

12-18-14, lowa, Des Moines, auditorium 

12-18-14, Carolina, Charlotte, coliseum 

19-20-21, Louisiana, New Orleans, Jung hotel 

21-22, Mississippi, Biloxi, Buena Vista hotel 

27-28-29, Independent, Minnesota, 8t. 
auditorium 


Paul, 


APRIL 


2-8-4 New Jersey, Atlantic City, Claridge ho- 
tel (no exhibits) 

10-11, Arkansas, Little Rock, Marion hotel 

14-15-16, Texas, Dallas, auditorium 

21-24, Northern California, Yosemite National 
Park 

28-24-25, Southern California, Los Angeles, 
Ambassador hotel 

25-27, Florida, Daytona Beach, Daytona Plaza 
hotel (no exhibits) 


MAY 


2-8-4, Arizona, Litchfield Park, The Wigwam 

18-14-15, Georgia, Savannah, General Ogle 
thorpe hotel (no exh. bits) 

*Tentative schedule, subject to change 
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Wisconsin Window 
Unit Company 
Merrill, Wis. 


Aluminum Combination 
Windows and Doors 























































































































| GET HOLD OF A GOOD THING 
AND THEN YOU EXPECT ME TO TELL EVERYBODY ABOUT IT? 


Wisconsin Window Unit Co. Wisconsin Window Unit Co 
Merrill, Wisconsin Merrill, Wisconsin 


Security Sash & Screen Co. Security Sash Screen Co 
Detroit 35, Michigan Detroit 35, Michigan 


Gentlemen: Gentlemen 
I get a really good self-storing aluminum Haven't got time to write a bang-up 
storm window and door that my customers testimonial right now Business is 
like I sell a lot more of ‘em than I ever good Just quote me as saying that the 
did any other kind. I install ‘em ina time I spent to send you that ad coupon a 
shake and I don't get any service calls to while back was the best investment I ever 
eat up my profits. I get a deal like this made Any fellow who is looking for a 
and then you want me to tell everybody so's good, solid, profitable business oppor- 
I can let myself in for a lot of tunity should get in touch with you right 
competition? away 

Yours truly, Sincerely, 

Bob David, Sales Manager Bob David, Sales Manager 


too 


BOB DAVID, WISCONSIN WINDOW UNIT CO., MERRILL, There are over 40 Security Jobbers that share Bob 
WISCONSIN David's opinion about Security RFT self—storing 


RELET: YOUR EXCLUSIVE SECURITY FRANCHISE aluminum storm windows and doors and Security's 
GUARANTEES ALL SECURITY SALES IN YOUR TERRITORY profitable fabricator and dealer plans. Spend just 
A A ACQUAINT a ys — Sa a few minutes right now to write, or even less time 
A ~ or. Bad ty : : 
BUSINESSMEN IN OTHER PARTS OF COUNTRY WITH ge Aan be the hase ieee padre ecints 
SECURITY'S PROFIT-MAKING FABRICATOR AND DEALER r joss , 


PLANS. 
ROBERT JOHNSTON 
SECURITY SASH & SCREEN CO. 


Geoutily SASH AND SCREEN COMPANY 


20096 James Couzens . Detroit 35, Michigan 


PLEASE SEND COMPLETE DETAILS ON SECURITY'S 


DEALER | FABRICATOR 
PLAN , PLAN 


NAME 
COMPANY 


SINCE 1920 


ADDRESS 


 —_ 
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\’ A 4i a : . 
i) a XS (2) America’s Most Complete Line for 


J.) WEATHER-SNUG HOMES 


Ls) Away My ) 


RG-DUNCAN CO. 





LY) aa 


Sets for windows 


WEATHER STRip a Handy to buy, handy to use, Here in one attractive pack- 
This complete package unit means f age is a complete M-D Numetal Weather Strip set for a 
easier handling for you. . . easier —) ) 7 single window, Available for all stondord 28, 30, 32 
installation for your customers. M-D / yr and 36° double hung windows. M-D packaged sets save 
Numetal door sets are available with f V selling time... cut handling costs...make inventory easy. 
regular door bottoms or with threshold 
and exposed hook. 





On-GARD 
colt 


/, WEATHER STRIP 

This stainless steel or 
DOOR BOTTOMS . A 4 bronze coil weather strip 
Made of extra thick wool j is packed two woys — six 


felt and heavy gouge stain- 18 ft, rolls in free display 
tess steel, bross or alum- ’ carton, or in 100 ft. individ- 
inum, Standord lengths— : vol cartons 

28”, 30”, 32", 36", 42” : : 

and 46" —-pockoged 4 doz. 
same length to carton. 
Special lengths available, 


a 
_ 


BUILDER Ss ———— 
4 dependability always DEALER & 


For highest quelity on 
_ Sold by hardwer oxi 
parle an a ne throughout the Order Today! Your order shipp — 
ne tn is received! All M-D products are 
mer nationally advertised. 
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Easiest in the world to put on 


This easy-to-put-on weather strip makes 
friends as it makes you profits. Works 
perfectly on windows, storm sash or doors. 
Made of wool felt and white metal. Each 
individual carton contains one 18 ft. roll 
with nails and instructions. Packed 12 car- 
tons in display case. 














This free, colorful dis- 
play case takes very 
little counter space 
. but does a 
big job of selling, 



















o Wa GARD 
Automatic 


DOOR BOTTOM 


Here's the perfect avtomatic door bottom and draft 
eliminator for ALL doors. Completely solves old 
problem of clearing rug or floor every time door 
opens, Easily installed on right or left hand door. 















UP aio. 


matically to 























snugly against 
floor to seal 
















Smartly designed with silvery-satin finish — will not clear carpet 

rust or tarnish. Furnished in standard lengths— easily when out drafts 
28", 32”, 36", 42” and 48”, Packed in individual doen eee when door 
cartons. closes. 
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ASPHALT CEMENT 





World's best calking 
compound available in 
loads, with or without 






GLAZING COMPOUND 











Ideal for sticking = ti 
nozzie...hand You can recommend down asphalt shin- — 
squeeze tubes... oF this glazing com- gles and general 








Soe, 


Yq pt., pt., qt. and gal. 
cans. Also 5-gal. and 
55-gal. drums—gun or 
knife grade, 


, ” 
repair work on oe /71 
roofs and flashings | 


Comes in handy 54) 
loads, with or with \ CY" MA 





pound with com- 
plete confidence 
that it always ‘‘stoys 
put.” Packed in % 





















- n wt nozzle; 2% Ib. ; 
: a v tb, . - GLAZING ond 10 tb. iam iP WAL! 
¢INb Mir (aus 100 Ib, and 880 Maun ib. polls ond 550 Ib. Wamu LL 






drums. 


CALKING Ib, drums, 


Lompount 
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MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1 OKLAHOMA 
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Leoders in the Building Speciaity Field for 35 year: 


Easier to cut 


Mr. Marvin Nelson, The Southern Lum- 
ber Company, San Jose, Calif., proved it 
to himself. After making several cuts on 
four unidentified brands of single-strength 
window glass, Mr. Harris picked one 
brand (marked “B’’) as easiest to cut 
every time. That brand was L‘O-F. 28 
out of 30 dealers who have taken the 
“blindfold” test picked L‘O’F as easiest 
to cut! 


Easver to sett 


This L‘O-F label identifies quality glass 
wherever it is seen. People know this label 

it is appearing 216 million times in 1956 
advertising alone! And every time it ap- 
pears it adds to the already strong prefer- 
ence for L‘O’F glass. This preference 


means faster, easier sales for you. 


Easver 
TO MERCHANDISE 


Keep your store name in the public eye. 
This handy envelope stuffer helps your 
sales by reminding customers and _ pros- 
pects to see you when they need glass to 
fix broken windows. Order WG-19 now 
from your Libbey’Owens’Ford Distributor 
(listed under “‘Glass” in your phone book). 
For further information, write to Dept. 
65116, Libbey‘Owens‘Ford Glass Com- 
pany, 608 Madison Ave., Toledo 3, Ohio. 





t 


BEY-OWENS-FORD cre casy-to-cue WINDOW GLASS 


Re igi ot 2s 


rt 
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The only sliding door hanger with both 
horizontal and vertical adjustment 








McKINNEY 
Sliding Door 
Hardware 





... the same hanger and track hang all by-passing 
doors from %” to 1%” (80% of requirements) 


« horizontal adjustment overcomes warped door 
problems 


« vertical adjustment permits proper head and 
floor clearance 


« easy to install 
« smooth, quiet operation 
« simplifies your inventory 





The Quality Line All McKinney Sliding Door 
Hardware is carefully manufactured from high 
Packaged in complete sets for 4’, 5’, 6’ and 8’ two-door openings. quality materials. Track is extruded aluminum or 
Set includes : rolled steel, zinc plated. Rollers are nylon. Hang- 
Track (aluminum No. 1000 or steel No. 1100) ers are heavy gauge steel, zinc plated. 
2 pair hangers (a pair for each door) 
Nylon guide (adjustable to all thicknesses of doors) ee a Ge Gee Gee ee ee ee ee eee ee ee 


Complete assortment of pulls, bumpers and accessories available. 


McKinney Manufacturing Co., Dept. Al 
Also available: Complete sets for pocket type doors. ‘ 


1715 Liverpool St., Pittsburgh 33, Pa 


Without any obligation on my part, rush me detailed information 
and prices on new McKinney Sliding Door Hardware 


| 
| 
McKINNEY I 

) 


Company 
Street Address 


1715 Liverpool Street ¢ Pittsburgh 33, Pa. 


jn Canade— Skillereh Lid., $1. Catherines, Onterie City 


Attention Mr 























Mr. William P. Miner, right, shows a customer some 


“Customer preference 
heloed us build our 


says William P. Miner, president 


The Miner & Alexander Lumber Co., New London, Conn. 


“Our Company has handled Andersen products plenty of customers to us already sold...and I 
since we started in business in 1939,” says Mr mean both builders and homeowners.” 
Miner. “With the help of Andersen’s national Be sure you're taking full advantage of the na- 
advertising and their well-known reputation for tional preference developed for the Andersen name. 


quality, we've built a continuously growing volume Use your Andersen Selling Kit to reap the local 
of business in Andersen Window Units. I'd say benefits of Andersen’s nation-wide promotion, You 
that the combination of our local promotion backed can get a selling kit free just by writing to Andersen 


up by Andersen’s strong national campaigns sends Corporation, Bayport, Minnesota. 


ANDERSEN CORPORATION *« BAYPORT =: MINNESOTA 
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ypyer 20 year 
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for over half a century an 

jyertiser for e Prompt deliver) 
distributor 


e Known for qi 
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e Leading national con 
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e Preferre 1 nation 

e Nearly three mill 

e Best known window am 
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Contracts for Future Home Building Up 4% 
Tight Money Continues . . . 1957 Housing Forecast 


After the early summer drop, con- 
tract awards for future home con- 
struction in 37 states east of the 
Rockies rose in September by 4%, 
as compared with September, ’55. 
This followed a 5% increase in Aug 
ust, according to reports issued by 
the F. W. Dodge Corp. You under 
stand, this doesn’t mean housing 
starts; since there’s a time lag be 
tween the contract awards and the 
actual start of construction. 


* * * 


The Labor Department reported 
housing starts not contract 
awards —-in September as 93,000 
units; 21,900 fewer than in Septem 
her of ’55, On a seasonally-adjusted 
basis this is an annual rate for 1956 
of 1 million units. Due to the in- 
crease in awards the experts predict 
that home building has a good 
chance of reaching 1.1 million starts 
in 1956. This prediction was made 
by Norman Strunk, executive vice 
president, United States Savings 
and Loan League; who also pre 
dicted that mortgage money would 
be easier in 1957 


+ * . 


The moderate upturn in dollar 
value of residential awards indi 
cates something of a shift to larger 
and more expensive homes. The 
“housing credit squeeze of recent 
months,” says Thomas §S. Holden 
vice chairman of the Dodge Corp., 
“has pressed down heavily on low 
priced housing units.” 


s * . 


The best hope for easing meney 
conditions, according to Walter 
Dreier, of the U.S. Savings & Loan 
League, is for the public to put 
money into savings. Savings 
association had to catch their 
breath, after several years in which 
the housing industry had more or 
itself into temporary fi 
nancing exhaustion, But these asso 
ciations should be in a good position 


more 


leas run 


next year to furnish money for 
home huildina 
7 7 o 
Also the financial demands of 


business, industry and government 
should then be less urgent, easing 
the strain on the mortgage money 
market; and areas of housing sur 
pluses should be cleared up within 
a few months, after which new 
housing models, like new car mod 


20 


els, should bring customers back 


into the market. 
* * * 
Albert Cole, of the HHFA, has 


reduced his earlier estimate of 1.3 
million housing starts this year to 
about 1.2 million starts. Many pri- 
vate housing economists think this 
is optimistic. The Veterans Admin- 
istration reported 30,007 requests 
to appraise houses in September, as 
compared with 36,518 in August, 
and 45,063 in September of ’55. 
* . * 

Appraisal requests are submitted 
to the agency by builders before 
construction is begun and before 
applications for GI home loan under- 
writing are made, Many experts 
look upon these appraisal requests 
as an index of the trend in future 
home-building activity. There’s 
much difference of opinion about 
this trend. 

* * 

Builders who say tight money has 
been hampering house construction 
call attention to the fact that late 
in August the Federal Reserve per- 
mitted regional banks to increase 
the discount rate—the fee charged 
by the Reserve system on loans to 
member banks—to 8%. So Septem- 
ber was the first full month in which 
this curb was in effect. 

* * * 


Another symptom of tight money 
is the fact that the Treasury in bor 
rowing 91-day money in the middle 
of October paid an average interest 
rate of 3.024%; the highest rate on 
short-term Treasury bills since the 
bank holiday in 1933. So the Treas- 
ury-bill rate was higher than the 
Reserve discount rate 

* * * 

The System doesn’t like that 
spread; since it can’t care for the 
idea that some banks might borrow 
from the reserve to invest in Treas 
ury bills. It’s commonly accepted 
by financiera that the Treasury 
never pays a higher rate on short 
term bills than it must, to get these 
borrowings placed. Hence, say the 
complainers, what better siqn do 
you need that money is scarce and 
hard to come bu? 

- * * 

The Labor Department, in its re 
port on September housing starts, 
said the decrease from the August 


November 12, 


level occurred mostly in metropoli- 
tan areas and was divided about 
evenly between conventionally-fi- 
nanced units and houses financed 
with government-guaranteed mort- 
gages. 

* * * 

Mortgage bankers, meeting in 
Chicago in October, seemed gen- 
erally of the opinion that 1957 will 
be a good building year; with at 
least 1 million housing starts. Prob- 
ably fewer than this year; but a 
million houses are still a lot of 
houses. In the days of easy money 
a good many builders got seriously 
over-extended; and too many houses 


were badly designed and _ over- 
priced, 

* * * 
Tighter money, the mortgage 


bankers think, may help cure some 
unfortunate practices. House vol- 
ume next year probably will not be 
evenly distributed; but it’ll be weak 
and thin usually in the places where 
the boom got out of hand. It looks 
now as though the houses will run 
larger next year, with three bed- 
rooms and more than one bath. 
Also, because of higher materials 
and building costs, house prices will 
advance. 
* * * 


However, President Clarence M 
Turley, National Association of 
Real Estate Boards, warns the 
building industry if it doesn’t get 
back to building a reasonable num 
her of moderate cost homes for the 
mass market this failure will give 
a big push to the idea of direct Fed 
eral loans to the middle-class mar- 
ket and to redoubled efforts to get 
more public housing authorized. A 
revival of the old chant: “Since pri 
vate industry can't or won't meet 
the housing needs of families with 
average incomes, the Federal Gov- 
ernment MUST do it.” 


* * * 


As of now, there are no signs in 
Washington of easing the control 
of money; and there probably will 
not be any for some months. High 
interest rates are generally believed 
to have come to stay. That could 
change, but fast, if Federal finances 
were to tear their pants seriously 
There’s said to be a sufficiently large 
supply of money to make next 
year’s business, nationally, better 
than this 
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“One quick call to the wholesaler by our counterman fills this customer's order. We fill hundreds a day while keeping our stocks and overhead low.” 


“WE SAVE TIME, TROUBLE, AND MONEY 
BY BUYING FROM 


A WHOLESALER’’ 


says Roy J. Allen, Dealer Manager, 
Powell-McClelian Lumber Company, 


Nortolk, Virginia 


“Our three yards handle between 300 and 400 cus- lower insurance rat mall more efficient yard 


crew and less upkeep And we don't have to 


Worr' ibout damage aor ob ol cence 


tomers a day mostly small contractors, carpen 
ters, and ‘do-it-yourselfers’. We'd need sky-high in 


ventories if we didn’t work through a wholesaler In addition, we get some extra advantages be 
We simply keep token supplies on hand and phone 


cause we have an Armstrone wholesaler Hy 
the bulk of the order into the wholesaler. Our truck 


not 
only shows us how to improve our present busine 
makes the pickup and delivers it to the customer usu but also helps bring in new business and build new 
ally on the same day . . . often within an hour or two yill chow won 


“The wholesaler setup really pays off. Instead 
of tying up thousands of dollars in stock, we keep 
this money free to meet current expenses and to ex 


pand our business. Carrying small stocks means e*eeeeeeeeee#eeee. 





“Our Armstrong wholesaler helps us 


open new sources of profit’’ 


“By working through Dalton-Bundy—our Armstrong wholesaler here 4 

in Norfolk——we've been able to bring in some profitable new business 

that otherwise we might have missed. The products in the Armstrong 

line, available only through our wholesaler, do more than simply re- — 
place other materials. They create business by offering new ideas in \ 
comfort, beauty, and economy. And this is what attracts customers. 
The two Armstrong products below will demonstrate what I mean. . . .” 


j 


1. “BRINGS US MODERN PRODUCTS 
~~ THAT CREATE NEW MARKETS" 


i” 
€ ‘ “Our residential acoustical tile business didn’t 
Mt amount to anything until our wholesaler introduced 
Armstrong Full Random* Cushiontone. This new 
material caught on fast with both home owners and 
builders. Today it’s a highly profitable item and has 

only begun to make money for us. 
. “Below is Armstrong Temlok Roof Deck, a mate- 


rial our builders like to use. We make more money 
on it than on the several materials it replaces.” 


na. 
: 


he at 


A wholesaler salesman points out the full random 

beauty, cleanly drilled holes, and painted bevels that 

make Cushiontone a quatity product.” 
“Our salesman shows a builder Armstrong Temlok Roof Deck 
It’s decking, insulation, vapor barrier, and ceiling in one material 


2. “HELPS US TIE IN WITH 
NATIONAL ADVERTISING" 


“We get the backing of full-page 
Cushiontone advertisements in Life 
every month. Believe me, this pulls 
in customers. Our wholesaler gives 


us display material so we can tie in 
locally. We get similar material for 
the Armstrong Cushiontone ads in 
lhe American Home, Better Homes 


& Gardens, and Sunset.”’ 


See SUT ev, 














“PROVIDES LOCAL 
PROMOTION IDEAS" 











“The Armstrong promotional pieces and ideas are 
fresh and different. The Cushiontone sound box at 
the right, for example, demonstrates the material’s 
sound-deadening properties so effectively, customers 
won't forget it. Below is some of the free advertising 
we get. With minimum half-carload orders, our 
name is imprinted without charge on Temlok Sheath- 
ing. New houses become our personal billboard.” 












“Customer ‘listens to the difference’ Cushiontone can make,” 












“Onr name on Temlok Sheathing 
heips bring more customers to our yard,” 










4. “STEPS UP OUR SERVICE 
TO CUSTOMERS" 









“We like the way Armstrong products are packaged; it 
makes them easy to handle. Loading and unloading 






time is sharply cut, and customers receive orders faster.” 






You will enjoy the same benefits as Powell-McClellan when 






you buy from your local Armstrong wholesaler. He has the 






products, service, and experience to help expand your business 






Invite him to your office soon. For the address of the whole 






saler nearest you, write Armstrong Cork Company, 3511 Rieker 










Avenue, Lancaster, Pennsylvania * TRADE-MARK L 





“Whether you load by roller track, lift truck, or by hand, Arm- 


strong modern packaging saves time 














“See our products in booth 911 at NRLDA Exposition, Chicago, December 10-13, 1956,” 


Armstrong BUILDING MATERIALS 






Temlok® Roof Deck * Temlok Sheathing * Temlok Tile * Cushiontone™ Ceilings 











lumber dealers asked us to build a 6,000 Ib. 


Tnavelouden... See it at the NRLDA show! 


Baker Traveloader—the side-loading fork truck— —_ Here it is—Model T-6 Traveloader—with 6,000 Ib. 
was the hit of the 1955 NRLDA show. Itsabilityto —_ capacity. Like its big brothers, it is gas or diesel 
unload long lumber from flat cars, transport it, lift powered, with six large pneumatic-tired wheels 
it or stack it from 10 ft. aisles and deliver itover = _and the ability to pick up like a straddle truck, 
the highways at 30 MPH, was just what lumber mained and stack like « fork 
dealers were looking for in a handling machine. truck, and deliver like a high- 


But its size—10,000 and 12,000 Ib. capacity—was way truck. It can handle lumber 
too big for many dealers’ requirements. “Give us any length and can operate in 
a Traveloader with 6,000 Ib. capacity” —they asked. _8-ft. aisles! 


See the new 6,000 lb. Traveloader at the Baker Exhibit, Booth 37, NRLDA Show. 
THE BAKER-RAULANG COMPANY 


1200 WEST 80th STREET © CLEVELAND 2, OHIO 


handling equipment A subsidiary of Otis Elevator Company 
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Merchandising Zips: 
For the quickest sales ever... 
show ’em— 


CYCLONE INSECT WIRE SCREENING 


The magnified section above shows Cy 
clone’s Improved Multiple Wire Selvage 
Wide, straight and firm, it lies flat and 
makes it easier to stretch the screen square 
and get a neat, smooth screening job 

In talking with prospective customers 
about Cyclone “Red Tag" Insect Wire 
Screening, point out all of its advantages 
Demonstrate how it lies flat without curl 
ing. Explain how the extra-protective finish 
increases and preserves the attractive ap 
pearance of all three long-lasting grades 
(GALVANIZED, BRONZE, ALUMINUM) of Cy 


clone Screening. And be sure to call 


special attention to the familiar Cyclone 


“Red Tag" trade-mark. They know the 


name—and that it stands for top quality 


all the way 

Cyclone Insect Wire Screening comes in 
standard 18 x 14 mesh, in 24, 26, 28, 30, 
32, 34, 36, 42 and 48-inch widths, It com 
plies with all requirements of Commercial 
Standard CS-138-49 as issued by the 
National Bureau of Standards, United 
States Department of Commerce. See or 
call your jobber today 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL 
WAUKEGAN, ILLINOIS « SALES OFFICES COAST-TO-COAST » UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





Available in 
GALVANIZED 
BRONZE 
ALUMINUM 








USS CYCLONE:ped 709 
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NEW COMFORT CABS 
Industry’s largest, for real 
stretch-out comfort. All-new 
seat design permits adjustment 
of back cushion and seat height, 
plus normal slide positioning. 


FULL-OPENING HOOD 
Exclusive!—Can be raised full 
90° for easiest, fastest engine 
servicing, half-way for routine 
oil and water checks. 


Stake models up to 
21,000 ibs. G.V.W 
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DowerGiants 


e NEW giant-power V-8 engines! 
e NEW higher load capacities! 


e NEW push-button driving! 
e NEW Forward Look Styling! 


4 pick-up models 


Get set to profit from a great new kind of truck 
with more V-8 power and more payload capacity—- 
with more eager-to-go snap than any other make 
on the road! 


From 204-hp. pick-ups to 232-hp. tandems, today’s 
new low-priced V-8 Dodge Power Giants deliver 
more truck per dollar—and more profitable pay 
loads—in every weight class, 4,250 lbs. G.V.W. to 
65,000 Ibs. G.C.W., 


New short-stroke Chrysler-engineered V-8's— with 
exclusive Power-Dome combustion— give you more 
miles per gallon, full power on regular gas. Increased 
power in famous, dependable Dodge 6’s, too. 


Tandem models up 
to 46,000 ibe. G.V.W 


Push-button automatic transmission is still another 
great plus you get only in new Dodge Power Giants.* 
First in any truck! Simple, sure, trouble-free. Just 
push a button, shifting is automatic 


Test-drive a Power Giant—V-8 or 6—soon! Cet 
your Dodge dealer’s deal before you decide on your 
new truck 


Avadahble on low-tonnage and forward-control modela 


DODGE TRUCKS 


WITH THE FORWARD LOOK > 


a 


4-wheel- drive models 
up to 18,000 ibs. G.V.W 


Tractor models up 
to 66,000 ibs. G.C.W 


pi 
up to 8,800 ibe. G.V.W 
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“ EVERYTHING HINGES ON HACER!’ 


C. Heger & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. *® 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
= 














28 Circle No, 11 on Coupon, page 156. November 12, 1956, AMERICAN LUMBERMAN AND 








Weldwood Panel Parade display at Morgan Company Home Building Center, Retail Division of Morgan Co., 


520 Oregon St., Oshkosh, Wise. 


Notice the attractive way 67 paneling products are displayed in large sizes 


With this display, the Morgan Retail Division sold 93 pieces 
of Weldwood paneling in less than 1 month 


Things are busting out in Oshkosh, Wisconsin! And it’s the 
Weldwood Panel Parade that’s doing it! 
In less than one month from the time it was installed, the 
Retail Division of the Morgan Company has sold 
¢ 30 pieces of 4’ x 8’ x %e" Surfwood® Paneling 
¢ 63 pieces of 4’ x 8’ x %e" Samara® Paneling 
In dollars and cents—that’s almost $800 in sales! ~ 
And the Morgan Company is making sure of sales by 


carrying a good stock of Weldwood Paneling Philippine 


Mahogany, oak, Weldtex® and other popular types and 
species. A nearby United States Plywood warehouse insures 


Weldwood PANELING 


A product of 
UNITED STATES PLYWOOD CORPORATION 
Weldwood—The Best Known Name in Plywood 


SULLDING Propucts MERCHANDISER 


speedy delivery on orders for any paneling not in stock 


So, if you are one of the dealers caught in the squeeze of 
rising costs and falling profits look into the Weldwood 
Panel Parade. It’s the display that will he Ip you sell the 
most widely advertised wood pane ling line in the industry 
get your Weldwood 


repre sentative on the phone But act, now! 


Send the coupon now, O1 better yet 


United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y 


tush me full details of the Weldwood Panel Para 
Display Plan Please have represent itive call 


Name 
Company 


Address 


Circle No. 12 on Coupon, page 156. 














At Last! The answer to the home’s 


Iubioduemng the New 


It’s a Full Size WORK BENCH... 
it’s a UTILITY TABLE of many uses... 


4 Sam ngaee 4 : aie: 
hes eae D : 





The Famous 
Sturdi-Bilt 
Work Top 













Splinter - proof! 





Dent-proof! 
Warp-proof! 





“DROPTOP” Folding BRACKETS 
with exclusive Safety Catch. 







Attach to any top surface or table, and presto 
—you have the convenience of a folding wall 
mounted unit. Each hinge operates separately. 
Safety catches “lock” brackets in horizontal 
position. All necessary mounting hardware 
and wrench included. 2 brackets are pack- 
« aged in beautiful, self-selling, colorful dis- 


a 
or play for counter or window use. Order plenty! 












DISTRIBUTORS! WRITE AT ONCE FOR COMPLETE DETAILS! 


Nutba sHow SfUrdi-Bilf STEEL PRODUCTS, INC. 


BOOTH 718 2501 PETERSON AVENUE CHICAGO 45, ILLINOIS 
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SV UEXTRA WORK SPACE! 


b) forai-Bitt DRO PTOP 
- re the wall! 


Now! Today! ... while there's still time to cash in on holiday 
plus sales... offer the brand new Sturdi-Bile “DROPTOP"! It’s 
the perfect house gift for the entire family because the “DROP- 
TOP” provides wanted, badly needed extra space for work, play, 
hobbies, crafts, and countless uses inside and outside the home! 


The “DROPTOP” is so easy to enjoy! Mount the worktop and 
folding brackets on any wall. OPEN — the “DROPTOP” be- 
comes a heavy duty work bench or a handy, multi-purpose wall 
table. CLOSED — it’s flat against the wall, out of the way! 


The “DROPTOP” worktop, 60 x 24 x 1%", is splinter-proof, 
warp-proof, dent-proof—made of solid kiln-dried wood core laid 
between smooth, hard panels of high density wood and plastic. 
Designed for hard usage—yet factory finished and lacquered for 
use with pride in any room in the house. The unique "DROP- 
TOP" steel folding brackets hold heavy weights—mount secure- 


ly, steady and firm—won't sway, wiggle or bounce. 
MOUNT ON ANY WALL — 


Order Your "DROPTOPS” Now’! Put our sales builders to work BRICK, CEMENT BLOCK, 
. Streamers, counter cards, folders, newspaper mats . . . and CONCRETE OR WOOD 


$ELL several “DROPTOPS” to every home! %* Patents Pending 


You name it! The “DROPTOP” can be used anywhere! 
; 4 | | : — 





Use in your garage, basement, children’s room, utility room, porch or patio, kitchen, dining room, family room, attic, ete. 


ee 


STURDI-BILT Steel Products, Inc. 2501 Peterson Ave., Chicago 45, Ill., Dept. AL112 


DEALERS! 
USE THIS oe ot egegtlaaaaadiaaa 


Complete DROPTOP COMPANY 


rae)ti 22), | : information and prices 
TO ORDER Quontity ADDRESS 


No. DT-200 DROPTOP worktop, 
DROPTOPS! brackets, mounting hardware (1) CITY 
$27.50 List (Less dealer discount) 
; MY WHOLESALER |S 
Cash in on No. DT-100 DROPTOP brackets 
‘ s! and hardware. Packed 6 pairs per 
Holiday Sale ctn. (@ $7.95 Pair List (Less dealer 


discount) 


ee oe oe ow oe @ os a 
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PLASTIC Y WALL COVERINGS 


THE ORIGINAL PLASTIC WALL PANEL. Almost five years have passed 
since Ridge introduced Ripcesoarp,.. now the dealer's highest profit line 
item. Ridgeboard popularity has grown by leaps and bounds — with 
homeowners, builders, architects and contractors. And, it might be noted, 
its success has spawned a number of imitators. 


FROM “TILE” TO “WALL COVERING.” Ridgeboard dealers everywhere 
are happy because they now have a product that takes them far beyond 3 LENGTHS! 
the kitchen-and-bathrooms field. Instead of just handling a tile, they can Ridgeboard ~ 12” wide — is 


P Re . p : , monufactured in 3 no-watte 
offer a plastic wall covering, good for unlimited interior applications! lengths... 5 #t., 6 ft. and 


TIME’S A-WASTING — WRITE TODAY. It’s time for you to get in 


on the big excitement .. . the big sales . . . big profits. Write 
today for complete Ridgeboard literature and information. 


310 Clark Street + Elyria, Ohio 


13 COLORS 


Permanent . . . decorater-styled: Turquolse 
Fiamingo * Desert Tan + Teel Bive * Choco- 
jote * Terra Cotta * Gray * Citron * Pink 
Lady * Bive * Light Green * Biock + White 














Manufacturers of Plastic Wall Coverings Exclusively . . . Ridgetile .. . Ridgecraft ... Ridgewall ... Ridgeboard . . . Harmony-King-Tile 
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NEW...from Gabriel Steel! 


SIX FAST-SELLING HIGH-PROFIT ITEMS 


Vari-Posts - E-Z-Posts - Stur-D-Posts - Areawalls - Brick Lintels - Block Lintels 


Each of the fast-selling SIX is a cost-saver for the builder and home 
owner alike. Each makes construction short cuts —saves time and 
does a better job, They are big demand items in this wide open market 

of new construction and home modernization. 

Now 15 product lines p/us — from one dependable source! One 

order covers all six new Gabriel items, plus the Gabriel products 


you regularly order: basement sash and utility windows (stee/ and aluminum), VARI-POST 


window bucks, dome dampers, ash pit doors, joist hangers, scaffold brackets, 
louvres, etc. Write today for the new Gabriel literature. pms: 
=r? 


VARI-POST—Telescoping steel post, equipped with jackscrew. Provides 
structural support for wide range of applications. Easy, one man installation. 
E-Z-POST—Steel post equipped with jackscrew, for permanent installation 
set in concrete. 

~ 
STUR-D-POST—For permanent installation. Available with standard cap 


and base plate, or with adjustable jackscrew unit. STEEL 


AREAWALLS—New process heavy galvanizing for crack-proof, rust resist POSTS 
ant bright finish. Deep corrugations for extra strength, Full round bead at top 


LINTELS—For brick work or block work. Engineered strength—rolled rib 
construction. Provides space for good bed of mortar. Costs less than ordinary 
angles per foot installed. Corrosion resistant finish, 


LINTELS 





bis) 


5 Sa 


STUR.0-POST 


AREAWALLS 


INFORMATION PLEASE —Literature 
and information on the new Gabriel prod- 
ucts are available now. Write today to 
Gabriel Steel Company, 13700 Sherwood 
Avenue, Detroit 12, Michigan 


SERVING THE BUILDING INDUSTRY FOR NEARLY 
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In handling Shakertown products, you’re in a class by yourself... and 
there’s nothing like being in a class by yourself when it comes to 

sales and profits! Three good reasons for it, Mr. Shakertown Dealer 
TOP PRODUCTS, TOP NATIONAL PROMOTION and YOU! 


WITH TOP PROMOTION 


Powerful, continuous, col 
orful advertising in lead 
ing publications to archi 
tect, builder and consumer 





WITH TOP PRODUCTS 


Big, easy to handle, easy 
to apply GLUMAC Units 
464, inches long. Genuine 





U. §. Patent 2,232,786. Other U. § 


(0) (0-0 _———nacnrmmnmene 


and Foreign Pat 


codar shokes electronically 
bonded to insulation beard 


Beautiful Shakertown Annular threaded, matching 


Sidewalls of carefully 
highest grade fer Shakertown and packed 


selected, 


codar in a selection of 
12 georgeous colors 


"Jiffy Corners in matching 
Shokertown colors, speed the 
application of an attractive, 


color nails specially made 


right inside the shoke or 
Glumac cartons —— 


Perma Shakertown 
Stain, richly pig 
mented for deep 
penetration and full 


. the people who buy 
from you 


A handy dealer 
kit with a wealth 
of advertising for 
your use 


A beautiful, full-colored dealer dis- 
play merchandiser. Your customers can 
see the color, feel the texture and buy 
from this self-salesman 


strong, weothertight corner 
Die-fivied te match shoke stiri 
ations 


THE PERMA PRODUCTS COMPANY Shakertown 


CLEVELAND 22, OHIO FIRST NAME IN CEDAR SHAKES 


bodied color 


20310 KINSMAN ROAD 
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THIS WINTER i ...WHEN YOU SELL 
EVERY HOUSE IN TOWN \| STERLING HALITE 
MELTING CRYSTALS! 


HALITE mets 
HARD-PACKED 
SNOW AND ICE 
FROM .. LIKEWISE 
FOR THE 








7,.AND EVERY CUSTOMER 
NEEDS A BAG OF HALITE 
IN THE CAR...iT GIVES 
INSTANT TRACTION ON 
SNOW AND ICE! 


PssssT! 

THE PROFIT PER BAG 
OF HALITE is 
HIGHER THAN FOR 
MOST OTHER ITEMS 


BEST OF ALL, 
THE WHOLE 
GANG OF US WILL 
se. HALITE 
FOR YOU! LOOK 


yessiree! HALITE’S 
QUICKER, AND IT SAVES 

YOUR TICKER! 
IT’S A FACT: Every customer you have needs Sterling Halite Melting Crystals 
when there’s ice and snow on the ground: For driveways, walks, steps, and a bag 
e \\ in the car for emergencies. And this winter, all your customers will know about 
| Halite. A big newspaper cartoon campaign is going to tell them how Halite saves 
work ,. . saves time... prevents accidents . . . and how little it costs. This is 


advertising your customers will see, read, and remember. It will bring them into Meinng Crystohs 
your store for bag after bag of Sterling Halite. So order now: Halite comes in toe ict @ sow sanowA 
10-lb. bags (6 to a bale), and 25- and 100-lb. bags. Check your wholesaler or ware- "TU 
house today. P.S. This winter, use Halite yourself—to keep your sidewalks and ow 
driveway clear and safe! rene: went 


STERLING HALITE?® meitine crystats N | senna sy a es 





Product of International Salt Co., Inc. 


me 
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WHITING LI ADAMS 


SELECT- BY SYMBOI 


LEGS 
ADJUSTABLE 
TO suit 

YOuR 
REQUIREMENTS 


om the FLOOR 
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TO DOUBLE AND REDOUBLE 
YOUR SALES | 


on the WALL 
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Extra profit from 
HEAVY-DUTY 


MASONITE’ 
Peg-Board panels 


“What are you going to use it for, Mister?” 


That simple little question, asked of 
every customer who buys Masonite 
Peg-Board panels, can mean a 
whopping big difference in your 
profits for this famous line. 


Does your customer want it for his 
kitchen, closets or bedrooms—or 
other jobs where total or individual 
item weight isn’t a serious factor? 
Okay, sell him 1/8” Masonite Peg 
Board in Standard, Tempered 
Duolux®, Leatherwood, or 3/16” 
Tempered Duolux. 


But if he says he wants Peg-Board 
for his garage or for storing tools in 
the basement, point out how much 
stronger 1/4” Peg-Board is, how 
much more weight it can support 
in wheelbarrows, lawn mowers, bicy- 
cles, power tools and the like. 


You'll make it easier for him to store 
heavy equipment. And you'll be in- 
creasing the amount of the order 

and practically doubling the profit. 
Masonite Corporation, Dept. 
AL-1112, Box 777, Chicago 90, Ill 


yp RooucTS| a , 
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Are you turning over 


your space fast by selling 
more closet-space ? 


Modernfold national ads are pushing 
modernized closets—to keep your 
Modernfold Doors moving 


Think what this means to you—a big opportunity 
for fast turn-over of profitable floor-to-ceiling 
MOoDERNFOLD closures! 





SIMPLE TO SELL...look what you have to offer. 
Closures equipped with all the trimmings, choice 
of smart decorator colors. Steel interior frame-work 
that assures smooth, trouble-free operation. Life- 
time quality at lowest cost—nationally advertised! 


SIMPLE TO STOCK— with every MODERNFOLD Door 
complete in one slim package, allowing minimum 
inventory space. What about your stock? See your 
MopDERNFOLD Distributor or send the coupon today. 


A NATURAL FOR “"DO-IT-YOURSELFERS” Here MODERNFOLD Doors fold from either end to allow 


complete access to closets 





























MopERNPOLD's low-cost “Spacemaster” line 
Available in these popular sizes 





Fit Opening Height of: 


[Fit Opening Wiath of | 

ro 6'-6" or 6-6 
Ci | 6-6" or 6'-Ble" 
‘fy 6'-6" or 6'-B14" 
rw 


vA 

2 

3 

Laieandiiouall | 6-6" or 6 -8)4 or 8-0" 
NEW CASTLE PRODUCTS. Inc 
| Dept. .-24, New Castile, indiana 


(In Canada, New Castle Products Lid., Montrea 


Please send me full information on MopganroLp 


ee ee ee oe oe ee ee ee ed 


S scahabiinounparimesnengnemmnananamanapabme nde 


Oi 986, new cas ee +i 
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All eyes are on 


where there’s a lifetime 


Rea ws 
v4 io a aw 


ow SS 





November 12, 1956, AMERICAN LUMBERMAN AND 





Take a look now at Rusco and you'll find a “‘once- 
in-a-lifetime” opportunity to get into a business of 
your own with big, proved profit advantages. If you 
get aboard now with Rusco—you'll be a part of a 
winning team that’s really on the move! Now, for 
the first time, Rusco, the greatest name in windows 
and doors, offers you a chance to become a fully 
franchised distributor or dealer in either the highly 
profitable Prime WiNpow business or the booming 
CoMBINATION WINDOW AND Door field. 


N E WwW low prices —in spite of rising 
costs Rusco reduces prices! 


NEW distribution plan with terri- 
tories re-drawn 


NE W “Series 57” line of steel prime 
windows at lower prices 


NE W “Redi-Fin” line of aluminum 
prime windows, to meet builders’ need 
for standard sizes 


NEW opportunities with Rusco's 
famous steel combination line 


There never was a better opportunity for you to 
join the Rusco team. Right now we're re-aligning 
our territories and creating opportunities all across 
the nation for businessmen to become a part of 
Rusco’s sales organization. Everything's new at Rusco 
except the consumer-respected name! Make your bid 
now to reap the benefits of .. . 
... new products. . 


new pricing policies 
. new and broader market cover 
age... and the biggest market-building program in 
our twenty year history as leaders in the field! 


NE W high-quatity aluminum 
combination window and door line 


NE W low-price aluminum 


combination window and door line 


NEW faster shipping facilities now 
in operation 


NEW factories and warehouses 
strategically located 


NEW rusco dealer ad program 
ready to spearhead local promotions 


NEW easier qualifications for 
dealerships and distributorships 


Get the facts...and GO with RUSCO!? 


...the greatest name in windows and doors 


We’re re-aligning our marketing 
territories. There may be a 
valuable Rusco franchise open 
right in your own local area. 
Get all the facts by mailing 
this coupon today. 

No obligation — but act 

now so you won't lose ouf. 


BuILDING Propucts MERCHANDISER 


Department 8-AL-116 Cleveland 1, Ohio 


Please send me full information on the Rusco franchise for 


check one) dealers distributors of (check one) combi 


nation windows and doors prime windows and doors 


Name 
Firm 


Address 
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oweENS: CORNING 


FIBERGLAS 


FIBERED WITH 


Works cleaner, easier, faster...keys better... gives more 
uniform surface, better base for finish coat. Give this better 
Bestwall Gypsum Plaster a trial, for a more satisfactory and a 
time- and money-saving job. Write us today or call your nearest 
Bestwall Certain-teed district sales office for further information, 


NEW BAGS 

Bestwall Gypsum Plaster now comes to you in a new dress. 
Look for the colorful new bag with “Besty’’—the distinctive 
trade character on the front, top and bottom ends. Bestwall 
Plaster fibered with Fiberglas is easily identified. It’s in the red 
and blue printed bag shown here. 


cae 


BESTWALL GYPSUM LATH BESTWALL SUNFLOWER GYPSUM MOLDING PLASTER 
BESTWALL GYPSUM GAUGING PLASTER BESTWALL WOOD-FIBERED GYPSUM PLASTER 
BESTWALL SATIN SPAR GYPSUM GAUGING PLASTER BESTWALL LITE-MIX GYPSUM PLASTER 


(unfibered « fibered with Fibergias « Masonry Mix) 
BESTWALL KEENE’S CEMENT BESTWALL LIME 


PRAISE FROM PLASTERERS WHO HAVE Manufactured By Bestwall Gypsum Company 
JOB-TESTED BESTWALL Sold through 


My men are asking for this plaster with the glass fibers, as they can 

do a better job with less effort. Stanley J. Sieichert, Chicago, lil. Bes TWA @ t/ feed 
Our experience with this material which was used on metal lath and "1a. fa 

clay tile was entirely satisfactory. The giass-fibered plaster applied Reg. U.S. Pat. Of 

smoother than manila-fibered plaster. There were no balis or clumps SALES CORPORATION 
of fiber in the plaster. it rodded and darbied better than manila 50 Mint beneester Runde. Asomere, Pe 
fibered. Edward Mader & Co., Buffalo, N.Y. . aoe 








This is to commend you on your fine new product, giass-fibered EXPORT DEPARTMENT: 
plaster. After having used several hundred bags of your giass- 100 EAST 42nd ST., NEW YORK 17, N. Y. 
fibered plester in lieu of maniia-fibered plaster, we have noted GYPSUM PLASTER * LATH © SHEATHING 
several qualities about it that are definite advantages to the plaster ROOF DECKS 

ing industry. Lee Bros. Contractors, St. Louis, Mo. 
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For the sash you make or buy: 


use “PENNVERNON’’... 


= Oe ae "y 











When you order window glass to glaze the sash you 
make, it will pay you to buy Pennvernon Window Glass. 
Pennvernon is quality glass. It has a fine finish; a 
smooth, even surface; and a clear, non-fading color. 
Pennvernon is remarkably free from distorting defects, 
and its fine visional qualities make it ideal for glazing 
all types of windows. 


Take advantage of the plus qualities of Pennvernon 


~ Pennvernon Wi 


BRUSHES 


PAINTS GLASS CHEMICALS 


34580 8-48 


de 3. 


not Just “window glass” 


and order fine glass~and look for the distinctive Penn 
vernon label It S your and youl custome rs assurance 
that this is “window glass at its best.” 

For further information about Pennvernon Window 
Glass, contact your nearest Pittsburgh branch or dis- 
tributor, or write Pittsburgh Plate Glass Company 
Room 6387, 632 Fort Duquesne Boulevard, Pittsburgh 


22. Pennsylvania 


w Glass 


PLASTICS FIBER GLASS 


ee Se ee 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


SUILDING PropucTs MERCHANDISER 
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What's a’ Fish Bowl” 
Got to do with Insulation? 


You can easily make this demonstratien unit yourself! 
Just build a 24” x 12 "x 6” lumber. Staple 
16" standard Balsaam-Wool to the top, as shown. Fill 
add fish, 

Balsam-Wool effec- 
point that can 


frame out of 1 


with water—and for interest, 
What does it prove? Just this 
tively resists moisture...a strong sales 


be dramatically demonstrated to your customers. 


Everyone agrees that an insulation, to be effective, should 


resist the transmission of moisture. Good insulations today 


provide vapor barriers as an integral part of the product 
and Balsam-Wool does just that for you! The warm side liner 


of the blanket fully meets specifications for a vapor barrier. 


You probably won’t equip each house you build with such 


i ‘fish bowl”’ 


..but you can merchandise the extra value of 


Balsam-Wool’s quality insulation features: 


2. 


3. 


a 


Vapor barrier protection (condensation problems mini- 


mized). 


Low thermal conductivity (for important fuel savings 


and air conditioning economy). 


Resistance to wind infiltration (special application 


flange makes for a better seal). 


Bonding of insulating mat to liners (insulation stays 


put for a “‘house-time’’). 


Balsam-Wool sealed insulation is sold by lumber dealers. 


It’s non-irritating, clean and easy to handle. Wood Conver- 


sion Company, Dept. 
St. Paul 1, 


120-116, First National Bank Building, 


Minnesota. 


BALSAM-WOOL 


Blanket Insulation 
SEALED AND PROTECTED 


FROM MOISTURE 


ort * Ali 4 
x foe = 7 


‘egg coepoor FIR 


we fe 
4 f Se 
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x 
MpR” 


November 12, 1956, AMERICAN LUMBERMAN AND 





BuILDING Propucts MERCHANDISER Circle No. 23 on Coupon, page 156. 




















The Jonc-Reur Jymber (ompany, 


Established 1875 
EASTERN DIVISION — KANSAS CITy, MO. 
WESTERN DIVISION — LONGVIEW, WASH. 
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where 
mixed car shipments 


BORN... 


“WHE Se I) Ma 


Oo OO. Lan ri KZ D\ 00 — ~~ r S o-—@ 


The majestic, thunderous descent of giant pine, fir, 
cedar, hemlock — not to mention the hardwoods — is 
the beginning of your mixed car shipment. Felled 

in Long-Bell’s tens of thousands of acres, single trees 
such as these may yield many items of lumber in 
sizes and grades that make up a mixed car. 


But the thunder dies. The dust clears. Now comes 
the processing of the tree for the trade ...the skill in 
sawing and manufacture... the care in handling 

. developed from years of experience in all of the 
Long-Bell 27 plants. 


Here are complete, well-balanced stocks that are 
available to fill your needs. For the best service on 
your mixed car orders, you can count on Long-Bell. 
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washington, line 


"Tempo 


CABINET HARDWARE 


Here's a sparkling new cabinet hardware line with score 

decorative possibilities. “Tempo” is different... distinctive 

contemporary, Its finishes are beautifully modern. Basically TEMPO PULL AND PLATE COMBINATION 
the “Tempo” line features two sizes of fitted cones and knob 

and two sizes of pulls and plates, These basic designs offer 

opportunity of creating many varied and balanced color con 

binations and transpositions, “Tempo” also introduces Wash 

ington’s widely-known %” inset hinge (No. 1020) in a 

graceful “velvet-lustre” black finish, matching the rich blact 

surfaces of the knobs, cones, pulls, and plates — balancing thi , zy ead 
new line completely in every detail, “Tempo” is gracefull 


ideal for new or refinished cabinets, furniture, and built-in No. 1211 KNOB No. 1212 KNOB 
Knobs, cones and pulls are die-cast zinc, Plates are of steel No. 1221 CONE No. 1222 CONE 


1%” DIAMETER 2° DIAMETER 
*Tempo is a trademark of Washington Steel Products, In: 


SPOTLITE” KNOB AND TEMPO CONE COMBINATION 


Here’s one method of achieving sparkling 
color combinations with 
Spotlite’ knobs 
plus “Tempo” 
cones 


Washington” manufacture potlite® knobs in: dull black (US19). polished 
bra US poli hed copper Cl tin bronze [Sito poli hed chromaiul 
US26 atin chromium (US26D),. and satin bra US4 Phe new “Tempe 
' 


cones are ma ictured in dull black (US19),. bra US bronze (US10 


copper (Cl and polished chromium (US26), By combination and inter 
Photography by change of these finmishe unlimited tunning color combinatior 


John Bickel may be achieved 


NO. 120 DISPLAY BOARD 


ADDITIONAL COLOR COMBINATION 
FROM THIS DUO. Stil! more color po ‘ 
5 ha Ail aed 


ind plate beautifull tyled and 7 tempo 


CABINET HARDWARE 


bilities are provided in Dempo pull 


expertly finished designed to tit you 
grip Tempo” pulls available in black 
polished chromium, polished bra at 


n bronze and poli hed copper 


GET THIS HANDSOME 
DISPLAY TO SELL ‘TEMPO"’ 


This di play highlight ey 





eral Jor combination 


WASHINGTON. LINE plete Tempo 


Wi color illustration 


For more information, see your jobber, or write to: °" rene . ie Fit 
all standart ixtures 
WASHINGTON STEEL PRODUCTS, INC. Smaller display also available 


DEPT. AL-11, TACOMA 2, WASHINGTON 








Bring customers to you 


by dealing in Quality Products 


USS GALVANIZED 
STEEL SHEETS 


USS Galvanized 

Steel Roofing Sheets 

are continuously coated 

in accordance with Ameri 

can Society for Testing Mate 
rials Specification ASTM A-361 


If you have a reputation for quality, don’t jeop- glad he bought the product, and will bring him 
ardize it by stocking inferior roofing and siding back to buy again. 
sheets when you can handle the best. USS Galvanized Steel Sheets are available in 

The famous USS label on Galvanized Steel Stormseal, 1'4-inch and 2'4-inch standard corru 
Sheets gives them that extra measure of sales ap- gated, and 5-V crimp styles. 
peal needed to convince even the toughest customer So stock the brand you'll be proud to stand be 
that he’s making a good buy. And that label is hind .. . USS Galvanized Steel Sheets. Your cus 
backed by strength and durability, long life and tomers will be glad you did. And so will you 
fire resistance — qualities that make a customer UNITED STATES STEEL CORPORATION 

525 William Penn Place, Pittsburgh 30, Pa, 


USS GALVANIZED STEEL SHEETS 


FOR ROOFING AND SIDING 


6-1256 
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Right-plus cubic foot 
refrigerator with shelf 
capacity thet allows 
food storage space 
equal to most ordi- 
nary 11 cubic foot re- 


frigerators. 








Giant sero storage 
compartment. 156- 


pound capacity. 














lt slides in place virtually a 
pliers and screwdriver operation 


in installation. 


"PREWAY, INC. 
1116 Second Street, North, Wisconsin Rapids, Wisconsin 


Please send complete information on your Refrigerator- 
Freezer, 





Nome 

Company 

Address ! ‘ 

City . Fe State 


Send a. too, on 
other PRE WAY lines. 


50 Circle No. 26 on Coupon, page 156. 








-offaMy? provides Easy INSTALLATION 


wm ot a Bilt-In Refrigerator-Freezer 
No Kits...No Special Framing... No Extra Labor Costs 







































A complete package that’s easy to SELL — and stock 


PREWAY gives you the most exciting built-in refrigerator- 
freezer that you can offer home builders — or kitchen re- 
modelers. It provides any kitchen with that “look of to- 
morrow,” captures a woman’s heart with its enlarged capac- 
ity and functional performance. 

For your contractor-customer, it completely eliminates 
the most expensive steps in built-in construction. This all-in- 
one unit just slides in place. A formed steel frame is self- 
supporting from the floor up, requires no building of cross 
members to support the freezer-refrigerator. The compres- 
sor is self-contained in this frame — no need to build a sep- 
arate compartment. 


Because the new PREWAY combination unit costs less 
initially than others and costs far less to install, it gives you 
a big edge over competition. Make the most of it. Write 
today for full information on this unusual sales opportunity. 
Use the coupon attached. 










Inc 1116 Second Street, North 


” Wisconsin Rapids, Wisconsin 
Since 1917 


One source, one responsibility for / gas and electric Bilt-in ranges, range hoods, 
/ Bilt-in refrigerator -freezer, oll and gas heat 
ers, wall and floor furnaces, electric heaters. 
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ATLAS BOOMS PANELING SALES 
WITH BIG NATIONAL AD CAMPAIGN 


PLENTY OF AIDS 
PROMISED FOR 
DEALER TIE-INS 


BOSTON, MASS A 


big colorful national ad cam 





—, 


PEERS 


paign is going to boom Atlas 
Plywood paneling and flush 
doors 

The campaign will be 
double-barrelled, aimed at 
both consumers and those 


PPE RReE ED 


Pe , 
— ae who influence consumers’ 
UT ‘| 000s eqneueenscusesegeeeent 2 

The first ads will break in 
November, telling the Atlas 
Plywood beauty and quality 
story in full page color. And 
the campaign will continue 
from there in high gear 

The Atlas Plywood story 
will be told again and again, 


an 
at 





HOTEL FONTAINBLEAU Among Miami Beach's newest and most lavish hotels, here is where'in Better Homes and Gar 

winners in Atlas Plywood’s “Buy Gum’”’ promotion received one-week vacations as guests of dens: in New Homes Guide 
as Plyw » than 76,006 3 were » contest 

Atlas Plywood. More than 76,000 gum doors were sold during the conte and Home Modernizing; in 





the American Lumberman, 

RIO [ Ri ATI Building Supply News, and 
LUXU US c 0 DA VAC ONS the American Builder; in 
House and Home, the Gulf 


AWARDED BY ATLAS IN “BUY GUM” DRIVE ve. sien ins 


Light Construction File 


MIAMI BEACH, FLA. to Miami, and return, free more than 76,000 gum door The first four-color ads in 
More than 100 jobbers and use of a car, free meals, and were sold. The figure shat setter Homes and Gardens 
their wives enjoyed free and a get-acquainted cocktail tered all previous Atlas' and House and Home will 
lavish one-week vacations party with officers of Atlas records for a similar period. | promote oriental ash Ran 
here at the fabulous Hotel Plywood No limit was placed on|domwall, The second will 
Fontainbleau. The “Buy Gum” cam- the number of vacations an | promote birch Kandomwall 

They were guests of the paign was aimed at making | individual jobber could win. And subsequent ads will also 


Atlas Plywood Corporation. the many virtues of gum ply- | Big winners were at liberty promote other Atlas Ply 


The vacations were given as wood doors better known.| to award extra vacations wood products, But the goal 


prizes in one phase of Atlas’ These virtues include hard-| won to wives, dealers, and | of the entire campaign is to 


Plywood’s big “Buy Gum’ ness, good finishing charac-| salesmen at their own di ell hard the idea of Atlas 


campaign. The company of- teristics, and moderate cost. | cretion Plywood products in general 

fered the vacations to job The campaign was the for incomparable wall and 

bers ordering eight-hundred first jobber-incentive promo Atlas Plywood has 24 manufac door beauty 

or more gum flush doors tion in the door field. During | 'N® Plant Sven AsSeInD Randomwall panels are 
The vacation included free | the period of the contest for es ~" A nto * mae Phe pre-finished and feature ran 

first class air transportation free Miami Beach vacations, | ress rch and de: gn cents Continued Page 3 
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ATLAS PLANS PROMINENT 


Millionth Door Leaves 


DISPLAYS AT TRADE SHOWS | Atlas Texas Factory 


CHICAGO, ILL. Atlas | 
Plywood’s products will be| 
on prominent display here at | 
the National Retail Lumber 
Dealers’ Show in December, 
and again at the 13th Annual 
Convention and Exhibition 
of the National Association 
of Home Builders in Jan- 
uary. 

At the NRLDA Show, 
Atlas will have booth 201 in 
the International Amphi- 
theatre here. 

At the NAHB Show, Atlas | 
will have booths 514 and 515 
in the Hotel Sherman. 

Much that is new in the 
Atlas line and new to the} 
building industry will be 
shown. 

In addition to the beauti- 
ful selection of Atlas Ply- 
wood doors, new Atlas Ran 
domwall will be on view. 

Randomwall has a new, 
patented metal spline joint | 
to assure perfect alignment. | 
The new joint is the talk of | 
the industry, and shouldn’t | 
be missed, | 

Another attraction in the 
big displays will be Atlas 
Parq-wall, the luxurious- 
looking parquet wall panels 
in exotic woods. 


INSTITUTE SAYS 
GUMWOODS HARD, 
EASILY FINISHED 





MILLIONTH FLUSH DOOR Atlas employees give send-off to the 
millionth door to be shipped from Atlas Plywood’s new Center, 
Texas, plant. Left to right, aay # Ihlo, Door Division Manager; 
Otto Nac hlas, Southwest Sales Manager and Bob O’ Donoghue, 
General Manager. 


ast, 
\Diywood 





ee 


CHICAGO, ILL. Gum | | 
plywood has come into its ’ 
own as a first-rate building | 
material, according to the 
Hardwood Plywood _Insti- 


tute here. 

Gum has come into its own 
in time to meet the shortage 
of imported woods that can 
be given a mahogany finish. 


NEW POINT-OF-SALE PANEL DISPLAY This panel display is 
typical of merchandising aids being offered to dealers in stepped- 
up Atlas Plywood campaigns. 


Modern plywood manu- ‘ , 
facturing techniques have Plywood Found Best For Hi-Fi Built-Ins 
done the trick for gum. 

Under the Hardwood Ply- NEW YORK, N. Y. Builders and dealers can 
wood Institute’s Quality | Sound reproduction experts take a tip from the cabinetry 
Control Program, careful here expect enthusiasm for used by leading hi-fi manu- 
cutting, drying, jointing, high-fidelity to hit a new facturers, and recommend 


hardwood plywood cabinets 
for built-in home sound sys- 
tems. 


high in the coming year, with 
growing demand for hi-fi sys- 
tems built right into homes. 


splicing, and new resin glue 
techniques result in high- 
quality products, 

Nor 
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| CENTER, TEXAS 

| The one-millionth flush door 
| has been shipped from Atlas 
| Plywood's big flush door and 
amen pliant here. 

The door was shipped just 
|in time to mark the plant’s 
‘second full year of opera- 
ition. Doors from the plant 
|are sold under Texcen brand 
jin the Southwest. 
| They are processed here 
‘from log to finished product 
‘in a new, fully-integrated 
|production system devised 
iby Frank Harney, senior 
| vice president of Atlas Ply- 
| wood. 
| The plant also makes ply- 

wood panels and containers. 

The raillionth door was a 
hollow-core TEXCEN gum, 
with East Texas gum sides. 
It was included in a ship- 
ment to Houston, and will in 
all probability go into a 
| home there. 

Atlas Plywood ships about 
two and a half carloads of 
doors from here each work- 
ing day. Its entire TEXCEN 
door output is sold in the 
Southwest. Almost three 
quarters of the output is sold 
in Texas. 


HOME PLANNING 
CENTER DOUBLES 
SALES OF PANELS 


SALISBURY, MD. 
‘Community Building Sup- 
pliers here found a way to 
sell more paneling in two 
months than they’d sold in 
the past six. 

They got the 200 per cent 
increase with a Home Plan- 
ning Center, a separate 
building where home buyers 


can find everything they 
need for detailing a new 
home. 

The center includes a 


drafting and blueprint room, 
a conference room, and a 
showroom. A draftsman and 
a salesman are on hand at all 
times to help Mr. and Mrs. 
Homebuyer refine plans and 
select materials. 
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PLENTY OF AIDS 


Continued from Page 1 


dom grooving which gives a 
natural plank effect to any 
wall area. 

The campaign will offer a 
great opportunity to dealers 
for local promotions of panels 
and doors already heavily 
advertised nationally. Atlas 
Plywood plans to back up 
such local campaigns with a 
wide variety of aids. 

The aids planned include 
ad reprints and blowups for 
dealers’ displays. 

Also planned are printed 
literature and suggested pro- 
motional letters for direct 
mailings to architects, build- | 
ers, home owners, and lend-| 
ing institutions. The litera- 
ture will be slanted toward | 
the interests of the different 
groups. 


NATION’S WOOD 
RESERVES HIGH 
DESPITE DEMAND 


WASHINGTON, D. C.— | 
Conservation experts say 
there is enough raw timber 
in the United States to build 
a six-room house for every 
man, woman and child. 

Enlightened conservation 
methods have made this 
great reserve possible, de- 
spite tremendous wood con- 
sumption by Americans. 
Since the seventeenth cen- 
tury, Americans have pro- 
vided enough lumber to 
build a boardwalk six feet 
wide to the sun. 

Atlas Plywood Corpora- 
tion and its six thousand em- 
ployees take pride in meet- 
ing the great lumber demand 





Yow never tise of a decor inat Aeeps om grooming more beautiful 


It the growing beauty of the hiving wood (hal makes Random- 
wall so Qtach more than a wall-coverng 11's « lung part of your 
home that tiene can onty make more beauuful and which helps 
mae everything in the room more beauuful 

Walls of reai Randorwall are Doth ageless and faction proof. 
They'll be equally hospitable to next decade's modern as they are 
to yesterday's fine traditions. World » largest variety of beauttful 
woods in random panelling for you to choose from fo: new oF 
re-do homes 

Atlas Plywood has made Kandomwall to make you hapmer 
with your home. Ai lumber dealers acrom the nation Athas 
Piywood Corporation, 14328 Statler Building, Boston 16, Mass 


iving walls of Randomwall 


a beautiful family background 








The Oriental Ash panels 
shown here are hekd in glace by Athos Ply eunnd 


Perfected ali metal spins 


of the present, and in making | ris FULL-PAGE AD IN FOUR COLORS marks the start of Atlas Plywood's new, big budget national 
certain at the same time that ad campaign. Look for it in Better Homes and Gardens and House and Home 


future generations will have 
plenty. 

Both the Federal Housing Ad- 
Administration have officially 
approved the use of Atlas Ply- 


wood panels as satisfactory for 


struction. 


31 years of business. It was 


started in Richford, Vt., where Quarters at 13250 Stephens 
Drive here. 


a plant still operates. 
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PLYWOOD DETROIT MOVES INTO 
ministration and the Veterans’ MODERN ONE-STORY WAREHOUSE 


VAN DYKE, MICH. 

sheathing and other uses in con-| Plywood Detroit Company, 
part of the warehouse Divi- 
: sion of Atlas Plywood Cor- cilities. The building, 
Atlas Plywood has completed poration, has moved to new 


15,000 sq. ft. in size. 


Circle No, 27 on Coupon, page 


The new warehouse offers 
new and modern one-floor, 
dock-high, warehousing fa 


maining under the manage 
ment of John Porter, is about 


New Western Office 
Opens in Los Angeles 


LOS ANGELES, CAL, — 
The new Western Division 
Office of Atlas Plywood Cor- 
poration has been established 
here at 1060 Wilshire Blvd. 

The general manager of 
the Western Division, John 
Kells, and his staff have now 
moved into the new quarters, 
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EDITORIAL 





Thanksgiving 1956 


We Thank Divine Providence: 


For food and clothing in such plenty 
that we can share with others. 


For the 37 million family-owned Ameri- 
can homes and the work and saving that 
has provided shelter for the rest of us. 


For the exceptional health of our people. 


For our industrial economy which offers 
work opportunity for all 


For the conveniences and luxuries which 
make us the richest nation in the world in 
material things. 


For the thrift of the people which has 
made our productive plants possible. 


For the freedom to have, to hold, and to 
operate within the bounds of laws and 
ethics 


For the laws which curb our predatory 
instincts and differentiate between free- 


dom and license. 


For the urge to seek ever higher ethics 
and ever better ways. 


For the sportsmanship which encour- 


ages the underdog and causes us to enjoy 
the game whether we win or lose. 


For the sense of humor that enables us 
to laugh at ourselves and with each other. 


For the interdependence which belies 
our self-sufficiency and promotes coopera- 
tion and brotherhood. 


For the enlightenment which tempers 
crass selfishness and relates self-interest 
to group interest. 


For the insecurity which deflates our 
smugness and complacency and spurs 
constructive thinking. 


For the opportunity to serve the less for- 
tunate everywhere. 


For the challenges of war, crime, sor- 
row, suffering, failure and defeat which 
teach us humility and which in the con- 
quering bring us spiritual growth. 


For our spiritual aspirations to find 
peace with all men and communion with 
our Creator. 


For these we are humbly grateful. 


THE EDITORS 
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Make Science Your Partner 
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It is easy to sell a product that: 


¢ Is popular with architects, engineers, 
builders—and home-owners; 


e Is selling a MILLION SQ. FT. a week; 


¢ Requires minimum transportation and 
handling; 


Takes little storage or truck space; 
Is extensively advertised; 
Costs little and sells fast; 


Creates word-of-mouth advertising every 
time you make a sale; 


¢ Because it performs with such 
outstanding efficiency; 


Scientific, multiple aluminum insulation has 
all the above advantages 


HAVE YOUR CUSTOMERS MAKE THEIR OWN TESTS! 
Have Them Compare The Varioue Thermal Ineulatione / 


WE'LL LEND YOU FREE THE SCIENTIFIC JOIST-SPACE 
HEAT-FLOW TESTER PICTURED ABOVE. 


Just place it on a desk or table and plug in. 
It simulates actual joists and building spaces. 
The flow of heat comes from the surface of a 
heated panel, like heat flow from a warm floor, 
wall or ceiling. It employs all 3 methods of heat 
flow: Convection, Conduction, AND Radiation. 


It is simple to use, lightweight, compact, and 
portable. It has 2 similar, interchangeable units, 
with 2 Taylor thermometers. But you can use 
your own thermometers instead, and also your 
sense of touch. The device will simultaneously 
Test and compare any two insulations of your 
own selection for up-heat, down-heat or wall- 
heat flow under similar conditions. 


Your customers will also be able to test and 
compare the full-depth, EDGE-TO-EDGE 
multiple aluminum insulation* which we will 
send you FREE. Its multiple aluminum sheets 
drastically reduce outer and inner CONVEC- 
TION. Its multiple spaces of low-density air 
are very poor CONDUCTORS. Its multiple 
aluminum surfaces resist RADIATION or heat 
rays with 97% reflectivity; have only 3% ab- 
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Science Can Help You Do More Business, 
Reduce Overhead, Create New Profits! 


ri 








sorptivity and emissivity. (In addition, its 
permeability to water vapor is almost zero. 
Infiltration under the flat, stapled flanges is 
slight. Condensation-formation is minimized on 
or within this scientific construction of multiple 
air spaces, and layersof edge-to-edge aluminum. ) 


Of course the best test of an insulation is USE 
—actual, practical, day to day, year after year 
performance in buildings — the record of savings 
in fuel — comfort, winter and summer. More 
than 350 MILLION SQ. FT. of Infra Multiple alu- 
minum insulation have been installed, a good 
deal of it repeat orders. 


The next best test is a laboratory test. 


But you and your customers can make some 
interesting and illuminating tests of your own, 
by mailing the coupon. 


Infra insulation is sold direct to dealers in 
most states. No minimum stock required. You 
can carry 5000 sq. ft. on 1 shelf, it is so com- 
pact. A carton 3’ x 1%’ x 1’, only 1% cu. ft., 
contains 1000 sq. ft., weighing only 45 lbs. Also 
use coupon for DEALERS’ PRICE LIST, sam- 
ples of Infra, and consumer literature. 

*U. S. Pat. No. 2,750,313 and other patents pending 
infra Insulation, Inc., 525 B’way, N.Y.C. Dept. U 11. 


Please send for 2 weeks free use without my 
assuming responsibility for damage to device: 


() Joist Space Heat Tester 
(} Dealers’ Price List () Samples of Infra 
(} Samples of Consumer Literature 
eae 8 8 Hae WARE 
g a mt 
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Offer of testers limited to the buiidin 
associated fields. Please attach coupon 


industries and 
your letterhead. 


Circle No. 98 on Coupon ,page 156. 
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on the move... 
all year ‘round 


because °° 


Trinity White is a true portland . . . it’s 
whitest in the bag... whitest in the mix 
. whitest in the completed job. Strongly 
advertised to all elements of the building 
industry for architectural! concrete units; 
stucco; terrazzo; cement paint. A favorite 
with the do-it-yourself for home and gar- 
den jobs. For further information dealers 
are invited to write Trinity White Cement, 
111 W. Monroe Street, Chicago. 





ty Uh 


A TRUE PORTLAND CEMENT 


@ product of GENERAL PORTLAND CEMENT CO. yor ~ ene ng 
of your copy new 


DALLAS + CHATTANOOGA «+ TAMPA «+ LOS ANGELES populer booklet for consumers. 
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Yard prefabrication guarantees 











Bright Future for Small Builder 


Using new, efficient assembly techniques, the lumber dealer is helping 


the small builder keep a major share of the home building dollar in his 


community. 


Many of the nation’s lumbermen 
are now competing aggressively 
with prefab home manufacturers by 
tooling up their yards to supply lo- 
cal builders with cost-saving, precut 
or preassembled components. 

The future of the small builder, 
in a large part, depends upon what 
the lumber dealer can do to help 
him. It’s the small builder who’s 
hurt by prefab competition. With- 
out the lumbermen’s help how can 
he compete with the efficient assem- 
bly-line construction offered the big 
builders and prefab erectors ? 

A big builder can produce a shell 
for as little—in some cases less 
than a prefabber. On more than 
half the items in a typical house 
foundation, plumbing, wiring, heat- 
ing and interior finish—the little 
builder can be as efficient as the big 
builder or the prefabber. But the 
small builder needs help in develop- 
ing methods of erecting shells rap- 
idly 
MERCHANDISER 


SUILDING PRODUCTS 


Much of the work done in prefab 
house shops can be done in the local 
lumberyard. Some prefab manufac 
turers transfer as little as 25% of 
the labor from the erection site to 
the factory. Others do as much as 
80% of the work in the shop. Work 
actually done in the shop varies 
from merely furnishing the builder 
with precut materials to providing 
completely assembled wall compo 
nents and trusses with preassem 
bled plumbing and heating sub 
assemblies ready for installation 

The nation’s lumbermen are 
pitching in and competing with 
prefab home manufacturers and 
helping the small builder hold his 
own.In some cases the small build 
ers have become prefab erectors 
These builders learned there’s noth 
ing wrong with prefab home con 
struction. The prefabbers discov 
ered long ago the folly of using 
inferior materials and poor con 
struction. 


To challenge prefabbers for their 
share of the nation’s home market, 
lumbermen came up with the Lu-Re- 
Co system of component construc 
tion. Since January 1954, 30,000 
homes have been erected with pan- 
els and trusses assembled in the 
lumberyard. Some lumbermen have 
devised their own methods of pre- 
assembling components and helping 
the small builder erect homes faster 
and more economically 


Prefabrication, preassembly or 
precutting, call it what you may, 
is in tempo with the times whether 
components are factory-made hun 
dreds of miles from the site or in 
a local lumberyard 

In the following section, Ameri 
can Lumberman presents a series of 
articles telling how lumbermen are 
adapting their business to produce 
tion line techniques in the home 
building business 

THE EDITORS 
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Dealer-fabricated house parts 





H. A. DECK uses engineering frosting Se 
develop cost-saving house parts, w ich 
can be made in the lumberyard’s mill- 
work department. 


Saves Builders $1,000 Per House 


Washington state dealer beats competition by producing complete house package at 


substantial savings. 


Contractors in the Walla Walla, 
Wash., market are able to save up 
to $1,000 on the construction cost 
of a 1,200-square-foot house be- 
cause of the engineering work 
done by the Van Petten Lumber Co. 
of that city. 

Substantial savings in the pro- 


duction of component parts has 
resulted from the engineering by 
Harold A. Deck, manager of the 
firm’s millwork plant. 

Deck engineered a floor con- 
struction system, exterior wall 
panels, pre-hung doors and com 
plete weatherstripped window 
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units, storage walls, roof trusses 
and roof ventilation louvers. 

These cost savings to builders 
have enabled the Van Petten Lum- 
ber Co. to maintain a profitable 
volume in a competitive market. 

“We can sell a complete house 
package to the builder,” Deck said, 
“for the same price he would pay 
for the material only. This is be- 
cause our shop methods and our 
house parts save him about $1,000 
on a 1,200-square-foot three-bed- 
room house. 

“In addition, the builder’s costs 
are more stable,” Deck pointed out, 
“when he buys house parts than 
when he assembles them on the 
job. He has only to check our price 
to know his cost. When he builds 
on the job, he never is sure ex- 
actly how he is coming out until it 
is too late to do anything about it. 

(continued on page 60) 


THIS THREE BEDROOM /|,020 square 
foot (plus garage) house was panelized 
in Van Petten Lumber Co. millwork plant, 
sold on lot for $12,000. 
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FLOOR SYSTEM developed by Deck permits clean ap MILLWORK SHOP is not large in area but is well equipped with 
pearing basement ceiling. Deck shows the form block faced assortment of versatile tools. Production is planned to maintain steady 
with the insulating board he supplies builders to form employment 

beam pockets. 


ROOF TRUSSES permit builders to dis 
pense with bearing partitions and provide 
modern, open-room planning. Interior 
finish work is speeded by using shop-built 
storage walls. See pictures below 
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UFKIN WHITE CLAD 


TAPE RULES 


Y ® Dual Markings sa 


upper edge — feet and inches, a eT 
lower edge —consecutive inches. 16 gy 


es i 12 FY. 
3/4 5 : 
TAF NAA tadetabetaliti nh 
® Long wearing plastic coated 
blade 
® Strong chrome-plated case 


© Snow white blade with jet black § 
markings 


LUEKIN 


° " — 
upper edge —feer ond inches 
lower edge —consecutive inches, 
16 inch centers indicated. 


Ty a a i ial 





HAVE 


w9310 
wo3i2 


$2.39 
$2.89 


1 1 
lilits Full Suu NAP) Packaged in individ- 


re-usable plastic 


@ Extra-wide, %” tempered steel vol 


blade boxes 


Replacement 


® Heavy duty chrome-plated case blades available. 


® Extra-long, self-adjusting end 
hook 


it pays To seu {UF AKIN "lee ponent 


TAPES + RULES + PRECISION TOOLS 
ORDER FROM YOUR HAROWARE WHOLESALER 


THE LUFKIN RULE COMPANY, Saginaw, Michigan 


Barrie, Ontario 


New York City ° 


Circle No. 1 on Coupon, page 156. 
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SAVES BUILDERS 
(begins on page 58) 





Similar to Lu-Re-Co. Deck’s 
panelized house walls are similar, 
but not identical to the Lu-Re-Co 
system. Vertical studs are used, 
sheathed with half-inch insulating 
board. Studding is on 16-inch cen- 
ters because of local requirements. 
A continuous header is not used 
as in the case of Lu-Re-Co. 

Another production item in 
Deck’s millwork plant is roof 
trusses for home building. Roof 
trusses permit the builder to elimi- 
nate all interior bearing walls. 
There are construction advantages 
to this, as Lu-Re-Co dealers and 
their builders know. 


Taking advantage of this fact, 
Deck produces storage walls which 
builders can use instead of parti- 
tions. These storage walls possess 
considerable sales appeal because 
of their careful planning and shop 
finish. The builder using them 
finds his on-the-job finishing costs 
are less by a considerable amount. 


Floor system. Bearing in mind 
that modern houses are ground- 
hugging in design, Deck has devel- 
oped a floor construction system, 
which gives this result without 
special concrete forming. 

Deck’s floor system consists of 
3x10-inch beams spaced 4’9” on 
center. The beams are continuous 
from wall-to-wall across a center 
girder. Spans are usually about 14 
feet on a typical Walla Walla 
house. The beams, therefore, are 
28 feet long. Subfloor consists of 
2x6 T&G end-matched car decking. 

By using beams that are con- 
tinuous over the center beam it is 
possible to use a 3x10 for the two 
14-foot spans rather than the 3x12, 
which would be required if two 
separate 14-foot beams were used. 

Asked about the cost of the 28 
and 30-foot 3x10’s used in the floor 
system, Deck admitted the long 
lengths cost $10 per M more than 
the shorter lengths. 

“However” he said, “at $10 per 
M higher price, you actually have 
but $5 worth more lumber in a 
1,200 square-foot house. 

“The beams and decking for a 
typical house of that size go into 
place in 10 man hours,” he said. 

Special form blocks are supplied 
by Deck to builders for nailing 
into concrete forms to make the 
foundation pockets into which the 
floor beams are placed. 





More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 
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THIS NATIONAL MULTIPLE-TOTAL REGisTER validates our transaction records which as 
6ures protection against missing sales slips, gives added control. 


FAST DAILY BALANCING is easy with National 


It pro 


vides printed totals which have already been classified 
by departments 


MODERN STYLING adds to the attractive exterior of the 
Scott Lumber Company which relies on its modern Na- 


tional System for maximum cash and inventory control. 


“Our Zalional System 
saves us ‘1,800 a year... 


pays for itself every 12 months 


“Sales tickets used to be our only 
source of sales information and pro- 
tection against cash shortages and 
errors,’ writes Horace Scott, owner 
of the Scott Lumber Company. 
“Tickets were constantly being lost 
or misplaced and were entirely in- 
adequate for reliable sales auditing. 
Then we decided to invest in a Na- 
tional System and, I’m happy to say, 
the results have been outstanding! 
“Our National System has made 
a simple 14-minute-a-day bookkeep- 
ing job out of what used to take many 
hours a week. I would estimate con- 
servatively that it saves us $1,800 a 


year— pays for itself every 12 months! 

“All transactions, including charges 
and collections, are automatically 
itemized and classified into separate 
totals on our National Multiple-Total 
Register. Special “counters” inside 
the register give the total number of 
transactions that have taken place 
that day, which enables us iminedi- 
ately to trace any missing sales tickets 
on the detail audit tape. Mechanizing 
the handling of transactions has 
meant faster service and better pro- 
tection for our customers and far 
tighter control for us. We enthusiasti- 
cally recommend a National System 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


BUILDING Propucts MERCHANDISER 


1” 


— Scott Lumber Company 


Amarillo, Texas 


to anyone in the industry!’’ 


You can stop costly inaccuracies 
and other profit losses in your lumber 
business by investing in a modern 
National System. Nationals provide 
the protection that saves you money 
and the information that makes you 
money. For full details, call your 
nearby National representative. His 
number is listed in the yellow pages 
of your phone book. 


Ojwlional 
| CASH REGISTERS » ADDING MACHINES 
ACCOUNTING MACHINES 


| *TRAOCE MARK REG. U.S PAT OFF 


Circle No. 29 on Coupon, page 156. 





INSET: TWO MEN can turn out panels 
and trusses for a 1,040 square-foot house 
in two working days. The 4x8 panels are 
sheathed and insulated before being re- 
moved from the jig 


4 


7 


MODEST INVESTMENT converts a shed at Central Lumber Co., New Richmond, Wis., 


into a home component factory. Equipment consists of a radial-arm, cutoff saw, roller- 


skate conveyor and jig. 


Minnesota Cold Doesn’t 
Stop Lu-Re-Co 


Panelized construction is faster, simpler and more economical, points out builder, 


who has erected over 125 Lu-ReCo homes. 


Being able to erect between 50 
and 60 homes during an abnormal- 
ly cold Minnesota winter has sold 
Wisconsin builder Sam Slaughter, 
Jr., on the idea of using Lu-Re-Co 
for all year ‘round construction. 

“We had to do something to elimi 
nate the winter lag,” says the ng 
dent of the New Richmond (Wis.) 
Construction Co. “These winter 
slumps are costly to builders, lum- 
ber dealers and building mechanics 
whose livelihood depends on con 
struction work 

“Late last November we began 
construction on some 50 homes in 
the Quality Park addition at St 
Paul,” Slaughter says, “and by 
spring we had more than a dozen 
completed and ready for occupancy. 
Work was carried on without in 
terruption and our unit cost was no 
higher than if we built during the 
normal building season.” 
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The components for these Lu-Re 
Co homes were all fabricated in the 
Central Lumber Co. yards at Hud- 
son and New Richmond, Wis. 

Slaughter shifted from conven 
tional building to Lu-Re-Co exclu- 
sively about two years ago. He has 
built more than 125 homes using 
the panel system. 

Everyone benefits. “We built 
homes by conventional methods 
for five years before we switched 
to Lu-Re-Co,” Slaughter says, “and 
now we wouldn’t build a house any 
other way.” Here’s why Slaughter 
is enthusiastic: 

He can compete with low-cost 
prefabs built elsewhere without 
sacrificing quality. There are no 
high freight charges. “We haven’t 
had a prefab built in this area 
since we switched to Lu-Re-Co,” 
he says. 

Customers can move into their 
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new homes in about three weeks 
after they order it. Slaughter 
doesn’t have capital tied up in 
homes for weeks or months. 

Lu-Re-Co frees him from worry 
about weather delaying construc- 
tion. His crews are as busy during 
the winter as the summer. The 
furnace is installed after the walls 
and roof are on—usually the sec- 
ond working day—and workmen 
can work more efficiently in a 
heated area. 

Intangible benefits. There are 
intangible advantages, too, accord- 
ing to Slaughter. For example, he 
doesn’t have to spend hours break- 
ing down a new plan to get the 
exact price. This chore now takes 
him about 10 minutes with a set of 
forms he’s developed. He’s broken 
down the cost of the various com- 
ponents and also developed a set 
of forms on which he orders ma 
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Your Evaneer fir plywood jobber can now pro- of your customers. Take advantage of your 
vide you with the beautiful and practical new independent jobber’s stock, and his merchan- 
line of Evanite hardboard. He can also show dising help, to reap the profit in this pair! 
you the profit potential of both hardboard and 

fir plywood . . . give you the advantage of his EVANS PRODUCTS COMPANY, DEPT. $-11, PLYMOUTH, MICH, 
‘ . ‘ Piants at Coos Kay, Gold Beach, Corvallis and 

ideas and experience . . . help you tap new and Roseburg, Oregon; Vancouver, B, C. Evans Seles 


perhaps unsuspected markets Offices: Plymouth, Michigan; New York; Chicago; 
Tampa, Florida; Coos Bay, Oregon. 


Evanite hardboard comes in five interesting 
textures and its applications are many and 
varied. Your independent plywood jobber can DFPA grade-marked 
get both Evaneer plywood and Evanite hard- 
board in the same shipment, giving you the for uniform quality 
advantage of a wide selection to satisfy all 5h 

wy 


5 NEW BLOND EVANITE HARDBOARDS EVANEER AND EVANITE ARE TRADEMARKS OF THE EVANS PRODUCTS COMPANY 


Evans 14 on associate member of the Notional Plywood Distributors Association 





SMOOTH-BORD PERF-O-BORD DECA-BORD RIB-BORD CORRU-BORD 


” 
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LU-RE-CO 


(begins on page 62) 


terials for the entire home pack 
age This last development is 
wholeheartedly endorsed by Cen 
tral Lumber Co 

“We buy around $6,500 worth of 
materials from the yard,” Slaugh 
ter says. “This compares with the 
average builder's initial order for 
about $3,500 worth of materials he 
would buy from the lumber dealer 
and pick up the rest elsewhere.” 


HOUSE COMPONENTS are trucked to the site and stacked on the subfloor. A five-man 


crew starts work at 7 a.m. and has the house enclosed in one working day. 


Not the whole answer. While 
Slaughter fully endorses the sys 
tem, he doesn’t hold it up as the 
answer to all the problems of the 
builder or lumberman 

“The Lu-Re-Co package contains 
a lot of information and tips,” 
Slaughter says, “but to make it 
work you have to go beyond the 
original package and do some work 
yourself.” 

This, incidentally, is where 
those who have investigated Lu 
Re-Co have given up, or failed, 
Slaughter believes. 

“A builder or a lumberman start 
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building a house and run into a 
few problems,” he comments, 
“then instead of working out a 
solution they say the system is no 
good, 

“The system is all right, but you 
have to work out some of the bugs 
that will show up in anything 
that’s new. For example, on the 
first house we built the crew had 
to notch the panel sheathing every 
two feet so the roof trusses would 
fit over the header plate, Slaughter 
says 

“We solved this by having our 
shop men drop the sheathing 
slightly. This not only provided 
room for truss ends, but also cov 
ered a crack at the bottom through 
which air might have jeaked.” 


Constructs own panels. Beliey 
ing his crews could do a more effi- 
cient job of building components, 
Slaughter worked out a deal with 


Central Lumber Co.—the local 
franchised Lu-Re-Co dealer to 
build panels and trusses. 
building components for his own 
houses, Slaughter now furnishes 
the lumber company with panels 
and trusses for sale to other 
builders. 


Profits higher. Slaughter sells 
a 1,040 square foot home without 
a lot for $14,000. This includes 
finish grading, seeded lawn and 
$100 worth of shrubs and trees, 


Jesides 
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more Wheeling advertising of 
more Wheeling products helps you make 


more Wheeling sales! 








on-time delivery of any Wheeling 


Here’s the. kind of advertising sup- 
product you have in mind 


port you want. Support that helps 


you sell the full line of Wheeling 
Products. And that’s exactly what 
Wheeling is doing this Fall. 


Add this to the service of Wheel- 


Put them together and you have an 
unbeatable sales combination 
Make the most of it. Stock and sell 
the full line of Wheeling Products. 


Contact the Wheeling Warehouse 


ing’s centrally-located warehouses 
nearest you for full details 


This dependable service gives you 


WHEELING CORRUGATING COMPANY, WHEELING, WEST VIRGINIA 


Tosebouses: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, Louisville, Minneapolis, New Orleans, New York, Philadelphia, Richmond, St. Louis, Seles @Mees: Atiants, Houston, 
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KITCHEN CABINETS, included as part of the home package, 
are installed about the third day of construction. Buyer has 


choice of steel or birch cabinets. 


Why Sell Prefabs? 
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Less paperwork _ past 


These are some of the reasons why an Iowa yard is selling over 100 


nationally advertised prefab houses every year. 


“The logical way to control the 
sale of a complete building mate- 
rials package is to sell prefabricated 
homes,” says Lee Wells of Home 
Materials, Inc., an affiliate of Hatch 
& Brookman Lumber Co., Cedar 
Rapids, Iowa. 

“Women largely dictate what a 
house will look like and they prefer 
to inspect a prebuilt, standard house 
and make a choice before ordering 
their home,” Wells adds. “With a 
basic house to begin with, and pros- 
pects primed by advertising in con 
sumer magazines and local news- 
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papers, it’s a lot easier to make a 
sale, 

“T like prefabricated homes be- 
cause we eliminate the long delays 
of preparing plans and making up 
bills of materials,” Wells says. 
“Homes now can be completed in a 
few weeks rather than months. This 
greatly reduces the need for work- 
ing capital on the part of the 
builder,” 


Concentrates on sales. Wells 
carries the title of sales-engineer 
a new breed of merchant-builder. 
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Because prefab erection takes less 
on-site supervision, he has more 
time to concentrate on prospective 
customers. 

“A conventional builder spends 
most of his time supervising the 
framing of a house,” Wells explains. 
“With prefabs I have more time to 
spend discussing kitchen cabinets, 
color harmony and other points with 
prospects. I also have less paper- 
work to do and can spend more time 
with bankers, arrange financing and 
handle the many details involved in 
building and selling homes.” 
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ROUGH PLUMBING goes in fast. 


Wells has been erecting and sell- 
ing prefab homes for five years. In 
1954, Home Materials was cited by 
U. S. Steel Homes for selling more 
than 100 houses. The firm erected 
74 homes in 1955 and this year 
Home Materials expects to pass the 
100 mark. It has built 86 and has 
commitments for 17 more homes to 
be erected this year. 

‘Land development is an impor- 
tant part of merchandising prefab- 
ricated homes,” Wells says. “We 
were held up by a lack of developed 
land last year, but now we have 
enough real estate available to keep 
our building crews busy two years 

and we're still looking ahead 


Sells quality construction. ‘It 
used to be tough to sell prefab 
homes,” declares Wells. “They were 
plain and looked outmoded. But the 
modern prefab is designed for ver 
satility. We can use one basic design 
and vary the window placement, 
siding and roofing so no two homes 
in the same block will look alike 

“People don’t ask too many ques 
tions about construction,” Wells 
adds. “In some ways I think auto 
makers have conditioned our cus- 
tomers to look at the finished prod 
uct instead of crawling underneath 
or lifting the hood.” 

Many revolutionary advances in 
engineering homes have been pio- 
neered by home prefabricators. In 
the line of prefabs handled by Home 
Materials, the stressed skin prin- 
ciple employed in aircraft construc- 
tion is used to make the basic four- 
foot panel. 

The panel skin is exterior-grade 
Douglas fir plywood bonded to the 
framing member with phenolic 
resin under tremendous heat and 
pressure. The results: a_ sturdy, 
warp-resistant, weatherproof panel. 

At the construction site, the pan- 
els are bolted together. Roof trusses 
are bolted to the plate. Besides pro- 





Standardized components 
are made up in advance and stockpiled. Sales-engineer checks 
termite shield required by local FHA office. 
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viding strong, rigid walls, the panel 
system provides more floor space 
When compared to a conventionally 
built brick-veneer home of the same 
outside dimension, the U. S. Steel 
home’s thinner walls gives 120 extra 
square feet of floor area 


Tie-in promotion. To tie the lo 
cal dealer with the prestige of its 
trademark, U.S. Steel has a one 
minute gap in the middle of its 
hour-long, Wednesday night TV 
show so local builders, if they de 
sire, can announce 
ments 


sponsor spot 


Besides sponsoring a nation-wide 
contest which offered a complete 
house and lot and appliances for 
prizes, the steel firm furnishes its 
dealers with reprints of consumer 
magazine advertising and news 
pape layouts for local advertising 

Also available are colorful bro 
chures which appeal to both the 
husband and wife. For the husband, 
the brochure gives details of the 
structural strength and economies 
possible with prefab construction 
For the wife, the brochure shows 
how color can be used in the ex 
terior and interior to make her 
home more attractive 


Financing. Home Materials line 
of homes sell from $11,500 for a 
two-bedroom home to a large three 
bedroom home costing $12,650. This 
includes a paved drive and land 
scaping. The 60’ lots are landscaped 
with five evergreen and two hard 
wood trees. The front yards of the 
homes are completely sodded and 
the back yard is sodded 10’ in back 
of the house. 

“We haven't had much trouble 
with financing,” Wells says. “Our 
home manufacturer handles these 
details for us and bankers are not 
afraid of prefab home mortgages in 
this area.” 

For veterans, Home Materials has 
worked out a work agreement plan 





CEILING INSULATION is placed between rafters before roof 


trusses are erected in order to save time 














THREE-BEDROOM HOME, including /ot 
and landscaping, sells for $12,650 
is ready for occupancy in less than a 
month after excavation begins 


Home 


which lowers the down payment on 
the home. With this plan, Home Ma 
terials furnishes the paint and the 
veteran completes the exterior and 
interior painting of his home kor 
example, on a two-bedroom home 
the work agreement knocks $250 off 
the down payment With the large 
three-bedroom house, if the veteran 
wants a work agreement, the down 
payment of $650 is waived 

“T find it’s fun to erect and sell 
these homes,” Wells says. “We get 
delivery within two weeks after we 
order a home and erection takes a 
few days. With factory-produced 
homes a lot of building headache 
have been eliminated.” 


Free List Available 


Since the article “Should 
Lumber Dealers Sell Prefabs” 
appeared in the Angust 20, 1956 
issue of American Lumberman 
more than 100 dealers have 
written for a free list of prefab 
manufacturers who are inter- 
ested in the lumber déaler as a 
distributor. For your copy, write 
American Lumberman, 139 N, 
Clark St., Chieago 2, Ill, Please 


aust % van ~ uae 
homes, 















GABLE ENDS are made up in the shop on a jig, which is set 
up to handle two different size trusses. 


Precutting pays off 





Sells 400 Pre-Engineered Garages Annually 


Specific list of costs for alterations enables New England 
dealer to satisfy customer's whims ata firm price. Here’s how 


the tight cost-control system works. 


Using assembly-line techniques and a tight cost- 
control system, O'Connor Lumber Co., Westfield, Mass., 
precut and shipped 400 garages in one year. The pre- 
engineered structures account for 20% of the firm’s 
annual volume 
For the past eight years, O’Connor has experimented 
with jigs until it finally developed the present pre- 
cutting system, which makes it easy for two men to 
turn out a pair of one-car garages daily. Three men 
can erect even the largest garage in two days. 
Specs listed. The basis of the firm's cost-control 
aystem is an order form which lists all materials and 
specifications for the individual garage. From the time 
the contract is signed until the garage is delivered, this 
order form follows the materia! package and serves as 
a final check-off list when the garage components are 
loaded on the truck. 
“We were either sending too much, or too little ma- 
terial,” says sales manager Roy F. Parker. “Of course, 
= ’ os me ard pene Ms nding wy ng al e he Job ae SPECIFICATIONS and costs are discussed with customer to avoid 
Our solution was a simple form, which had spac« misunderstandings when the garage materials are delivered to the 
(Continued on page 70) site, 
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The man from Reynolds 
gives you Do-it-Yourself 
Christmas project patterns 
and display material FREE! 





REYNOLDS po i#'éureo ALUMINU 


promotes an “aluminum” Christmas 


24’ x35" DISPLAY PIECE PROMOTES 
FREE PROJECT PATTERNS ——> 


Reynolds Do-It-Yourself Aluminum will 
be an even bigger item this Christmas. 
Free Christmas project patterns Nos. 23 
and 26 are being promoted to your cus- 
tomers through advertising with the local 
impact of Parade, This Week and other 
Sunday magazines in your newspapers. 

Ask the man from Reynolds for details 
on this sure-fire Christmas promotion. 
Get your free project patterns. Tie-in with 
the striking displays and window stream- 
ers. Build and display sample projects. 
Promote Reynolds Aluminum with power 
tool gifts. This promises to be a big Christ- 
man season for aluminum. And Reynolds 
Do-It-Yourself Aluminum leads the way. 
The man from Reynolds will give you this 
free promotional material. All you do is 
ask —or write Reynolds Metals Company, 
2496 South Third Street, Louisville 1, Ky. 


REYNOLDS 
Do-It-Yourself 


ALUMINUM 
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THREE MEN working five hours reached this point in the con- 


struction of a garage. Concrete slab was poured previous day. 


for a rough drawing of the garage,” Parker adds. 
“Now, when we discuss a proposed garage with a cus- 
tomer, we list the number of rafters, pounds of nails, 
rolls of felt and the type of siding and roofing to be 
used, Also listed are the terms of delivery, extras, 
deposit and other pertinent data.” 

With such specific listings, 90% of the complaints 
have been eliminated and a customer can choose a de- 
sign and watch his garage grow on paper. O’Connor 
has available a brochure showing 38 different garage 
designs, but the trend is swinging toward custom 
designed garages 


Flexible designs. “We have plenty of flexibility in 
our basic designs,” Parker says, “and we can supply a 
garage for any style or type of architecture.” 

O'Connor works from three basic units: a one-car 
atructure which accounts for 60% of its sales; a two- 


car unit and a motor haven, which includes a 6 x 20 
patio. The one-car garage (12 x 20) sells for $549, the 
two-car garage (20x20) sells for $875 and the motor 
haven for $769. 

From these three units, variations may be adapted 
to satisfy a customer’s wants for a “different” look. 
It’s possible, using O’Connor’s system, to add or sub- 
tract to the width or length of a garage. For each addi- 
tional linear foot, there’s a charge of $20. 

“It’s surprising how this works out,” Parker says. 
“We've figured it time and time again and when we 
add the additional time for labor, nails, lumber and 
paint, or whatever else is required, it always comes out 
$20.” 


Sliding cost scale. O'Connor uses a novelty siding 
on its basic units. If the siding isn’t used, there’s a 
deduction. If matched boards and painted shakes are 
used, instead of the novelty siding, an extra charge is 
levied. An extra charge is also made for a side entrance 
door, casement windows and rafters 16” on center 
rather than the conventional 24” on center. There’s 
also an extra charge for an optional nine-foot, rather 
than an eight-foot door. 

So a customer may know of these variations and 
their costs, O’Connor lists them on the price and specifi- 
cation sheet. 

O’Connor has filled garage orders for a midwestern 
prefab home manufacturer who must handle three 
garages to a truckload to make the trip worthwhile. 
O’Connor provides free delivery within a radius of 200 
miles. 

With the pre-engineered garage program well estab- 
lished and accepted by both homeowners and builders 
alike, the firm has set out to pre-cut beach houses and 
summer cottages on the same principles used in its 
garages. 


Another big-selling cedar product from Giles & Kendall 


for do-it-yourself customers! 


KNOCKDOWN CEDAR CHEST UNITS 


made of genuine “Jennessee aromatic red cedar 


* strong promotional 
item to draw new 
customers. 

* across-the-counter 
item, packaged to 
take home. 

* nationally adver- 
tised in Living for 
Young Homemakers. 


This 1s @ beautiful, completely milled out and 
sanded cedar chest trom the heart of genuine 
Tennessee aromatic red coder Carefully 
selected for fine appearance and sturdiness 
i sold %” coder, with S.ply pene! top thet 
will net warp or crack Each unit i complete 
with ali hardware, push button lock, brass 
terrules, Sine 20° « 20° « 47 


Wholesale only for name of 
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CEDARCOA: A 
CLOSET 
LINING 4 


You'll make the 
sales because... 
Another Giles & 
Kendall favorite 
with the handy 
man. Manufactured 


* customers want additional 
storage space that is moth- 
proof and handsome. 


Box 


* this is genuine Tennessee 
aromatic red cedar. 


* customer saves about 
$25.00 per chest. 


* anyone from 12 to 
70 is a@ potential 
customer. 

* only a screw driver 
is needed. 

* good gift item (esti- 
mated 50% of sales 
are for gifts). 

* sells steadily the 
year ‘round. 
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from the heart of 

red cedar, already 
tongue-and-grooved 
with matched ends, 
available in different 
lengths and widths 
Goes on over exposed 
wall studs, plaster, 
wallboord. Free 
8-page illustrated 
guide booklets ready 
for your imprint. Free 
warranty against moth 
damage available with 
each completed job 


GILES & KENDALL COMPANY 


“F'’ Huntsville, Alabama 
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THERE'S STILL TIME TO TIE IN AND CASH IN ON 


AMERICAN KITCHENS 
XX -O-nvca Lic 


PORTABLE DISHWASHER-DRVER 





“ 


= 
BIG \ PROMOTION 











¥ ae, 


GET SET TO RING UP BIG DOLLARS THROUGH BIGGER DEMAND GENERATED 
BY THE BIGGEST DEALER-SUPPORTING DISHWASHER-DRVER DRIVE IN HISTORY! 


it's portable! No installation! No trade-in! The Roli-o-matic selis itself! 





. Today dishwashers are the fastest growing with the sensational BIG D promotion. It 
major appliance! Get your share of this means plenty of free red hot leads, free 
booming business with the finest, most- home trials by live prospects who want to 
wanted portable dishwasher on the market! be convinced! More demonstrations — more 
No installation, no plumbing, no trade-in! sales! BIG D is the Door-opener to big. 

American Kitchens backs up its dealers big Dollars for every participating dealer! 


wa We? Double the impact, double the sales! Team up the 


WHITE } holiday sales power of "Operation Snowflake” with this terrific 
oes Roll-o-matic profit-boosting promotion! 


70,000,000 READERS! 
Convincing national magazine campaign tells them, sells them, 
delivers the home demonstrations that clinch more sales for you! 


Powerful four-color ads reach an audience of 70 million. Prospects 
discover Roll-o-matic’s exclusive ‘‘Add-A-Dish’”’ feature that en 
ables user to add a dish at any time without loss of hot water or 
detergent! Readers are urged to dial Western Union Operator 25 
for free home trial and these leads are turned over to you! 
Call, wire, write your distributor for your 
BIG D Merchandising Kit and for the "Big Dealer’ Deal 
which means even bigger profits for you! 








a 
Awonicnr & Kilehons. ROLL-O-MATIC DISHWASHER-DRYERS © ROTO-TRAY DISHWASHER-DRYERS 
" KITCHEN CABINETS « FOOD WASTE DISPOSERS + BUILT-IN RANGES, OVENS 


DIVISION (Arco ) CONNERSVILLE, INDIANA Also distributed in Canada by Moflats, Ltd, AVCO Mig. Corp 
a 
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They're New!... 








Pittshurdh Maestro 


Unlimited Color Range... Mixed 





@ Only 11 Concentrated Colorants for 
Rubberized, Alkyd and Oil-base Paints 





VOLUME PAINT USERS SAVE TIME AND 
REDUCE COSTS THESE IMPORTANT WAYS 


1. Match and mix colors accurately right on the job. 


2. Concentrated tube colorants disperse speedily and thor- 
oughly in a matter of minutes. 


3. Only 11 tube colorants give you 300 MAESTRO COLORS — 
and many other tints and shades. 
4. You need only two tinting bases for each type of paint. 


5. These tube colorants can be used with high-quality 
rubberized, alkyd and oil-base Pittsburgh Paint tinting 
bases for interiors and exteriors. 





PITTSBURGH CONCENTRATED COLORANTS are available 
for use in tinting bases of these famous Pittsburgh Paints 


e WALLHIDE Rubberized Satin Finish* e SUN-PROOF® House Paint 
Wall Paint e SUN-PROOF Trim Paint 

e WALLHIDE” Alkyd-type Flat Wall Paint e SHAKE & SHINGLE Paint 
WALLHIDE Gloss Enamel e CEMENTHIDE® Rubberized 

e SATINHIDE” Enamel Masonry Paint 














ember 12, 1956, AMERICAN LUMBERMAN AND 








They're Revolutionary ! 





Concentrated (oloran 


in Minutes...in 5-Gallon Containers! 





Handy Color Deck for Painters and Decorators 


@ Pittsburgh makes this color deck available for painting con- 
tractors and decorators. It contains large chips of the hundreds 
of smart, modern Pittsburgh MAESTRO COLORS. 


PITTSBURGH PAINTS 


| PAINTS @ GLASS e CHEMICALS ¢ BRUSHES ¢ PLASTICS « FIBER GLASS 
Ane ee os e PLATS GLASS COMPANY 


GENERAL OFFICE, PITTSBURGH, PA. IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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CONCERTED CAMPAIGN can get spec- 
tacular results when all media—newspa- 
pers, radio, window display, direct mail, 
etc., are used to push one idea. 


TIE-IN your window displays with the various seasons of the year. Use newspapers and 


other media to create impact. 


WINDOW DISPLAYS That Boost Business 


How to decide when to change your windows; how to tie in national adver- 


tising; how to create an advertising package that will attract attention and create 


sales. 


American Lumberman Exclusive 


By Earl Young Advertising Manager 
The Calcasieu Lumber Co. 
Austin, Texas 


One of the very most important factors in a display 
program is timeliness. If your presentation hits at a 
time when public interest in the product or its uses is 
at a peak you may have results far above what you 
normally expect. 

The seasons of the year bring definite, different in 
terests, so do the holidays. But special local or na- 
tional events can build up a desire for a product over- 
night. The dealer who wishes to plan an effective dis- 
play campaign must schedule his displays carefully 
and tie them in with interests already established, 
locally or nationally or with his own advertising. 

One of the easiest and most effective tie-ins you can 
make is with national advertising. Since national man 
ufacturers must plan their advertising months in ad 
vance to meet distribution and media publication dead- 
lines, it is usually possible to obtain manufacturers’ 

(continued on page 76) 
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invest 


This Fact-Filled Book Shows 


You Step by Step How 
to Sell More of Everything 


in Your Store... 


@ Tested Ways to get more walk-in 
traffic, more trade, 


@10 Basic Reasons why Do-It- 
Yourself Flourishes. 


@10 Automatic Gains for the Re- 
tailer who follows this plan, 


@ How to Plan Store Layout to 
Meet Shopping Habits of Your 
Customers. 


@To Sell it Display it: All About 
Displays 

@ Personality in Selling 

@ Direct Mail Rules 

@Promotion Kit, furnished by 
American, is illustrated and ex- 


plained for each type of store- 
promotion, 


asc 


Earn 71000 





: New Book on Merchandising, Selling and 


Advertising tells you how...Written in Plain 
How-To Style by Experts! Send for it now! 


Kenneth Kramer, Managing Editor of BUSINESS WEEK 
this new book as “. . . a kind of post-graduate course in selling 
to the times, for today’s modern merchant.’ 


des« ribe | 


keyed 


It shows and tells you how to use American rental sanders as a means of 
earning ONE THOUSAND EXTRA DOLLARS of net profit yearly 


Also-—in this unique 48-page sales promotion tool 
to use store layout, window displays, store interiors 
direct mail, telephone directory, store magazines, newspaper, radio and 
TV advertising to sell more of everything in your store! 


experts show you how 
personal selling, 


It’s something new and inspirational for every retailer and wholesaler 
a new insight on do-it-yourself and how to sell! Send for this down-to 
earth practical book today! Available only from American! 


PROFIT PROVED 
DO-IT-YOURSELF RENTAL TOOLS 
WORLD-WIDE SALES AND SERVICE 


The American Floor Surfacing Machine ( 
521 So. St. Clair &., Toledo 3, OF 


Enclosed is 25c. Pleas 





..» All this and more, a 
quick easy guide to profit for 
the busy shirt-sleeve retailer! 





FLOOR SURFACING 
est 


treated book entitled “A 
$1,000 Extra Met Prof Yea 


Nome 


MACHINE CO. Firm 


AStIiSHNEDO 1903 Street 





BUILDING Propucts MERCHANI 


ISER 


! 
| 
MERICAN |) 
| 
| 


Toledo 3, Ohio City 


ee 
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advertising schedules far ahead of the appearance of 
their ada. 

Most manufacturers send their advertising schedules 
to their dealers for the purpose of dealer tie-ins. This 
allows you to plan your own time schedule along with it. 

Use the placards the manufacturer has probably sent 
you, or make up some from brochures and other ma- 
terial he sends you as sales aids, To fail to take advan- 
tage of the tremendous effect of national magazine, 
radio and television advertising is a serious mistake. 
A good display window tells the message more effec- 
tively than any other medium that, “This is the place 
to buy this product you’ve heard about.” 


Tie-In Advertising 


For greatest effectiveness, a display window cam- 
paign must be tied in with the rest of your advertising 
elements. A concerted campaign of mailers, newspaper 
ads, radio, TV and display, all pointing the same direc- 
tion lead to spectacular results. It’s not always possible 
to put them all together, but as far as possible, the rule 
is to do it. And schedule the dates to work together. 

Of course, the media coverage you can give a product 
will be determined by your budget, based on inventory 
and projected sales. But the general rule is that when 
the time is right to advertise a product, you should do 
so with as many of your advertising voices as is prac- 
tical. 

For instance, say you’re planning a store-wide “Do 
It-Yourself School” promotion to feature all your build- 
ing products. For so large a project, you will want to 
tie everything together with a name, a slogan or a 
symbol, which people can remember easily. You may 
decide to get professional help on deciding and design- 
ing this attention-compeller theme. 

(This is the place to use your professional-help bud 
get. You need a really effective idea, which the pro- 
fessional display man is qualified to give you—and this 
is a program in which you can get your money’s worth 
from him.) 

Say that you decide on a design for a symbol that 
gets across the main idea of your promotion—a little 
red school-house with the name of your project on it. 

Get the display man to produce one for your front 
window (three-dimensional; or a flat cut-out could be 
very effective) and perhaps smaller replicas for other 
windows or key areas in the store. 

Use a photograph of the actual display piece, or have 
an artist produce a drawing of it suitable for reproduc- 
tion for newspaper, bill stuffers and for TV. On radio, 
identify your store as the little red school-house during 
the promotion. Soon you will have built up enough 
recognition for the symbol that they'll think of your 
store when they see it. 

Another good way to keep a tie-in, when there is 
no time or budget for display production on every item, 
is through the use of a display of your current news- 
paper and direct mail advertising—-an easel-type board 
showing an actual tearsheet of “Today’s Ad” and show- 
cards giving the listening time for radio and TV pro- 
grams which you sponsor. This can be done at almost 
no cost, but it serves as a very effective reminder. 


When to change. The question arises, how often 


Window Planning Schedule 


|. Tentative overall planning six months in advance. 
2. Specific window planning 30 days ahead. 
3. Product planning four months ahead. 
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should display windows be changed? First, when in- 
terest in a window lags, it should be removed. If the 
product featured is continuing to sell well, no matter 
how long the window has been in, it should be contin- 
ued. To obtain a fresh appearance, move the display to 
a different window, and add a new one in the first 
window. This way, you'll get a second look from people 
who've seen it before and you'll reach a new audience, 
too. 

One deciding factor is the physical angle: how often 
can you produce and install new display windows? 

You should not reduce the quality of your displays to 
make more frequent changes. But, taking note of the 
fact that good display production takes time, it is a 
good idea to schedule production windows at intervals 
between which you use ready-made displays from the 
manufacturers. 

Showcards, mounted photographs and samples of the 
product may make up your display. But—follow the 
same rules for installing an effective display, when you 
are using even these simple ingredients. The wording 
of your headline and the way it’s presented, may have 
to be your attention-compeller—but use the same ele- 
ments and present them thoughtfully: attention-com- 
peller, headline, product, price, additional information 
presented in order of importance. 

You may have some store policies or services which 
you like to promote year-round. If you have several 
windows, you could keep one for a feature window of 
this sort, showing the various public services you offer. 


Use Feature Window 


Another idea: use a feature window as the window 
in which you show bargain items. This builds up recog- 
nition for the effect of the window and is a good way 
to use the visual effect of display to promote your spe- 
cials. You may design a permanent display piece which 
you keep on hand to use for the attention-compeller 
when you feature specials. Other permanent display 
pieces for the various services in your feature window 
can also be built and kept for the same purpose. This 
will have the same effect as a theme symbol. And the 
use of this recognizable element plus enough variation 
in the presentation of the same service will increase 
interest in the feature. 

Seasonal change appeals to everybody. Look over your 
list of products to see what can be tied in for sales 
benefits. If you consider carefully the use and aspects 
of all your products, you will be surprised how well 
many of them can be tied in with seasonal displays 
When there is no apparent tie-in with the features of 
your products and the season at hand, attention can be 
effectively drawn to your windows by using seasonal 
motifs for pure decoration. An example of this is the 
Pilgrim and Indian border design (illustrated with this 
article) to frame large plate glass windows, the main 
area of which was kept free to feature the hard-selling 
presentation of appliances. 

It takes advance planning to make your windows 
timely. But to make them timely is to make them effec- 
tive. 


(The final article in this series will describe how to 
decorate your display windows for Christmas.) 


Free Helps Available 


There are numerous suppliers, who furnish materials that 
will help you make up your window displays. A list of over 
100 manufacturers of display materials will be mailed free 
at your request, 


Also available is a list of manufacturers of sign-making 
machines. Address your request for these lists to American 
Lumberman, 139 North Clark Street, Chicago 2, Ill. 
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Hottest item on the floor 
in extensive market tests! 











flexible plastic 


laminate ~ MYLAR* 


MYLAR* — DuPont's Reg 
T. M. for ita super-strength 
polyester film 


A terrific new, low-cost 
do-it-yourself counter top 


Market tests in the Connecticut area this year on new Bolta- 
Top were extremely successful. When displayed, it immediately 
became one of the fastest selling items in the stores. 
Bolta-Top — with its extremely durable MYLAR surface (the 
Bends smoothly around strongest film ever produced) —is obviously what your cus- 
corners to form dripless t have been looki for! At } lo pce " 
edge without cracking omers have been looking for! ough, long-wearing, burn- 
In 10 yd. rolls, 32” and and-stain-resistant counter-top they can put on themselves — 
46” wide. and at low cost! 


Bolta-Top is produced in a variety of colors and patterns for . 





Completely flexible! Easi- 
ly cemented in place. Cuts 
to shape with scissors. 





TABLES BATHROOM KITCHEN 


Write today for samples and sales aids GENERAL 


Wall Floor 
| PLasTics 


CHOICE OF DISPLAY THE GENERAL TIRE « RUBBER COMPANY 
RACKS AVAILABLE BOLTA PRODUCTS DIVISION + LAWRENCE, MASS 











BuILDING Propucts MERCHANDISER Circle No. 37 on Coupon, page 156. 





. 
a4 
CREDIT DESK with application forms is found on the 


consumer counter. 


Revolving 


PUT IT ON THE CUFF—Open 
yourself up an RBA _. with 
&@ Revolving Budget Account 
you can oOweus 10 times of 
what ever monthly payment 
you wantto make .. Fix in 
"656" this easy at 3060 The 
Easy Drive, Doorstep Parking 
BUILDING CENTER STORES 

in Gloucester and Rock- 


CLASSIFIED AD outlines the Building Cen- 
ter's Revolving Budget Account plan. 


(Revolving Budget Acct) 
() Better Homes Club (home improvement credit) 


gh pI w Fv 


Plaade Cheech the Stores aril whom yap have had sovosmls 
ALMY'S .. JOHN ALOEN GROWN'S 


if you de mot have an sccount with any of the storms listed... please jot down 
« couple on the lines below .. . be sure and list your beak above 


CREDIT APPLICATION FORM was adapted from one 


used by a local department store. 


Thanks « Lol 


BUDGET PLAN Builds Business 


A revolving budget plan is bringing new customers 
into the Building Center Stores in Gloucester and Rock- 
port, Mass 

“We've had revolving budget accounts for two years,” 
says president Charles T. Heberle, Jr., “and we believe 
the plan offers a great opportunity for all dealers.” 

Young couples who have purchased new homes and 
need maintenance and improvement items like the plan, 
which permits them to buy up to $200 worth of ma- 
terials or 10 times the amount of the monthly payment 
he wants to make. Average payment runs about $8. 
Leas than half a dozen customers have run behind in 
their payments and none has defaulted. 


Repeat business. The revolving budget plan is 
designed for repeat business. Customers find they do 
not have to “pay off” their accounts, just “pay up!” 
Once the maximum of the account has been reduced, 
the customer can make new purchases to the limit of 
his account again 

The Building Center Stores now have about 250 cus- 
tomers on their revolving budget accounts, some of 
whom could not get financing for building materials 
elsewhere, Slow-paying open accounts are transferred 
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into the RBA plan, the company receiving 1% interest 
on the unpaid balance. 

Starting with 100 RBA accounts on an experimental 
basis, the company is now out to sign up as many re- 
volving accounts as possible. The RBA accounts are 
negotiable paper and if the company accumulates a 
large block, it may decide to set up a subsidiary cor- 
poration and borrow on them. The credit form appli- 
cation was adapted from one used by a local department 
store. 

In addition to the RBA account, the firm offers two 
other financing plans. One is a 30-day, open account; 
the second, FHA Title I loans, which are promoted 
under the name of “Better Homes Club.” 

Credit forms are available at a special desk on top 
the consumer counter. The credit manager checks the 
applicant with a phone call to the bank, department 
store or credit bureau. A form letter to the customer 
announces the decision. The customer receives a state- 
ment each month detailing payments made and balance 
due. 

The Building Center Stores, formerly the Gloucester 
Coal & Lumber Co., employs 42 people. About 65% of 
their $1 million volume is consumer business. 
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Biggest Seller Everywhere 


because Sheffield 


is thee ONE Aluminum Paint 


that dows th L enting job | 
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ALUMINUM PAINT Velele 
af brick 


metal 


Lit 


one coat 


SUR AME ALB once Paint Corporation 


j qj (j}/ 0 


RODUCTS MERCHANDISER Circle No. 38 on Coupon, page 156, 








“TOP QUALITY 
COMBINATION UNITS... 
COMPETITIVE PRICE... 


sold exclusively through lumber and 
hardware dealers is what we like in 
these days when profits are drained by 
i cut-price specialty dealers "" $ays 
B. L. McCrory, Grogan-Robinson Lumber 
Co., Great Falls, Montana 








DUO-MATIC 

Self- Storing 3 -Track 
Combination Window 
Retails for $15.95 up 





DEALERS TELL WHY 
IT PAYS TO SELL 


“WE TAKE GREAT 
PRIDE IN BEING A 
WEPCO DEALER... 


We feel that WEPCO storm windows and 
doors are the finest available. We're 
a satisfied dealer and we know 
our customers are satisfied too ’ says 
Melbourne Romney, Jr., Romney's Lumber 
& Building Supplies, Salt Lake City, Utah 


KANGAROO 


Combination Door 
with Exclusive 


Self-Storage Compartment 





-* 





"es —y =~JTeie. 


EXTRUDED ALUMINUM 
foeoy  E- 30 F Varo), Meteo teo) tae. aa Al, iete)) f- 


“YOU CERTAINLY : “ANNUAL VOLUME 
PROTECT THE --- SHOWS A STEADY 
DEALER... INCREASE... 


Feature we like most is that you don't . due to merchandising aids, mats and 
sell Wepco products to ‘‘fly-by-night”’ dealer sales helps. The fact that you 
Tom, Dick and Harry competition maintain a warehouse splendidly located 


so prevalent in this line "" Says for our yards insures prompt delivery 
Ray C. DeVille, DeVille Lumber Co, says R. V. Porter, Hawkeye Lumber 
Canton, Ohio Co., Oskaloosa, lowa 


eo 


DUO-DELUXE ‘ DUO-DOR 


“Picture -Window” Combination Door 
Combination Door Retails for $39.95 
2-Lite Model Also Availabie ; Six Standard Sizes 


Be the weather-proof co. 


S” Guaronieed by 





Good Housekeeping 


. 
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Lumber Dealer Survey... Table |! 





Comparison of Operating Ratios by State or Region for 1955 and 1954 


Profit Before Other Income Net Earnings 
Net Gross Operating Executive Executive Operating Less Other Before 
Sales Profit Expenses Salaries Salaries Profit Deductions Taxes 








Florida 
1955 100.0%, 22.6%, 15.0%, 1.6%, 2.8%, 4.8%/, W%, 4.9%, 
1954 100.0 24.8 18.8 6.0 3.0 , 2 3.2 


Kentucky 
1955 100.0%, 28.6%, 20.2%, 8.4%, 3.7% . 1.3% 
1954 100.0 28.1 19.9 8.2 3.8 ; 12 


Michigan 
1955 100.0°/, 25.6%, 18.7%, 6.9%, 3.6%, 
1954 100.0 26.9 19.5 4.1 


Nerthwestern 


1955 100.0%, 23.9% 18.2%, 1.8% 
1954 100.0 24.5 17.7 2.2 


Ohie 


1955 100.0%, 27.1% 20.0%, , 3.7%, 
1954 100.0 28.6 21.2 j 3.8 


Rocky Mountain States 
1955 100.0°/, 24.0%, 17.8%, 2.9%, 
1954 100.0 23.7 17.0 3.8 


Tennessee 
1955 100.0%, 24.7), 16.7%, 77. 
1954 100.0 26.5 19.0 ; 3.6 


Northern California 
1955 100.0%, 21.7% 174%, 
1954 100.0 23.5 19.3 





Sales and Net Profits Up 


But dealer earnings did not keep pace, proportionately, with stepped-up volume. 
Here is a detailed cost-of-doing business analysis of dealers in four major volume cate- 


gories from coast-to-coast. See how your company compares. 


By Ira S. Fields cost-of-doing business surveys. Members of the North- 

Fields and Fields, Certified Public Accountonts western and Ohio associations were the two exceptions, 

who reported decreases in the percentage of net earn- 

ings to net sales, despite substantial increases in net 

sales. 

The following breakdown gives us a view of the 

sales and net profit trends by states or regions: 
%e of 
% of %e of Net Increase or 
Increase or Earnings to Decrease* 


About the Author Decrease* Net Sales In Rate of 
In Sales 1955 1954 Net Earnings 


Increases in both sales and net profits in 1955 over 
1954 were reported by dealer members of six of the 
eight state and regional associations in their annual 








This is the fourth cost-of-doing business anal- 
ysis made for readers of American Lumber- Florida 18.2 4.9%, 3.2%, 53.1%, 
man by Ira S. Fields of the certified public 
accounting firm of Fields and Fields, Chicago. Semvecky pee wep pd se 

Michigan 6.2 3,3 3.3 


Fields is well-known for his other articles in Nerthwestern 21.9 56 59 nie 


this magazine on financial management and 
accounting problems. His firm serves a num- Rocky Mountain States 7.5 3.7 3. 194 


ber of dealer clients as accountants and man- Tennessee 18.9 44 43 7.0 
agement consultants. Northern California 5.5 34 3.3 3.0 
Ohio 14.6 5.0 5.3 5.7° 
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Increased voiumes did not result in proportionate 
increased earnings. In two cases (Florida and the 
Rocky Mountain States) the percentage of increase 
in the rate of net earnings was far in excess of the 
volume increase; in other cases the percentage of 
increase in net earnings was less than the volume 
increase and, as stated previously, two of the groups 
indicated declines in net earnings despite increased 
volumes. 

There seems to be no definite trend in the increase 
or decrease in the rate of gross profit. Small in 
creases were noted in the gross profit rates for Ken- 
tucky and the Rocky Mountain States. 

A review of operating expenses (as shown in Table 
I) again, does not point to any trend in the increase 
or decrease of these expenses. Therefore, to give 
some idea of the reasons resulting in increased or 
decreased operating expenses, the tabulation on the 
right furnishes us with a breakdown between salaries 
and wages (other than executives compensation) and 
all other operating expenses. 

Tabulating methods were not uniform for all 
groups, but we attempted to categorize the results 
of the various surveys within reason, so as to develop 
trends (if any) within the various groups. 

Ranging from companies with very small sales vol- 
umes to those with large sales volumes, we set up the 
following general volume groups: 


Group A—Very small companies—Table II 
Group B—Small companies—Table III 
Group C—Medium size companies—Table IV 


Group D—Large companies—Table V 


Salaries and 
Wages, Other 
Than Owners 
and Officers 
Salaries 


Total 
Operating 
Expenses 
To Net Sales 


All Other 
Operating 
Expenses 





Florida— 
1955 15.0%, 5.9%, 
1954 18.8 74 


Kentucky— 


1955 20.2%, 
1954 19.9 


Michigan— 
1955 18.7°/, A 
1954 19.5 11.8 


Northwestern — 


1955 18.2% 10.2%, 
1954 17.7 10.0 


Ohio-— 
1955 20.0%, 11.47, 
1954 21.2 12.2 


Rocky Mountain States— 


1955 17.8%, 9.6/0 
1954 17.0 9.3 


Tennessee— 
1955 16.7% 10.0%, 6.7% 
1954 19.0 11.2 7.8 





The classifications on the left describe generally the 
volume categories; for more specific information as to 
the sales volumes included within a group refer to the 
description below each table 





Operating Statistics . . . Table Il 
Group "A" 


1955 Florida 


Kentucky Michigan 


North- 
western 





Net sales 100.0% 100.0%, 
Cost of sales 76.7 73.0 
27.0%, 


Gross profit 23.3% 





Operating expenses: 
Executive salaries 4.7%, 4.9% 
Other salaries 9.3 
All other operating expenses 7.6 
Total operating expenses 21.6% 
Profit from operations 1.7% 
Other income (Net) 3* 





Net profit before income tax 1.4% 








1954 


Net sales 100.0%, 
Cost of sales 77.4 





Gross profit 22.6%, 





Operating expenses: 
Executive salaries 4.0% 
Other salaries 10.6 
All other operating expenses 64 


21.0%, 





Total operating expenses 





Profit from operations 1.6%, 
Other income (Net) za 


Net profit before income tax 





Volume Range 


*Denotes negative figure 
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100.0%, 100.0°/, 
743 76.3 


25.7"/o 23.7%, 
6.9%, 4.3%, 
9.1 6.9 
84 7.5 


18.7%, 


24.47, 


1.3% 5.0% 
1.2 


Rocky 
Mountain 


Tennessee 





100.0°/, 
76.7 


24.3%, 
2.6%, 
12.8 
10.4 
25.8%, 


157° 
8 


1%," 


100.0%, 
16.7 


24.3%, 


5.47, 
10.8 
14 


23.6%, 
1% 
12 


9% 




















Under 
$125,000 


72.1 
27.9%, 
6.5% 
10.4 
9.7 
26.6°/, 


1.3%, 


16 


2.8%, 


Under 
$100,000 


Under 
$130,000 


100.0%, 
124 


27.6%, 
4.4", 


12.7 
8.1 





Group A—Very Small Companies 


One may conclude from a review of the figures 
for this group, that prices did not keep pace with 
the increased cost of merchandise. This is evidenced 
by the fact that all states other than Florida and 
Kentucky reflected lower gross profit rates during 
1955 as compared to 1954. 

No conclusion can be reached as to a trend in the 
increase or decrease in operating expenses for the 
very small lumber dealers. Expense economies were 
achieved by members of the Ohio, Tennessee and 


Northwestern associations. All other states and re- 
gions included in this survey experienced higher 
operating expenses. 

It is most noteworthy that although members of 
the Northwestern association realized next to the 
lowest gross profit rate, the net profit of 6.2% of net 
sales for these dealers was far ahead of all others. 
Total operating expenses for the Northwestern deal- 
ers were only 18.7% of net sales as compared to the 
average of 24% for all other states and regions 
included in this analysis. 





Operating Statistics . . . Table Ill 
Group "B" 


1955 Florida 


Kentucky 


North- Rocky 


Michigan western Ohic Mountain Tennessee 











Net sales 100.0%, 100.0%, 
Cost of sales 74.0 69.8 


Gross profit 26.0%, 30.2%, 


100.0%, 100.0%, 100.0%, 100.0%, 100.0%, 
75.9 75.8 74,1 75.6 75.8 


244%, 


24.2% 





24.1%, 24.2%, 








Operating expenses: 
Executive salaries 4.6%, 4.1%, 
Other salaries 11.3 13.2 
All other operating expenses 8.0 19 


Total operating expenses 23.9%. 25.2% 
5 0%, 
1.0 


Profit from operations 
Other income (Net) 


2.1%, 


Net profit before income tax 2.1% 6.0%, 


1954 


Net sales 100.0%, 
Cost of sales 68.5 


31.5% 


Gross profit 


Operating expenses: 
Executive salaries 4.7%, 
Other salaries 14.9 
All other operating expenses 9.1 


Total operating expenses 


3.8%, 4.1% 3.1%, 3.3%, 
8.5 79 8.2 8.8 
7.3 77 76 74 





19.6%, 19.7%, 18.9%, 19.5%, 
45%, 45% 5.5%, 4.7%, 
2 





100.0%, 
73.9 72.0 


26.1%, 


28.0%, 
5.0% ay 4.2% 
9.7 d 7.9 12.3 
8.0 : ‘ 6.8 9.0 











22.7%, ‘ 18.4%, 25.5%, 














Profit from operations 
Other income (Net) 


Net profit before income tax 


3.4%, t 5.2% 2.5% 
_ : ; 3 8 











3.4% 5.7% 5.5% 3.3% 


























Volume Range 


$125,000 $130,000 $100,000 $175,000 
to to to to 
$250,000 $200,000 $250,000 $270,000 





Group B—Small Companies 

Increased rates of net profit are noted for this 
group in Kentucky, Michigan, Tennessee and the 
Rocky Mountain States. 

It is usually expected that as dealers increase their 
volumes their ratio of operating expenses to net sales 
falla, In comparing the operating expenses of Group B 
with Group A, we find that this was not so in 1955, 
for members of the Florida, Kentucky and the North- 
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western associations. It is quite significant that 
large economies were made, however, by the Group 
B dealers as compared to the Group A dealers located 
in the Rocky Mountain States. (Operating expense 
for Group A Rocky Mountain dealers were 25.8% as 
compared to Group B dealers of this region who re 
port an average of only 18.9% of net sales for 
operating expenses.) 


(continued on page 88) 
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Another 


Area of Condensation - 


banished forever! 


THESE 
UNIQUE 

ROOFING PANELS 

* DRY THEMSELVES 
BY WEATHER AIR 
VENTILATION 





In the last large area of condensation — in and under the roofing 
vapor barriers have failed to give anything but a partial answer 
Wilson Air-cor Roof Decking now gives the final, complete answer 
with a scientific method of removing moisture from the decking 
itself — by weather air ventilation 

Architects and builders are no longer limited — by local condi 
tions of climate — in their selection of the finished roofing material 
For any type of structure and any pitch of roof, Wilson Air-cor pro 
vides the dependable roof decking 

126 days of testing by the Engineering Research Department of 
a leading State University demonstrated ‘the feasibility of actually 
drying a wet roof of the Air-cor type by weather air ventilation 
The published report recognizes the impracticality of a pertect vapor 
barrier. With Wilson Air-cor, there is no need for a perfect barrier 
The revolutionary principle of ventilation embodied in Wilson 
Air-cor Roof Decking overcomes the severest conditions of humidity 
and temperature. Extensive research and actual use prove that Wilson 
Air-cor makes condensation a problem of the past 

The description of this remarkable product in the Homasote 
Handbook begins: “The panel consists of 2 x 2 wood members 12” 
o.c. nailed and glued between two pieces of 42” Homasote. On the 
lower inside of the Wilson Air-cor Panel there is %” of batt type 
insulation, with a vapor barrier on the bottom side, and a ventilated 


15/32 On 5/g 
HOMASOTE 


WILSON , 
AIR-COR 
ROOFING 


PANELS 


15/32” HOMASOTE — WITH LINEN, 
STRIATED OR WOOD-TEXTURED 
SURFACE OR SOTE ASBESTOS BOARD 


HOMASOTE comany 


paper on the top side. At each end there are two small wood blocks 
to support the Homasote. With only these two small blocks, there is a 
width of 16” at each end for air to flow from panel to panel.” Air en 
blocks overt 


ters at the roof edges—where a rake mold is nailed on 


screen wife and insect-free air circulates the length of the roofing 
The Handbook continues with specifications, test data, and build 
surprised to learn that the 
problem of ridge and filler has been taken care of with the Wilson 


Air-cor Ridge Panel, You will be happy to find that Wilson Air-cor 


ing instructions, For example, you may be 


with three beautiful under-surfaces to 
Asbestos Board ) 


complete diagrams give the right information 


is actually a finished ceiling 


choose from (or even Sote Accurate tables and 
from width of ridge 
required tor any number of courses, even to pre-drilled nail holes 
just one more example of the know-how of the Homasote Handbook 

The new 68-page Homasote Handbook has the right answers to 
99 other building problems—answers backed by 46 years’ ¢ xperience 
in the making of quality materials. We are proud of this book, and 
have confidence in its basic 


value to every architect 


* Homasote 
la lelile|eYetey 


May we 
Kindly 


ent | 


builder, and dealer 
send you a Copy 


adadre Departn 


WEATHERPROOF 


HOMASOTE 


INSULATING. BUILDING 


BOARDS 


in $1Ze5 UP TO } 
BATT TYPE INSULATION 


EWCASED IN 8 x 14 


VAPOR BARRIER PAPER - 
f 


' 


IN A WIDE Vagiery 
OF FORMS AND THICKNESSES 


HOMASOTE ¢ 
TRANTON 9 Pate 


Beorvias 
mrraniore Ovary Products tears V0 


TRENTON 3, NEW JERSEY 


SuiLDING Propucts MrrcHANDISER 
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Promote the 


"BIG THREE” FOR PROFITS 


Give home builders what they want. Give them the beauty, quality, 
and easy care of guaranteed plastic wall tile made of Styron®. Full- 
color pages in Better Homes and Gardens, American Home, Sunset, 
Succe i , 

Successful Farming, Household, Home Modernizing and Popular Vour evstomers’ guides to the tenury feck 

Science Monthly are doing the pre-selling for you, The big campaign Display the certified dealer's emblem. 
Write the guarantee that tile, mastic and 
: ‘ ase ; pais : ‘ installation meet quality standards of the 
year-round profits if you're not a certified dealer. Now is the time — U, S, Department of Commerce Bureau 
of Standardsa—C. 8S. 168-50. ... Add the 
, te Styron label, famous for fine quality in 
guaranteed plastic wall tile made of Styron. plastics. 


is aimed at your customers! You're missing a big opportunity for 


to get in touch with yeur supplier. He'll start you off right with 





Tie in... make your store headquarters for all three 


6 
l STYRON — Promote guaranteed Styron plastic wall 2 STYROFOAM — Y our customers get this big, new 
tile in your store... in your own advertising. Make the insulation story in a consistent campaign in Business 
national advertising pay off for you, Week. Let them know you have it for them now. 
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STYROFOAM 


Lifetime insulation 
revolutionizes 
masonry construction 


For warm, damp-free masonry wails every time... 
and in less time... it will pay you to feature 
Styrofoam® (a Dow plastic foam). Here is the 
rigid, water-resistant insulation that bonds directly 
to masonry walls with portland cement mortar. 
Plaster keys directly to its surface. Time-consuming 
jobs are eliminated. Styrofoam brings a new concept 
to home construction... new profits to you. Better 
get in touch with your Styrofoam distributor today. 


LATEX PAINTS <22>. 
Favorite of professionals 
and amateur painters alike 


Latex paints are still breaking sales records! Lverybody 
wants the advantages only latex paints offer. Profes 
sionals and amateurs alike want the gorgeous decorator 
colors... easy application... quick drying without 
painty odor... and fast clean-up with plain water 
They're all big sales features that will mean new business 
for you. Contact your supplier now ... meet the demand 
for latex paints, THE DOW CHEMICAL COMPANY, Plastics 


Sales Dept., PL 4091, Midland, Michigan. 





nationally advertised products. 


. 

3 LATEX PAINTS—Dow leads the way in The you ean depend on 

Saturday Evening Post and 13 other action-getting DOW PLASTICS 
magazines. Follow up with latex paint advertising and 


promotions of your own, 


3UILDING PropucTs MERCHANDISER Circle No. 13 on Coupon, page 156. 





Operating Statistics . . . Table IV 


Group —" 


Rocky 


1955 Florida Kentucky Michigan Mountain Tennessee 











Net sales 100.0%, 100.0%, 100.0%, 100.0%, 100.0%, 
Cost of sales 73.4 71.0 144 75.4 74.0 
Gross profit 26.67, 29.0%, 25.4%, 24.6%, 26.0%, 
Operating expenses: ee ee 
Executive salaries 3.8%, 5.9%, 4.9%, 3.3% 4.3%, 
Other salaries 11.5 95 7.9 11.3 
All other operating expenses a4 7.2 y 7.0 7.4 


Total operating expenses 25.8%, 21.6%, 18.2%, 23.0%, 


Profit from operations / 3.2%, 3.8%, : 6.4%, 3.0%, 
Other income (Net) 5 13 ‘ules 3 |* 


Net profit before income tax 45%, 3.8%, 6.1%, 2.9%, 


1954 


Net sales : 100.0%, 100.0%, 100.0%, 
Cost of sales 70.1 76.7 


Gross profit 29.9%, 23.3%, 
Operating expenses: ——. 
Executive salaries 4.6%, 3.6% 
Other salaries 12.1 7.7 
All other operating expenses , ; , 10.4 6.3 
Total operating expenses 27.1% 17.6%, 
Profit from operations 99 2.8%, 5.7% 
Other income (Net) 9 1.4 3 


Net profit before income tax 42%, 6.0%, 


$200,000 $250,000 
Volume Range to to 

$350,000 $500,000 
*[ 


Yenotes negative fiqure 





Group C—Medium Size Companies % of 
increase In 


Receivables 
Over Prior 
State or Region Year 


Companies located in the Rocky Mountain area en 
joyed the highest net profit ratio, 6.1%. This was 
accomplished even though the gross profit ratio of 
24.6% for these companies was lower than all of the 
other states or regions. Operating expenses for the 
Rocky Mountain dealers, within this group, were far 
below the average. These dealers’ operating expenses 
were only 18.2% of net sales. It is noteworthy that 








Tennessee 15.5% 
Kentucky 23.1% 
Michigan 8.1% 
Tennessee 22.7% 


salaries, other than executive salaries were only 7.9% 
of sales as compared to an average of close to 11%. 


Group D—Large Size Companies 


The larger companies, as in the past, show a lower 
gross profit ratio than the small and medium size 
operations. This, of course, is due to a proportion 
ately large amount of volume taken up by the whole- 
sale and contractor sales as opposed to the more 
profitable retail sales. With the exception of Ken 
tucky dealers, all of the larger dealers experienced 
lower gross profit ratios in 1955 as compared to 1954. 

Operating expenses during 1955 declined for all 
states other than Kentucky, Northwestern States and 
Michigan. The ratio of operating expenses for Michi 
gan was identical for 1955 and 1954. 


Accounts Receivable 


Accounts receivable at the end of 1955 were sub 
tantially larger than at the end of 1954, in every 
state and/or region that gave such information. The 
following states indicated increases in accounts re 
ceivable: 
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An interesting statistic that is significant in ana- 
lyzing the credit situation is the number of days or 
weeks sales that are included in accounts receivables 
at the end of the year. Michigan (the only group that 
provided this statistic) reflects that 7.82 weeks of sales 
were in accounts receivable at the end of 1955 as 


wv 


compared to 7.57 weeks at the end of the prior year. 


Inventories 
Increased volume resulted in increased inventories 
at the end of 1955 as compared to the end of the 
prior year. The following states reported the fol- 
lowing increases in inventories: 
% of 


Increase In 
States Inventories 








Florida 13.7% 
Kentucky 17.6% 
Michigan 2.1% 
Rocky Mountain 3.3% 
Tennessee 9.9%, 
(continued on page 90) 
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The 
screen cloth 


with the fastest 


sales growth 


today is 


IT’S PROMOTABLE! 


Easiest to work with, 
best for all kinds of 
screening needs: 
porches, breezeways, 


FIBERGLAS SCREENING | “~*~ 


T.M.0.C.F. Corp. 
CHICOPEE MILLS, INC. M orp 
Lumite Division, 47 Worth Street, New York 13, New York Write for name of wholesaler nearest to you. 
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Operating Statistics .. . Table V 
Group "D” 


1955 Florida 


Kentucky 


North- 
western 


Rocky 


Michigan Mountain Tennessee 








Net sales 100.0%, 
Cost of sales 78.1 


21.9% 


100.0°/, 


Gross profit 


Operating expenses: 
Executive salaries 2.6%/, 
Other salaries 8.7 
All other operating expenses 5.7 


Total operating expenses 17.0% 


Profit from operations 4.9, 
Other income (Net) ! 


Net profit before income tax 5.0% 


100.0°/, 100.0%, 100.0%, 100.0%, 
73.4 76.1 79.5 75.6 
26.4, 








23.9%, 20.5% 24.4°%/, 








2.7%, 1.5% 2.1% 3.4%, 
13.0 10.6 ’ 8.2 9.6 
8.3 8.1 ? 5.5 6.6 








24.0%, 
247, 3.7%, 4.7%, 4.8%, 
-_ 1.8 r 8 a 


20.2%, 15.8%, 19.6% 

















2.47, 5.5% 5.5%, 5.0%, 


























1954 


Net sales 
Cest of sales 


Gross profit 


Operating expenses: 
Executive salaries 
Other salaries 
All other operating expenses 


Total operating expenses 
Profit from operations , 5.1% 
Other income (Net) 1.2 


Net profit before income tax 6.3% 


Over 


Volume Range $430,000 $350,000 


100.0%, 100.0%, 
75.5 71.5 








24.5%, 28.5%, 





1.8%, 3.6%, 
10.5 12.3 
77 8.8 








24.0°/, 20.0%, 24.7%, 











29% 45% 3.8%, 
_ 1.3 & 


2.9%. 5.8%, 5.5% 




















Over Over Over Over Over 
$750,000 $350,000 $350,000 $500,000 $430,000 





Though inventories were higher, the increased vol 
umes resulted in more rapid turnovers during 1955 
as compared to 1954, as indicated by the following 
tabulation 


Inventory Turnover 
States 1955 1954 





Times Times 
Florida 7.72 4.57 
Kentucky 4.04 3.65 
Michigan 4.03 3.84 
Rocky Mountain 6.8) 1.76 
Tennessee 7.45 4.35 


Return on Investment 


We have related costs, expenses and net profit to 
net sales for comparative purposes. A most important 
statistic, however, is the relationship of net profit 
to net worth, This ratio is more often referred to as 
return on investment 


Since this is one of the first statistics that we 
would inquire into if we were to invest in a listed 
stock, why not ascertain this figure for your own 
business? Too few state and regional groups fur 
nished this all important ratio. The return on invest 
ment for Florida and Tennessee by volume groups 
were as follows: 
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Net Return 
On Investment 
Fia. Tenn. 





Group A—Under $175,000 net sales 
Group B—$175,000 to $270,000 net sales 
Group C—$270,000 to $430,000 net sales 
Group D—$430,000 and over net sales 
Average for all volume groups 


6.42%, 
13.47%, 
18.09%, 
18.44%, 
16.93%, 


3.27%, 
13.80%, 
8.10%, 
16.50%, 
14.00%, 


It is obvious from the foregoing that the larger 
volume dealers receive a better return on their in 
vestment, dollar for dollar. 


Average Sales Per Employe 
Efficiency of operation is sometimes determined 
by the average sales dollars per employe. Michigan 
and the Rocky Mountain States reflect increases in 
the sales volume per employe between 1954 and 1955 
as noted below: 
Average Sales Per 
Employe 
State or Region 1955 1954 





$28,915 
$31,553 


Michigan $31,222 
Rocky Mountain States $35,529 


The average sales volume per employe in the state 
of Tennessee for 1955 was $32,258. No comparable 
figures for 1954 were available for that state. 


wf rt was made f sible thr 
regional tation i 


j ‘ Ms f 
Michigan, Mountain tates 
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*Reg. U.S. Pat. Off 


Arkansas Soft Pine, 
Flooring, 
Hardwood Trim 
and Mouldings; 
Wolmanized* Treated 
Lumber and Timbers. 


Fordyce Royal Oak 
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he wants 

















farmer needs fence, 


That’s because distinct. brand identification 
combined with quality reputation, helps make 
RED BRAND sell itself. Farmers recognize 
it on sight, hear and see the name everywhere 
ask for it by name from dealers 

The farmer associates RED BRAND ad 
vertising with a product that costs him less 
because it lasts longer. He knows only RED 
BRAND is Galvannealed 


has zinc locked on the steel wire 


against rust if 


Trends in farming require more fence for 
larger, better equipped farms, for better use 
of pastures, for fencing in ‘Soil Bank’’ acres 
and stretching thousands of miles of fence 
along new highways. Get set for’ this market 
by selling the fence the farmer knows best 

Powerful Keystone advertising never lets up 
in keeping the name of RED BRAN Dout front 


Magazine Advertising. (olor ads in major 
national and state farm papers distinctly iden 
tify the product, help sell fence by showing 
how RED BRAND can be used to farm more 
profitably 

Radio and TV. Intensive radio coverage 
and now telévision, conducted by farm direc 
tors, bring the RED BRAND story to millions 


Practical Land Use. Materials on good 
soil and livestock practices, going to many 
thousands of farmers, build sales by showing 
how RED BRAND can be used to cut costs 
and boost profits 

And Keystone is constantly at work devel 
oping new merchandising pieces that will help 


you sell RED BRAND. 


KEYSTONE STEEL & WIRE COMPANY: Peoria 7, Illinois 


The Only Fence Life that Sells on Sight! 


Propucts MEeRCHA 


Circle No. 42 on Coupon, page 156 





New Shed 


To efficiently use modern mate 
rials handling methods in its half 
century-old yard, Micklin Lumber 
Co., Omaha, Neb., has embarked on 
a modernization program. 

Rather than rehandle stock piled 
in the old shed built at the turn of 
the century, Micklin is building a 
clear-span, pole-frame shed around 
it. After the new shed is completed 
the old one will be torn down. 
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NEW SHED is built around the old one 


Old shed will be removed after new one 


of moving stock during construction 
is finished 


to minimize confusion and extra work 


Envelops Old Structure 


Faced with the problem of replacing a 50-year-old shed 


without disrupting yard routine, this Nebraska firm builds a 


new pole-frame shed around the old structure. 


The new shed——288'x72’—will be 
sheathed with corrugated alumi 
num. The 72-foot trusses are sup- 
ported by poles about 32 feet long, 
set six feet in the ground. All poles 
are on 20-foot centers to provide 
room for efficient stock handling 
with a fork lift 

Micklin’s yard crew fabricated 
the trusses during the winter lull 
and stockpiled them for erection 


November 12 


when the weather broke. The 2x6 
yellow pine used for trusses is 
slightly shopworn stock, which had 
laid about the yard quite awhile 
The lumber, though structurally 
sound, was rejected by contractors 
because of its soiled condition 
Rather than downgrade it from No 
1, Micklin set it aside for use in the 


trusses. 


(continued on page 96) 
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JO UU NY 


is the name 
for it! 
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Built-in strength and stability 
enable a heavy-duty loader 
on the International 300 
Utility to lift big loads with 
fork attachment (above), or 
with a %- cu. yd. materials 
bucket. 


INCE INTERNATIONAL 
300 UTILITY TRACTOR 


Here's the low-cost answer to your material 

handling problems when you can’t justify the 

overhead for specialized, one-job, yard equipment 

With its big-diameter pneumatic tires, the Inter- 

national 300 Utility is equally at home in paved 

yards or on the soft muddy ground of construction 

sites. It’s easily equipped with rear-mounted fork 

lift or crane, front-mounted loader or dozer —any 

of a dozen quickly interchanged yard helpers. 

The International 300 Utility leads its field with 

up to 1,000 pounds greater built-in weight for 

traction and stamina. Cost-cutting, time-saving 

International 300 Utility Hydra-Touch” system lets you  OP'0Ns include power steering for easier, faster 

control front and rear-mounted equipment individually maneuverability; and Porque Amplifier drive 

or both together. The tractor’s built-in strength enables that provides 10 speeds forward, from 1.8 to 16.7 

the fork lift to handle 3,000 Ibs. at 24-in. load center. mph, convertible to 10 reverse speeds if desired 

- LF 

Your IH Dealer will demonstrate! Look in the classified directory, phone a 
today. For big, new catalog, write International Harvester Company, 
Dept. AL-11, P.O. Box 7333, Chicago 80, Lll.—ask for Catalog CR-239-F, 


ig See Your 


INTERNATIONAL HARVESTER 


international Harvester products pay for themselves in use—MeCormick Farm 


© iMeter Yeuehs . .. Crawler ond Utiiny Tresters end Power Unile--Gonere! Office, Chicnge 1, Minch Dealer 
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"Fok gia 


NEW SHED completed last year. Cars on spur 
track can be unloaded inside the shed by fork 
when weather is bad 


AMPLE CLEARANCE for mechani- 
cal handling equipment is provided 
20-foot spacing between lift 


TWO CARPENTERS, aided 
by a fork lift truck, were able 
to handle most of the con by the 
truction work on the shed poles 





Last year the firm 
rebuilt another shed adjoining a 
railroad spur. The shed’s ample 
doors make it easy to unload a car 
with fork lift equipment from in- 


a traffic hazard which resulted is modernizing. 


several accidents. 


NEW SHED 


(begins on page 94) “Farmers and ranchers in the 
Omaha area are interested in pole 


frame buildings and they often 





Each truss is made in four sec- 


tions—three, 20-foot sections, and 
a 16-footer. The trusses were put 
in place with a fork lift truck. 


drop into the yard to discuss the 
economies and methods of con 
struction,” says Jack B. Wilson, 
who is in charge of building Mick 


side the building. 


{\DMMIYURAAADOENAENMUSARN 114 LAMAR AMOS NE AYR GAEL SAPY MGS AUT: 
More Dealers Than Ever 


The new shed is set back further 
from the road than the old one to 
provide parking space and also 
eliminate a blind corner. The old 
shed, set close to the road, created 


lin’s new shed. 
serve as 
type structure. 


SLEDGE HAMMER BLOW FAILS TO FLAKE INLAND 
TI-CO .. . Well-known TV Wrestler, Zack “Old Ironsides”’ 
Malkov, puts his full 235 pounds behind a 10-lb. sledge 
hammer in an attempt to break the zinc coating on a sheet 
of Inland TI-CO Galvanized steel. TI-CO rolled with the 
punch; the sheet gave but the coating stayed put! 

Here’s further proof that roofing and siding from Inland 
TI-CO can stand rough abuse and still maintain an un 
broken zine protective coating that prevents rust from get 
ting a foothold 

For better-looking, longer-lasting roofing and siding, ask 
your dealer about Inland TI-CO, INLAND STEEL co., 
38 South Dearborn Street « Chicago 3, Illinois 


Circle No. 44 on Coupon, page 156. 
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The new 
a good display for 


This is the second shed Micklin 


shed will 


this are Now Reading 


AMERICAN LUMBERMAN 
vi Me 


INCREASE YOUR PROFITS 
SELL OR RENT 





WHEN YOU SELL INSULATION 
BUILDING. PAPER, SCREENS, ETC 


HANSEN 
TACKER 


WHEN yeu sell insulation, building 
, screens, etc. be sure you seli 


Jf paper 
‘ er rent a HANSEN ene-hand TACKER 


and HANSEN Staples in the Bive Box 
Vv STEPS Once yeu do, you stort the sales 
TOTES 


boll rolling your customers will 
come back fer more Staples in the 
Bive Box, and this in turn will re 
mind them to buy more insuletien, 
building paper, screens, etc 
36 MODELS — 80 STAPLE SIZES 
HANSEN mokes Teckers in 36 
Medels and Stapies in eighty sizes- 
but you need carry only two or three 
models and two or three staple sizes 





Eesy gripping oction—smooth op 
eration dependable performance 

moke @ hit with your custemers 
Hensen is easy to service. Chan 
nel cleaner and Teke-vp jew 
moke if easy to de on-the-job 
servicing. WRITE FOR FULL DE 
TAILS 


5036 RAVENSWOOD AVE. 
CHICAGO-40- ILL 





a" 


n L.HANSE 


Circle No. 43 on Coupon, page 156. 
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S & M Construction Company, Providence, R. |., uses 12 of these Mack LISWX diesel dumpers under 
2-yard Lorain shovel in excavating peat bog near Atholl, Mass., on a by-pass for U. S. Route 20 


ONLY A SPECIALIST NEED APPLY... 


.. . For only Macks can get in and out of mud 
like this under their own power! 

Axle deep in soft, soupy mire and hauling a full 
load of heavy peat bog, 80% water, this Mack 
dumper will pull out of the muck and be on its 
way ... and back again on schedule. 

It’s Mack’s famous Balanced Bogie, along with 
Mack’s exclusive Power Divider, that makes seem 
ingly impossible tasks like this everyday assign 
ments for Macks. This wonder-working team de- 
livers torque to each wheel in proportion to its 


traction. In addition, it assures uniform tire load 
ing and braking on all four rear wheels, and maxi 
mum stability under any terrain or road conditions. 

When you add the Balanced Bogie and Power 
Divider to Mack’s rugged construction, ease of 
maintenance, and economy of operation, you'll see 
why Macks are the most versatile trucks, the big 
gest money makers in the construction industries 
today. See your Mack Branch or Distributor for 
complete details. Mack ‘Trucks, Inc., Plainfield 
New Jersey 


MACK ... first name for trucks 








** Seah 


CHRISTMAS GIET-IDEA 
HEADQUARTERS 


How to Build 


Store Traffic 


Want to sell people on the idea of coming to your yard to buy Christmas 
gifts? 

Here’s a few ideas, which have helped lumbermen stimulate store traffic 
during the busy Christmas shopping season. Encouraging customers to 
drop in and browse around made people aware of the lumberyard as a 
source of practical gifts in all price brackets. 


ec 
OMvEnieney Panning 


Big Be Py Latioty of items 


les ; fal 
Its, 'ncluded 22 a St. 
rain. 


Coverin 
¢ Big Bd 





HOLIDAY DRESS attracts customer traffic at Progress Lumber 
Co., Redwood City, Calif. Window displays are changed sev- 
eral times during the holiday shopping season. 


BARGAIN COUNTER at Capitol Lumber Co., Milwaukee, fea- 


tures miscellaneous items within a child's shopping budget. 


PREHOLIDAY DEMONSTRATIONS, combined with layaway plans 
can help you sell into a higher price bracket. John Schroeder TALKING SIGNS strengthen your sales force. Driver of this 
Lumber Co,, Milwaukee, made a number of follow-up sales after truck was stopped on the street by people who asked him for 
this pre-Christmas power tool clinic. DFPA pians. 
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FOUND WONDERFUL 
WORK-SAVING FEATURES 
FOR HER NEW KITCHEN 


“The very thing!” she said as you demonstrated slim 
drawers for linens and a handy pull-out cutting board. 
Inner sliding drawers that organize cupboard space and 
bring every item within ready reach. And all operating 
on whisper-quiet nylon glides. A cabinet for the built-in 
oven or range she'd chosen. Choice is an important 
word to women. And they can exercise it freely with 
Republic Steel Kitchens in Harmony Hues .. . in lovely 
Formica countertops . .. in a broad line of cabinet sinks, 


wall and counter cabinets, and space-organizing accessories. 


THIS PROFITABLE OPPORTUNITY IS YOURS! 


Find out how Republic Steel, with its ‘mine to market” 
facilities, puts you in the kitchen business with the line 
that gives folks the most for their money. Start the coupon 


on its way for this free booklet. 


REPUBLIC STEEL 


KITCHENS 4 7 farmon fut. 


CLASSIC WHITE + LARGO YELLOW 
TEMPO TURQUOISE + PRELUDE PINK 


a rr 


REPUBLIC STEEL KITCHENS 
1024 Belden Avenue 
Canton 5, Ohie 


Send my free copy of “Why Get in 
the Steel Kitchen Business? 


Have my Republic Steel Kitchens 


Dealership 
Individual 


Addres 


| 
| 
| 
| 
| 
| 
distributor call on me | 
| 
| 
| 
| 
| 
| 
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Circle No 


100 


174 


MILLION 
a Ue 
SASH 
BALANCES 


help OPEN 

and CLOSE 

double-hung 
windows the 
world over! 


7 


ASK 
for the 


Twice 


with changing 
that automatically ; 
maintains 


POSITIVE BALANCE 


at every ff 
position 


2 


Inexpensive and quick to 
install by carpenter on the 
job or by the Millwork Dealer 
or Jobber in window units at 
shop 


Sold by all leading 
Building Supply Dealers 


UNIQUE BALANCE CO. 


725 Bruckner Bivd., N.Y. 54,6. ¥ 
132 on Coupon, page 156 





SALESMAN-ANNOUNCER Jerry Venable (left) and assistant manager Stephen Gammel 


prepare to demonstrate a window unit on Venable's TV show. 


Quartet Hums $660,000 Tune 


An Arkansas dealer tries his hand at a live television show 


and nearly doubles his business. 


A television program is credited 
with increasing business almost 
100% in less than two years for the 
Venable Lumber Co., North Little 
Rock, Ark 

“Our television show 
advertising investment we ever 
made,” declares owner Doyle K 
Venable. “Since we first started 
telecasting about 18 months ago, 
our sales jumped from $32,000 a 
month to $55,000,” adds assistant 
manager Stephen Gammel. “Our 
annual gross is now $660,000, an 
increase of $276,000 in total sales.” 

The firm’s TV show reaches about 
225,000 viewers in five counties 
within a 50-mile radius 

Featuring songs by The Melody 
Boys Quartet, interspersed by three, 
3!o-minute commercials, the Ven 
able show telecast live each week 
runs for 30 minutes 

Right from the start the firm de 
cided to make its commercials per- 
sonal. Doyle’s younger brother, 
Jerry, who manages the firm’s out 
side sales organization, tried his 
hand at an actual building materials 


is the best 


November 12 


demonstration on the show and it 


caught on with the viewers. 


“It takes somebody who is fa- 
miliar with a building material and 
who believes in it to do a convincing 
selling job,” declares Venable. “A 
TV demonstration of a window unit 
or a plastic laminate countertop 
brings a tremendous increase in 
sales. A do-it-yourself commercial 
showing our audience how to cover 
raw plywood edges with a flexible 
wood veneer keeps the telephone 
ringing for days.” 

Television fans have also learned 
how to install wood paneling, wall 
tile and folding doors. All these 
demonstrations led to added sales 
The greatest volume increase has 
been in home remodeling and re- 
pairs, do-it-yourself projects and 
new construction, in that order 

“Many of our customers have 
driven miles out of their way and 
passed up other dealers to buy from 
the men they watch on TV,” says 
Venable. “We like to support people 
who sponsor good singing,” they ex- 
plain. 
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9000 BUILDERS SEE HOW 
GOLD BOND FIRE-SHIELD" GYPSUM 


- WALLBOARD BEATS 1-HOUR FIRE TEST 





@ Your builder customers have received the fire punished 


of Gold Bond Fire Shield Gypsum Wallboard shown ab 
%” layer ass 


The 


been able to see for themselves how a single 
1-hour fire rating wherever building codes require it 
the specially formulated core minimizes shrinkage, crackin 


disintegration in intense heat They've learned how reinfor 


framing members can be protected from fire for at least 6¢ 


minutes. They're ready to use the important safety feature 

Bond “‘Fire-Shield Gypsum Wallboard to influence their 

1€ wher prospects / 

On ow! } ) } Gold Be 
Add to your own profits by meeting your builder custo oard were 

, he ' f re ne torche 
demands for sure fire safety. Be ready with Gold Bond ire-S | , : - 
f empe A nm exce oO 


heat require 


For complete details and the torch-tested samy ie 9000 builder p ; ‘ 
received, call your Gold Bond representative or write: ! Co OW Se SYCEEES FF cf Syeves 


Gypsum Company, Dept AL-116, Buffalo 2, New York 


GYPSUM WALLBOARD en " 
Gold Bond 


NATIONAL GY ¥ 
o GYPSUM COMPAN BUILDING PRODUCTS 
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WOMEN SHOPPERS select the brand and color of interior paints 
more often than men. Builders Emporium, Van Nuys, Calif., keeps 
its paint turnover high with salesmen, who advise women how 
they can apply the modern finishes themselves 


Low-down on HOMEOWNERS 


Paint Buying Habits 





How often do people paint their 
homes ? Who selects the color for the 
interior? Exterior? Which 
are most popular? Who buys paint? 
Who applies it? 

Knowing the 
questions, you are in a better posi 
tion to plan an aggressive promotion 
campaign to keep ahead of competi 
tion for the paint buyer’s business. 


( olors 


answers to these 


The answers to these questions 
are revealed in a comprehensive sur 
vey conducted by the National Paint, 
Varnish and Lacquer Association, 
Washington, D.C 


survey revealed about the home 
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Here’s what the 


owners’ paint buying habits: 


—Choosing the color and brand of 
interior paints is primarily a wom- 
an's job. 

—Men carried the most weight in 
the selection of the exterior brands 
and colors of paint. 


—Regardless of the cost of the home, 
white is still the most popular ex- 
terior color. 


—Salesmen's recommendations are 
important in clinching the sale of 
specific brands and types of paints. 
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—Ease of cleaning is desirable in in- 
terior paints; durability in exterior 
coatings. 


—When women have a hand in ap- 
plying exterior paint, there's a 
tendency to add a third coat. 


Who selects colors? Though 
color selection is usually a family 
affair, the man selects colors of ex 
terior paints in one out of three 
cases. Inside the house, choosing 
colors is primarily a woman’s job 
in seven out of 10 cases 


White heads the list of exterior 
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Armed with information about paint buyers’ preferences, you are in a better position 


to plan a campaign to increase paint, as well as other building materials sales. 


color preferences for 70% of all the 
homeowners queried. Gray was sec- 
ond and preferred by 8.1% followed 
by cream, tan and green. 

The survey points up that as pop- 
ulation increases, exterior color be- 
comes more important. In areas 
with populations of 500,000 or more, 
white was preferred by only 46.5%, 
while in rural areas 86.5% of those 
queried liked white. In urban areas, 
gray was preferred by 16.3% and 
cream by 10‘ 


Frequency of painting. Accord- 
ing to the survey, house exteriors 
are painted on the average of every 
3.6 years. Home interiors are 
painted more frequently than pa- 
pered. On a total room basis, rooms 
are painted every 2.6 years and pa- 
pered every 3.6 years. Using these 
same total room figures, the survey 
shows that 20% more rooms are 
painted than papered. 

The average number of rooms 
painted annually increases as popu- 
lation density increases. In rural 
areas, only 2.18 rooms per year are 
painted. In cities with populations 
of 500,000 or more, the average 
family paints 2.93 rooms annually 


Who paints? Exterior paint was 
applied by the husband in 37.1% of 
the cases surveyed. Professional 
painters applied it 31.1% of the 
time and the wife, 2.1%. When 
women painted or helped paint, the 
exterior there was a tendency to 
apply a third coat 4% of the time. 
When the husband did the job him- 
self, third coats were applied 3% of 
the time. 

Women applied interior finishes 
in 25.6% of the cases studied. Men 
painted interiors 32.2% of the time, 
13.3% of the interiors studied were 
painted by the husband-wife team. 


How much paint? The average 
amount of paint for a house exterior 
was calculated at 8.3 gallons. When 
only one coat is applied, this average 
drops to 6.7 gallons; with two coats 
the average is 9.8 gallons. 


Interior paint preferences. (i! 
and alkyd-based paints were most 
popular because they were easy to 
clean. On a total room basis, here’s 
the breakdown on paint preference: 
oil or alkyd, 57%; water-mixed, 
16%, and rubber latex 26.4% Oil 
and alkyd-based paints are especial- 
ly popular in kitchens and bath- 
rooms 


Choosing a specific paint. 
Among the families who chose oil or 
alkyd-based paints, here’s the rea 
sons they gave for their preference: 
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14.9%, used it before, 7.5%; easy 
to apply, 6.4%; hard finish, 5.2%; People who chose rubber latex 
recommended by dealer, 3.4% ; other paints gave the following reasons 
reasons: leaves no brush marks, for their choice: easy to clean, 
cheaper, dries quickly and leaves no 25%; ease of application, 21.3%; 
odor. covers well, 8.5%, durable, 6.3% 
The families who chose water and recommended by dealer, 6.2% 
mixed paints said they liked its ease Floors in kitchens and bedrooms 
of application. Here's the statistical were varnished more frequently 
breakdown of their reasons for pre than painted or shellacked. On a 
ferring water-mixed paints: ease of total room basis, floors were var 
application 26%, cheaper, 16.3% ; nished 65.1% of the time, painted, 


ome 


covers well, 11.2%, easy to clean 21.4% and shellacked, 13.5 


easy to clean, 24.3%; durable, 1.4 and recommended by dealer 
| 2 


OVERHEAD SECTIONAL GARAGEDOORS ~ 
7, the easiest to use, most complete and detailed guide for solving 
garage door problems ever produced! 


Contains 16 pages of condensed chain lifts and center lifts or any 
technical facts on Calder's residen- other door problems you might 
tial, commercial and special purpose have are answered in the new 
doors and electric operators. Gives Calder catalog. 

detailed diagrams, charts, photos 

and tables of facts needed to apply for your free copy, simply fill in the 
Calder Wedge Tight doors to any coupon or send request on your 
opening. letterhead and mail teday. Better 


Questions about headroom, torsion do it right now . before you 
or extension springs, center tracks, forget! 


calder MANUFACTURING CO., LANCASTER 4, PA. 
calder MANUFACTURING CO. } 
LANCASTER 4, PENNSYLVANIA 


Calder's 16-page 1957 catalog sounds 
helpful, Please send my free copy to: 


Name: 
Position: Company: 


Address: State 
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DEALERS AT WORK at Seattle clinic are analyzing their indi- 
vidual operating costs guided by American Lumberman editor 
Art Hood 


How 2,000 Dealers Helped One Another 
Improve Their NET PROFITS 


These dealers, led by American Lumberman’s editor, Art Hood, answered this 


question: “How can I make a satisfactory profit?” 


Is it reasonable for a lumber dealer to plan for a 25% 
increase in sales and a 50% increase in profit in the 
next 12 months? Can a dealer do this in a period like 
today when one dealer in every four is either barely 
breaking even or losing money? 


American Lumberman editor Art Hood believes this 
is a goal which some retail lumber dealers are going 
to achieve in the next 12 months. He believes this, for 
in the past three years he has seen nearly 2,000 retail 
lumber executives planning to reach that goal, and 
many of them make it 


This observation and guiding of executive planning 
by retail lumber dealers has taken place at 61 manage 
ment workshops, each sponsored by a retail lumber 
trade association. Attending them have been the own- 
ers and managers of most of the top-profit retail lumber 
firms in the United States and Canada, Approximately 
one lumberyard in every 15 in the U. 8. has been rep 
resented at one of these workshops 


How they work. Under Hood's leadership, each 
one of these clinics follows a scientific problem-solving 
method: first, each dealer is helped to state his own 
problem as clearly as possible; second, the best experi 
ence of the industry is brought to bear on each prob 
lem; third, the adequacy of the proposed solution is 
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Camera Visits Management Clinic 


GRADUATION BANQUET finds association president R. M. 
Slettendahi, right, joining editor Art Hood, Mrs. Hood and 


W. C. Beil, managing director, Western Retail Lumbermen's 
Association 
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questioned and probed; fourth, practical theory, dis- 
tilled out of the experience in management of all the 
dealers enrolled in any one of the preceding workshops 
is applied to the problem; fifth, the solution is spelled 
out into action steps for each dealer to apply to his own 
problem. 

“Here is the arithmetic of one of these management 
workshops,” Hood said. “You add creative minds to- 
gether; this multiplies ideas; and you then find you 
have divided the time taken to solve your problem.” 

Hood emphasized that the management answers to 
retail lumber problems do not come from his experience 
alone. 

“Every dealer,” Hood said, “who has attended these 
workshops and every dealer contacted by the editorial 
staff of American Lumberman has contributed his own 
ideas and solutions to management problems.” 


Recent workshop. A typical management work 
shop was led by Hood at Seattle, Wash., recently. The 
clinic was sponsored by the Western Retail Lumber 
men’s Association, which serves the retail lumber in 
dustry in Washington, Oregon and western Idaho 


There were 56 retail lumber executives in the group 
Normally, enrollment is limited to 30; the larger num 
ber was an experiment. 

Out of the firms represented, 16 had annual volumes 
under $250,000 per year; 23 had annual sales volumes 
between $250,000 and $750,000; and 5 were over the 
$750,000 mark. There were 11 firms operating two or 
more yards. 

An informal estimate of the annual sales volume rep 
resented in the group came to $20 million. Average net 
profit of these firms in 1954 was 5.17%; in 1955 it was 
5.3.% Average net profit on investment was 7.75% 
in 1955 it was 9.5% 

Net profit on sales of these workshop firms ranged 
in 1954 from a high of 10% toa low of 1.5%; in 1955 
the range from high to low was the same. Their net 
profit on investment in 1954 ranged from 12% down 
to 5%; in 1955 the range was from a high of 20% 
down to a low of 3% 


COFFEE BREAK allows time for informal discussion of points raised at group 


meeting. 
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Serious problems faced. “!l’resent conditions,” 
Hood told the Seattle workshop members, “are serious 
or dealers. Prices are rising, gross margins are drop 
ping, net profits are falling off 

By-passing of the lumber dealer is getting worse 
Last year an estimated 56% of all building materials 
reached the market through outlets other than retail 
lumberyards. This is a serious problem.” 


Hood emphasized that group consideration of dealers’ 
individual management problems is helping turn this 
tide 

rhe top seven percent of U. S. lumber dealers,” he 

iid, “have now attended one of this series of manage 
nent workshops sponsored by their state or regional 
retail lumber trade association. Most of the top-profit 
retail lumber firms in the United States and Canada 
have attended. This year, then, better volume is re 
ported by nearly all of these workshop dealers and 
better profit by almost all. This is in the face of com 
petition which continues to gain strength.” 


Vast experience. Hood's own experience as a 
practical operating retail lumber dealer dates back 50 
years. Keeping books in his father’s lumber yard in 


Sioux City, lowa, was his first job 


Later, after considerable time with line yard organi 
zations, he served as sales vice-president for a city-type 
retail lumber firm grossing $750,000 sales volume pet 
year (pre-depression dollars 


It was in 1928 that he developed the principle of 
dealer-controlled sales of packaged merchandise to the 
consumer. This idea was a revolutionary one in the 
ndustry, at that time devoted to sales of only a few 
materials beside lumber to contractors 


The principle works. Sales by lumber dealers in 
the past 23 years have proven the value of Hood’s ope 
iting principle Sales of retail lumber dealers have 
risen from $335 million in 1932 to $9 billion in 1955 
50% of this 1955 volume has been done with the con 


sumer, 


WRLA STAFFER KINCAID projects important 


data onto huge screen 
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YOUR AD OF THE WEEK 


FOR YOUR AD-IDEA FILE 





No. 71 of a Series 


Use These Mats in Your "Package" Ads 
Consistent newspaper advertising has proved to be 
a most effective means of selling home improvement YOUR NAME OR SIGNATURE CUT HERE 
“packages”. And the basic requirements for ads that 
attract readers are (1) top-quality illustrations, (2) 
interest-arousing headings and convincing copy, (3) We are community headquarters for 
pleasing arrangement of pictures and type. Here is how 
American Lumberman will help you with all three: HOME IMPROVEMENTS 
The exclusive ADservice plan offers dealers a total 
of 254 mat illustrations—including such projects as ' «——- : RERAT, 
garages, recreation rooms, kitchens, add-a-room, attic " TF : F f= J 
insulations and many others. Hundreds of suggested \JA/L2 a ae yer Fk 
layout and copy ideas have been presented on the AD | 
service page, a regular feature of American Lumber } AS) 
man, (See special group of home improvement ads in “| meee 
issue of Sept. 3 
Write for free 48-page book giving complete infor ‘ See us for 


mation on how to order and use ADservice mats. ATTIC FINISHED * IDEAS __ RECREATION ROOM 
*ESTIMATES ——— 


—————_ S FINANCING & — ———— 
NAME OR SIGNATURE CUT LOW AS *00 PER MO. ‘Swonsaaneee LOW AS °00 PER MO. 








We'll help you 


MODERNIZE GARAGES 


No Money Down Choose from 29 up-to-date plans 


rg | 
i Pa ‘ee | 


ADD A NEW ROOM | 
| 








LOW AS $00 PER MO 


le 


. B 
Pacis 


MODERN KITCHEN 














LOW AS #00 Per Mo. LOW AS 400 Por Mo. 








YOUR NAME YOUR NAME 


Sqnnnterecmne Above: 2 col. x 10 in. ad using Suggested 3 col. x 16 in. ad using ADservice mats 
LOW AS $00 PER MO. ADservice mats nos. 78, 81, 84. nos. 136, 138, 187, 115, 93, 79. 


YOUR NAME Left: 1 col. x 11 in. ad using AD 


service mata nos, 90, 114, 102. 














ENCLOSE THE PORCH 
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’ Steel Panels that Glide Aside- 
Reveal All the Storage Space 


FULL-VU STEEL FOLDING DOORS BY LEIGH 
bring new convenience to closets. Storage 
space actually appears twice is large with 
these modern doors that fold together as they 











glide aside, exposing the entire closet not 
half a closet at a time. Homes sell! faster with 
this practical touch ol glamo1 























PRICED FOR EVERY HOME-Full-Vu 
steel folding doors cost less than 
many wood closet door installations. 
They increase the sales appeal of 
any home and cut costs at the 
same time 





QUICK, EASY INSTALLATION-Here's 
another big saving for cost-con- 
scious builders. No hinges, no cut- 
ting or fitting. One man can make 
a complete installation in 20 min 
utes or less. Fourteen sizes to fit 
all standard openings 





PACKAGED FOR PROTECTION-The 
exclusive Leigh design permits 
packaging with door surfaces at 
center of carton, to take rough 
handling without damage. 


LONG, TROUBLE-FREE LIFE- Full-Vu 
steel doors are built to last a 
housetime. They can’t warp or 
sag, never “jump the track”, never 
cause costly call-backs, User satis 
faction is assured. 





NO FINISHING COSTS~-You don't 
spend an extra dime. These doors 
come with baked enamel beige 
prime coat or rich birch grain 
finish 








| ’ 
Tigh 
BUILDING 
ROODUC TS 
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PARDON 
OUR 


» «+ we're Hobbs Wall Redwood 


We're right from the Redwood 
country——right for size, grade 
and price. We have to be. Hobbs 
Wall has stood for the best in 
Redwood for over 90 years. 
And still does. 


Call, write or wire for prompt service. 


HOBBS WALL 
LUMBER CO. 


<7, 


GArtield 1.7752 - Teletype SF -761 


Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 


Cirele No. 133 on Ce 
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CLDEALER POWUNTERS 


Te | 
CCH | 


| FREEHOLD. NJ. 


Cash-and-Carry Discount 


The price advantage of cash 
and-carry to the customer is em 
phasized in the advertising carried 
on each of the 10 trucks operated 
by the Estate Supply Co., Free 
hold, N, J. 

The cartoon illustration of the 
steamroller crushing high prices 
is an attention-getter. Sign points 
out that 6% is deducted for cash 
and-carry. 


Chain Hoist Saves 
Time and Steps 


A chain hoist used in transfer 
ring stock to and from the second 
floor and the ground has saved 
time and thousands of steps for 
employes at Kuiken Brothers Lum 
ber & Hardware Co., Fair Lawn, 
N. J 

“Before we put in the electric 
chain hoist,” says treasurer Richard 
R. Kuiken, Jr., “I'd often see as 
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many as three men tugging a load 
up or down on our old pulley-rope 
system.” 

The chain hoist of half-ton ca- 
pacity is mounted on an I-beam 
rail. Wheels on the hoist allow 
rolling a load on the rail some 
20 feet back into the second floor 
storage area. 


Movable Platform Speeds 
Lumber Handling 


A handy movable work platform 
is in daily use helping yardmen at 
E. J. Stanton & Son, Los Angeles. 
The platform is used to permit the 
yardmen to work at a convenient 
height when loading and unload- 
ing lumber bins above the lowest 
level, 

It is built of welded steel angles 
and has a wood plank floor at three 
feet and at six feet above the 
ground. The work platform rolls 
on three large caster-type wheels. 
The three-wheeled arrangement 
permits the platform to sit level 
and firm on any surface. Each 
wheel can be locked to prevent 
rolling. 

An 18-inch ball-bearing conveyor 
roll has been mounted on the hand 
rail around each of the two work- 
ing platforms. This roller helps the 
yardman by providing a rolling rest 
for long heavy pieces of lumber be- 
ing moved in or out of the bins 

Millard Archulatta, hardwood 
yard foreman, is using the plat 
form in this picture. 


1 A 
More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 
1) 0002 CR 
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DON’T LET 
THE SALE 


» STOP HERE 


GET THE 
FINISHED 
FLOOR SALE 
TOO! 


ee em 


It means $14 per room’ EXTRA PROFIT to stock, 
promote, sell Gold Seal’ floors! 


Your customer — whether he’s contractor For example, a special Gold Seal rack 
tract builder, or do-it-yourselfer — doesn’t shows 24 different tile patterns in just 5 


PLUS stop work when the subfloor is down. If you aq ft. of floor space 
eee stop selling at that stage, you’re losing easy Linoleum sales lead to the sale of ad 
all 


extra profit to somebody else hesives, tools, plywood, nails, et 


YOUR PROFIT ON Complete the sale with profitable Gold Seal at extra profit 


Floors. Look how Gold Seal Floor Coverings Gold Seal flooring is a heavily advertised 


TOOLS AND SUNDRIES, can bring extra profit to lumber dealers year-round profitable item 


T00! 1. tOne sale of linoleum tile for a 9’ x 12 You can sell all Gold Seal products on the 
. room gives you approximately $14 gross easy ABC “Buy Now—Pay Later Plan.’ 
profit, based on a 40°), mark-up! Get the full profit picture call the 


2. It takes little space to display the lin Gold Seal Distributor nearest you — now 





FOR HOME OR BUSINESS: ) ) 7 ) 
INLAID BY THE YARD—Linoleum + Nairon* Standard - Nairontop* « — Tan i 
RESILIENT TILES—Rubber « Cork + Nairon Custom f i UL 4 A ‘ 
Nairon Standard - Vinylbest - Linoleum + Ranchtile® Linoleum - Asphalt 
PRINTED FLOOR AND WALL COVERINGS : Cc 
AND WALL COVERINGS \. FLOORS AND WALLS 
RUGS AND BROADLOOM. -LoomWeve* 
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Mail coupon today for new, compact 


Weldwood Adhesives Center 
Sets you up as glue-it-yourself headquarters 


Here at last is a wonderful new way to sell glue. 
Sell it faster! Sell more of it! Sell it more profitably! 
Carry less inventory! Yet without wasting a single inch 


of high traffic display or counter space. And save your 


salesmen’s time, besides! 





The Weldwood Adhesives Center displays a well-bal- 
anced stock of every retail size, of every type of glue 


you need to carry—in just 42 square feet of floor 


space. Simply set it up where people can see it. Then 


watch it sell without help from your salesmen. 


“Self Service” Glue Selector Chart saves your salesmen’s time. 


It’s an important feature of the Weldwood Adhesives Cen- 
ter. Enables your customers to select, at a glance, the right 


Selection is practically automatic. It’s like adding another 
salesman, because it frees your own salesmen for other 





glue, in the right size for his needs. Answers all questions. | work. Even the prices are specified on the display. 


APPLICATIONS 

















See desc 


% [ GENERAL INFORMATION 
ee wer se | a cmon pony 
——————— 2" ’ ’ T 
Weldwood an in | 
PRESTO-O8T nm) om | 
Give | 
pen ie oe + } } 
Weldwood rms is 
PLASTIC-REew SO Sm Th 





riptive 


fotders tor 


—_— a we 
f annie 
— 


v 


additional applications 














mum Here’s what you get by mailing coupon today: == 





12 
12 
6 


24 
24 
12 


Size Retail Price Quantity 
3% oz. 35 
Weldwood Plastic Resin Glue 8 ox. 65 
1 bb. 95 
% ox. .29 
1% oz. 40 
Weldwood® Contact Cement 3 oz .70 
Pint 1.45 
Qvart 2.45 


Weldwood Presto-Set® Glue 





Weldwood Waterproof 
Resorcinol Glue 


Your cost (at regular discount) 


Special price on display unit (value: $40) 





Size Retail Price Quantity 
% oz. 19 24 
1% oz. .29 24 
3% oz. AP 12 
9% oz. 99 6 
Pint 1.79 4. 
% pint 1.00 12 
1 pint 3.10 6 
___1 quart __ 490 : 
TOTAL RETAIL VALUE 143.44 
89.94 
9.95 99.89 
Your profit $43.55 
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much less space! 


Stocks and displays your com- 
plete glue department in 4% 
square feet of floor space. So 
complete you need no other types 
of glues. Recessed lighting. 





“Self Service’ 
Glue Selector 
Chart 











In one merchandiser—a balanced 
stock of the four basic adhesives 
in the best selling sizes. Holds “a 
Weldwood Glue for every pur- 
pose.” Literally makes your store 
glue-it-yourself headquarters. 


The famous Weldwood Wizard 
quickly identifies Weldwood 
Glues, nationally advertised in 
Saturday Evening Post Living 
Better Homes & Gardens Sunset 
Americon Home Hobby Books, etc 
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UNITED STATES PLYWOOD CORPORATION 


al ou >> Dept. AL 11-6G, 55 West 44th Street, New York 36, N. Y 


Rush my Weldwood Adhesives Center, complete with assortment 
described on facing page, at special price of $99.89 delivered 


STORE NAME 


i 
for your fully stocked H 
Weldwood Adhesives Center © aa 
| 
L 


city ZONE 
() BILL MY JOBBER 


city ZONE STATE 
aoorlliceenll csi esienlaceee ll atesilinane neeeliceli nd eee eed ime alae aaa 


he ee ee ee oe es ee we oe 
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Mail coupon today for 





new, compact 


Weldwood Adhesives Center 


Sets you up as glue-it 


Here at last is a wonderful new way to sell glue. 
Sell it faster! Sell more of it! Sell it more profitably! 
Carry less inventory! Yet without wasting a single inch 
of high traffic display or counter space. And save your 


salesmen’s time, besides! 


-yourself headquarters 


The Weldwood Adhesives Center displays a well-bal- 
anced stock of every retail size, of every type of glue 
you need to carry—in just 4/2 square feet of floor 
space. Simply set it up where people can see it. Then 
watch it sell without help from your salesmen. 


“Self Service” Glue Selector Chart saves your salesmen’s time. 


It’s an important feature of the Weldwood Adhesives Cen- 
ter. Enables your customers to select, at a glance, the right 


glue, in the right size for his needs. Answers all questions. 


Selection is practically automatic. It’s like adding another 
salesman, because it frees your own salesmen for other 
work. Even the prices are specified on the display. 





APPLICATIONS 





| GENERAL INFORMATION 
v8 aibieal conn | were | covenant) om 
rae jones same 


weer — oe on me - eee aad om 
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See desc 
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mums Here’s what you get by mailing coupon today: === 








Size Retail Price Quantity Size Retail Price Quantity 
‘ % of. AW 24 
3% on. 35 2 1% oz. .29 24 
Weldwood Plastic Resin Glue — 8 oz. 65 12 Weldwood Presto-Set® Glue 3% oz. AP 12 
1 Ib. 95 6 9\4 oz. 99 6 
=" yO 2 ew oe Pint 1.79 6 
% oz. .29 24 Weldwood Waterproof ries. ape - 
1% on. wT) 24 __ ‘Resorcinet Gwe Levert  _—«4.90_— 2 
Weldwood® Contact Cement 3 oz .70 12 = a ~~ TOTAL RETAIL VALUE 143.44 
Pint 1.45 8 Your cost (at regular discount) 89.94 
Qvart 2.45 6 Special price on display unit (value: $40) 9.95 _ 99.89 
Your profit $43.55 
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much less space! 


Weldwood Adhesives Center 


Stocks and displays your com- 
plete glue department in 4% 
square feet of floor space. So 
complete you need no other types 
of glues. Recessed lighting. 





“Self Service’ 
Glue Selector 
Chart 











In one merchandiser—a balanced 
stock of the four basic adhesives 
in the best selling sizes. Holds “a 
Weldwood Glue for every pur- 
pose.” Literally makes your store 
glue-it-yourself headquarters. 


4. 
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The famous Weldwood Wizard 
quickly identifies Weldwood 
Glues, nationally advertised in 





Saturday Evening Post Living 
Better Homes & Gardens Sunset 
American Home Hobby Books, etc : 
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UNITED STATES PLYWOOD CORPORATION 
Dept. Al 11-6G, 55 West 44th Street, New York 36, N y 
Rush my Weldwood Adhesives Center, complete with assortment 
described on facing page, at special price of $99.89 delivered 


Mail Coupon Now 


STORE NAME 


for your fully stocked 


city Zone 


() BILL MY JOBBER 


| 
i 

i 

i i 

i 

; MY NAME 
Weldwood Adhesives Center f Aooness i 
! 

| 

i t 

L J 


city ZONE STATE 
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CIRCULAR 
SAWS made to 
meet your needs: 
~ The right capaci- 
: ties, speeds, power- 
> -F ranges you require, 
~ 


at prices 










from 


SANDERS 
and sander 
kits with or- 
bital,rotaryor 
belt action to 
speed your 
favorite 
wood work- ile 
ing projects, 


workshop $385 


jobs or remodeling tasks. 










GEARED CHUCK 
MODEL 


$2850 


DRILLS for metal, 
wood, cement and 
other materials, in a 
broad range of sizes, power sources, 
speeds. Service attachments to cut 
job-time, labor-costs and working- 
effort. 


- 


' 





Prices from 


10450 


CHAIN SAWS to cut timber, time 
and labor costs. Electric, gasoline 
engine or air powered models to meet 
your requirements. Portable, power- 
ful, dependable and /ast. 


MALL TOOL COMPANY 


DIVISION OF REMINGTON ARMS CO., Inc. 


7734 South Chicago Avenve 
Chicago 19, Illinois 





WT 246 
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Big Potential in Church Construction 








INDICATIONS POINT to the fact there will be 8,500 new churches built by the end of 
1957. Eight new churches in less than 18 months have been built in Gary, Ind., and Bird & 
Son, Inc., East Walpole, Mass., is proud of the fact that all eight are protected with the 
firm's shingles. Above: Roof of this Gary church required 145 squares of Gothic Slate, 


Bird King-Tab Architect Shingles 


Wood Kitchen Cabinets 
Group Meets in N. H. 


An expanded trade promotion 
program and increased member 
ship were cited as major aims for 
the coming year at the first annual 
meeting of the National Institute 
of Wood Kitchen Cabinets in Craw 
ford Notch, N. H., recently 
Richard C. Chapman, Mutschler 
Bros, Co., Nappanee, Ind., was re 
elected institute president. He set 
a goal of doubling the institute’s 
present membership of 20 active 
members by the time of the next 
NIWKC annual meeting. 

A proposed 32-page information 
al booklet on wood kitchen cabi- 









NATIONAL 
INSTITUTE 
oF wooDdD 
KITCHEN 
CABINETS 





RICHARD CHAPMAN (left), who was re- 
elected president of NIWKC, is congratu 
lated by Mort Farr, a featured speaker and 
past president of the National Appliance 
and Radio-TV Dealers Assn. 


nets was presented by C. R. Hun 
sicker, Curtis Companies, Inc.., 
Clinton, lowa, who is chairman of 
the institute’s promotion commit 
tee. E. C. Hawkinson, Brammer 
Mfg. Co., Davenport, lowa, and 
chairman of the engineering com- 
mittee, said his group will seek 
further progress in modular plan 
ning for built-in appliances on the 
basis of the proposal recently pub 
lished by the dimensions subcom 
mittee. 

The group heard featured speak- 
er Richard Jones, sales director of 
House & Home magazine, advise 
wood kitchen makers to regard 
many home builders as “a new kind 
of dealer” because 80% of homes 
are built for sale without having 
a buyer lined up in advance 


Capitol in Fifth Expansion 

Capitol Products Corp., produ 
cer of aluminum doors, has begun 
construction of a 100,000 square 
foot addition to its plant in Me 
chanicsburg, Penna., including a 
smelter for reprocessing scrap 
aluminum, a railroad siding and a 
power station. The company, which 
also produces aluminum extrusions 
and aluminum storm windows and 
prime windows, is making its fifth 
expansion move since the comple 
tion of its initial 40,000 square foot 
plant in October, 1954. The new 
addition will increase plant space 
to 300,000 square feet and on its 
completion in March, 1957, will re- 
quire 1,100 employes as compared 
to 625 today, reports president 

Eugene F. Gurkoff. 
(continued on page 115) 
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EVERYONE POINTS 
PRIDE TO WEISER LOCKS 


WEISER LOC HS 





A Directory to Better Building and Increased Sales 


The concerns listed below specialize in the precision production 


of America's finest hardwoods 


Appalachian Hardwoods. Finest 


because rich soil and climatic conditions of this area produce soft 


texture, uniform grain, and easy workability. 


These woods are 


available now as lumber, flooring, most standard and specialty 


building items 


Assure yourself of more sales with their exceptional 


quality. Order Appalachian Hardwoods today from the following firms: 


*Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flovring, Dimension 


"McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky. 


*M. E. Crisp Lbr. Co., Welch, W. Va. 
West Virginia and Kentucky Appalachian Hardwoods 


Oak. Peplar, Beech, Maple, Ash, ckory. Chestnut and 
other hardwoods. All facilities. 


*Cherry River Boom & Lbr, Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products 
Glued Dimension 


Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut, Poplar, Basswood, Beech 
Cherry. Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 


“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 


P. Hamer Lbr. Co., Inc., Kenova, W. Va 
Hamer Lbr. Corp., Appalachia, Va. 


Manutacturers Appalachian Hardwood Lumber 


“Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. Complete Line 
of Appalachian Hardwoods. Maple and Oak Flooring. 


The M. B, Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods 
Century’’ Oak and Maple Flooring. 


*Member Appalachian Hardwoods Manufacturers, Inc. 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 


iS 
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OBITUARY 


C. N. Seidlitz, Sr., 66, chair- 
man of the board and founder of 
the Seidlitz Paint & Varnish Co., 
died at his home in Kansas City, 
Mo., Sept. 27. He had been in 
ill health the last few years. He 
is survived by his widow, Alice; 
three sons, G. R. Seidlitz, who 
has been president of the firm 
since 1954, C. N. Seidlitz, Jr., 
president of the Texas division 
and J. R. Seidlitz, secretary and 
purchasing agent of the Kansas 
City operation, and nine grand- 
children. 











Buys Hook Scraper Mfg. Co. 

As a major feature of its current 
expansion program, Red Devil Tools, 
Union, N. J., announces the recent 
acquisition of Hook Scraper Mfg. 
Co., Queens Village, N. Y. The pur- 
chase unites two of the largest wood 
scraper lines. Besides painter and 
glazier tools, Red Devil also makes 
other hardware specialties and a 
wide line of floor conditioning ma- 
chines. 


Rebuilding Program Pays Off 


Climax to a monumental rebuild- 
ing program, which has seen the 
Gibson-Homans Co. rise from the 
ashes of a $750,000 fire which rav 
aged its Cleveland plant and main 
office last March, was reached with 
the announcement. by president 
Norman M. Cornell that sales for 
the first eight months of this year 
are 11% greater than a similar pe- 
riod, one year ago. In addition to 
its ““Handi-Calk” line, Gibson- Ho- 
mans manufactures roof coatings, 
general calking and sealing com- 
pounds, asphalt products and pro- 
tective coatings. 


Yale & Towne Appoints 
William H. March 


William H. March has been ap- 
pointed manager of Yale combina- 


tion door hard- 
ware sales, Yale a 
& Towne Mfg. 

Co., New York = 
City. A veteran 
in the builders’ 
hardware field, 
March, in his 
new post, will 
work directly 
with manufac- 
turers of alumi- March 

num combination screen and storm 
doors, and of jalousie doors, in 
determining and solving their re- 
quirements for lock and hardware 
components. He will make his 
headquarters at the division’s cen- 
tral office in White Plains, N. Y. 


(continued on next page) 


BurILDING Propucts ME&RCHANDISER 








GREENLEE 
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another reason why you profit from 


ASSURED QUALITY 


Greeniee Tools tor Craftsmen 


Your customers who really know tools can instantly 
the extra quality, extra value they get in a 
Greenlee 22 Solid-Center Auger Bic. And wh 
put these fine bits to work, they experiencé 
finer performance than they expected, for a// Gr 
22 Solid-Center Auger Bits are of uniform high 
quality. In the manufacture of these bits, all cucting 
parts, point, throat, and twist are automatically 
milled on a battery of precision machines, Cutting 
dges are 


hobbed ee 


shanks never vary. 


. Screw points are accurat ly 


. Squares are pertect _,. the cold-form 


true .. 


Here's example again of th 
assured quality you and your customers get from 
GREENLEI to help build and keep bringing back 
more profitable business for your hand-tool 
department. Ask your wholesaler about 


GrrEENLER tools, or write for catalog 


Automatically producing Greenlee 22 Solid 
Center Auger Bits on a special Greenlee 


bit-making machine for assured uniformity and quality. 


FREE... HAND-TOOL 
PROFIT CHART. Quickly converts 


cost per dozen of various items into unit cow 
Gives profit percentages on selling prices and on costs, 
to help you rapidly figure your markups Tells 

your prof story in seconds free to hardware ond 
building supply dealers send 

request on your letterhead. 


GREENLEE TOOL CO. 
2271 Twelfth St., Rockford, Il. 


Auger Bits © Electric Drill Bits © 
Expensive Bits © Drawknives * 


Chisels and Gouges 
Other fine tools 
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ELIMINATES CHIPPING, 
ROUGHENING ond CURING. 
m| MAY BE APPLIED THIN AS ' 
2 ea, ; 
INCREASE YOUR SALES-DOLLAR VOLUME 
INSTANTLY with LATEX CONCRETE TOPPING 
and REPAIR—NO PRIMING—WATERPROOF. Use in 
or Outdoors—Will Not Chip, Crumble or Powder— 


Camp's LATEX 
CONCRETE TOPPING* 


Saves Contractors Hundreds 
of Dollars in Concrete 
Replacement and Repairs 





- 





Camp's LATEX 
CONCRETE REPAIR* 


New “'Pix-it-Yourself"’ 
Kit for Homeowners 
A Terrific Seller! 


®@ Rough, Pitted, Trowel-Marked, 
Uneven or Broken Concrete 
and Masonry can be made 
smooth with a thin coat of 
LATEX CONCRETE TOPPING 
INDOORS OR OUT 


ly and easily. No waste swer to those “frozen” or 


®@ Enables anyone to repair own 
brick, stone, masonry, etc., 
such as broken step edges, 
cracks in walks, walls, drive 
ways, silos, curbing, smooth 
ing rough surfaces, etc., quick the an 


“rain-pitted” concrete sur 


@ One kit is sufficient to patch faces! 





25 to 50 small holes or from 


Easy to work——easy to apply 


100 to 300 lineal feet of small 
| 


cracks Packed in drum, wt. 52 Ibs., includ 
ing 40 tbs. of powder, | gal. con of 
@ Complete 14 Ib. kit includes lotex Mixer, One 

valt willcever 

app 100 sa. 

| at. rubber latex and work 1/16°° thick 


RETAIL PRICE q 


$10.00 - 


u comcneT 198 


special cementatory material, 


ing trowel 


RETAIL PRICE $4.95 


LIBERAL 
DEALER 
DISCOUNT ok 


LIBERAL 
DEALER 
DISCOUNT 


"Materials are the 
same, REPAIR ts 
the email 

TOPPNG 

large unit 

Stocked by 

over 400 sup 

ply dealers 


rol?) tay amd lst \ 


Continuous Service 








the CAMP COMPANY, Inc., Dept. Al 


6958 South State Street, Chicago 21, Ill 
TRiangle 4-4770-1-2 


Phon 
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COMPANIES ANNOUNCE 


Kaiser Aluminum & Chemical Corp., Oakland, Calif., 
announces it will add extensive facilities for the production 
of aluminum plate to the sheet and foil rolling mill now 
under construction at Ravenswood, W. Va. The additional 
facilities will include a new 144” plate mill, heat-treating 
facilities and ultrasonic testing equipment as well as the 
world’s largest plate stretcher, capable of stress-relieving 
aluminum alloy plate up to 6” thick, reports the manu- 
facturer. 


Vice-President J. L. Buckley, Georgia-Pacific Corp., New 
York City, announces the purchase of the Charles E. Sand 
Plywood Co., Portland, Ore. The new addition is No, 35 
in Georgia-Pacific’s fast-growing warehouse network. A 
complete line of fir, hardwood and specialty plywoods, as 
well as a full line of other building materials will be 
stocked. Harold Sand will continue as manager of the 
warehouse for Georgia-Pacific. 


R. E. Heim has been appointed general advertising man- 
ager of United States Gypsum Co., Chicago, reports general 
merchandise manager A. J. Watt. Heim had been Boston, 
Mass., district sales manager for U. S. Gypsum; previously 
he was a commodity advertising manager for the company. 


National recognition for outstanding public relations 
service has been given the National Lumber Manufacturers 
Assn., Washington, D. C., for the second time this year. 
The Award of Merit of the American Society of Association 
Executives was presented to the lumber association “for 
having rendered outstanding service to the industry which 
it represents as well as to the American public.” Earlier 
this year, NLMA was awarded a Certificate of Outstand 
ing Achievement by the American Public Relations Assn. 


James A. Ryan, formerly connected 
with the office of the general counsel 
of the National Labor Relations Board, 
has joined the legal staff of the Na- 
tional Lumber Manufacturers Asso- 
ciation. Ryan will work with other 
members of NLMA’s Law Information 
Service in following national affairs 
and legislative developments which 
affect the lumber industry. He has 
been assigned to NLMA headquarters 
in Washington, D. C. 


E. H. Nichols has been appointed manager of sales, In 
dustrial Products, Truscon Steel Div., Republic Steel Corp., 
Youngstown, Ohio. He succeeds Walter C. Conger, who has 
been appointed manager of sales of the newly created spe 
cial projects dept. J. D. Kirkwood has been appointed man 
ager of sales, steel joist and tower products. He succeeds 
George F. Bateson, Sr., who is retiring 


Glen F. Polen, a 16-year veteran with Marsh Wall Prod- 
ucts, Inc., has been appointed manager of the eastern div. 
He will make his headquarters at the plant in Dover, Ohio 

Donald H. Gott, former marketing vice-president of 
Lumber Fabricators, Fort Payne, Ala., has been named to 
manage the newly established architectural services dept 
of Roddis Plywood Corp., Marshfield, Wis. .. . Robert 8. 
Smith has been appointed market development manager of 
the Forest Products Div., Olin Mathieson Chemical Corp 
He will make his headquarters in West Monroe, La. 


Donald J. Little has been named midwest regional man- 
ager, American Kitchens Div., AVCO Mfg. Corp. He will 
maintain headquarters in the American Kitchens regional 
office, Merchandise Mart, Chicago. ... Charles W. Snyder, 
formerly Philadelphia district sales manager, has been 
named to fill the newly created post of industrial sales spe- 
cialist for DeWalt, Inc., Lancaster, Penna. Howard L. 
Hershock, formerly a salesman-demonstrator, has been 
named to succeed Snyder in the Philadelphia sales district. 

(continued on page 119) 
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Would you want 


this woman 


She might be your partner's wife or daughter — or an absolute outsider. 

Whoever she is, she may not help the business or your heirs. 

You can easily prevent strangers from entering your business and at the same time 
safeguard your heirs’ interests through A2tna Life’s Business Insurance Plan 


Your local representative will be pleased to give you details. 


Since 1853 74 a ° NA Lit E INSURANCE COMPANY 


Affiliates: The Atna Casualty and Surety Co. * The Standard Fire Insurance Co.* Hartford 15, Connecticut 


AINA LIFE INSURANCE COMPANY 
Why not mail the coupon for a Hertford 18, Conn. 
copy of our new free booklet i - — | booklet “Will TI 
“Will This Man Take Your Busi : ‘jease send me a copy of your new booklet “Will Thi 
ness With Him When He Dies?” Man Take Your Business With Him When He Dies? 
It tells how business insurance Name 
can fit your individual situation | 
No obligation, of course Compony 


Address 
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we ALWAYS SEE Home (per ciseneed 


FOR THE 





HOME 


makes your 


company name 
a household 


word 


Unlike other advertising, HOME gets into the 
family circle and stays there, from two to six 
weeks. Your front cover imprint on this stimulat- 
ing publication makes your company the first 
logical point of contact when the family is ready 
to buy. Here’s how to control the sale: 


Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list or 
one we can develop for you. HOME is full of de- 
tailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials. 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 
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BEST IN Buy ping. supPL!ES 


who are looking for how-to information. A recent 
readership survey indicates that 98% of readers 
know the name of the dealer sending them HOME 
magazine; 75% have made purchases as a result 
of receiving it. 


Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 11¢ per copy, including your front cover 
imprint, all handling and mailing charges. 


We will be glad to send you full information 
about this outstanding promotional service. Just 
fill in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000C, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
FInancial 6-5380 


( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street 
City Zone State 


Your name____ es. " 








November 12, 1956, AMERICAN LUMBERMAN AND 








MANUFACTURERS 


(begins on page 112) 





The Door that Gives You More 





NEW MERCHANDISING KIT is keyed to full-size, full-color 


paste-on patterns. Besides creating a festive air, there's a profit 
in the pattern for you as well as in the plywood, too. 





Put Santa on Your Cou the Frantz No. 566 Sectional 


Overhead shown above, with its smart modern lines, 
PAY ROLL! is the finest in garage door design. It's the door that is 
. made for ranch-style homes—the last word in stream 
lined beauty! 
A crowd-pulling gimmick which offers a new ap . 
proach to merchandising fir plywood for outdoor 
Christmas decorations is announced by Douglas Fir 
Plywood Assn., Tacoma, Wash. able nowhere else...the patented brakes, the 2-way 
The association is offering dealers a merchandising Spring Adjustment, Automatic Latch-Lock, Cross An 
kit keyed to full-size, four-color, paste-on patterns gles, and other advancements. Doors are 1%” thick, 
for several decorations. All that a handyman need of kiln dried lumber, with “4” fir plywood panels. All 
do to create a decoration of his own is glue the pat- hardware, except springs and angles, is zinc plated to 
tern on a panel of plywood and cut around the edge. prevent rust—the outside handle is chrome-plated 
The kit is built around three sets of patterns, a 


jolly 6° Santa Claus figure, a set of two 4’ angels 
with a lighted candle and a set of three 4’ choir boys. Ensy O orOLLoW SyataWation 
There are bonus figures included as well. With each ° 


Santa Claus goes a wreath; with the angels a candle The exclusive Glide-O-Matic action opens 
and star; and a music scroll with the choir boys. . the door with a turn of the handle, There is 


~Compare the 14 construction 
features, many of them exclusively Frantz and avail 








Printed in full color on heavy paper that should | no rebound, thanks to the patented *adjust 
stand up through many holiday seasons, the pattern | able brakes! Parts are pretitted for easy as 
designs are available a few at a time or in quantities Just furn the sembly and fast installation. Standard head 


of a dozen or more. New point-of-purchase material | . opens room 13'4”—or with low headroom device— 
for use in merchandising the patterns is free and ult 6” for single opening sizes and 8” for double 


includes store displays picturing all the patterns, ielt! width doors 


plus ad mats and envelope stuffers. There’s profit in 
Low Cos In spite of the luxury and prestige 


the pattern as well as in the plywood. 
of the Frantz No. 500 series, modern production tech- 





niques have brought the cost to within easy reach of 
the modest homeowner, Other models cost even less, 


. 
Vonicly the Frantz 500 series is available in var- 


ious sizes for single and double width open- 





ings. Other Frantz models in sectional, rigid 
(one-piece) types, and Frantz hardware sets, 
provide one of the widest and most complete 
lines available anywhere! Write for Cata- 
logues No. 302 and 107 today. 


~~ 
~~ 
~~ 


~ 





*. 5. Patent No. 2702082 
FRANTZ ROSETTES 


‘ Smart door ornaments in 

; many designs add deco 

‘ rative distinction when 
painted in contrasting 


colors. Oemountabie 





A HOME HANDYMAN will find it's easy, not costly, to create Oy eer re GARAGE DOORS AND HARDWARE 
an outdoor Christmas decoration of his own simply by gluing | Oe SND OF ee 

pattern to fir plywood panel face, cutting around it and erecting | 

the display. FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 


(For more industry news, see page 148) 
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Wholesaler-Retailer Meeting Prescribes 





FACT-FINDING SESSION of midwest re- 
tail lumbermen and lowa building mate- 
rials distributors at Des Moines meeting. 


Remedies for Mutual Distribution Problems 


T'o find possible remedies for some 
of the mutual problems confronting 
them, retail lumbermen met with 
wholesale distributors in a joint 
fact-finding session in Chicago last 
January. Under the direction of 
NBMDA general manager S. M 
Van Kirk and moderated by Amer 
ican Lumberman editor Art Hood, 
the round-table were 
enthusiastically praised by the job 
bers and the dealers. Recently, lowa 
distributors and retailers met for a 
similar session in Des Moines, Other 
retail groups are now planning simi 
lar meetings to find solutions to 
problems common to the distributor 
and the retailer 


diacussions 


To suggest practical remedies for 
some of the problems developing in 
the manufacturer-wholesaler-retail 
er chain of distribution, lowa job 
bers and retail lumbermen recently 
held a joint, fact-finding meeting to 
review the probable causes of these 
weak spots 


The one-day meeting sponsored 
by lowa jobbers and the National 
Building Materials Distributors As- 
sociation was moderated by Ameri- 
can Lumberman editor Art Hood 


After a general meeting, which 
underlined the spec ifle problems to 
be studied, the retailers and jobbers 
broke up into small round-table dis 
cussion groups to study specific 
questions, Each group was assigned 
a specific question. After a four 
hour session, the results of the in 
dividual round tables were given to 
the entire group. Here are the 
specific questions discussed, and the 
answers 
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1. What help do dealers and job 
bers want, and have a right to ex 
pect from manufacturers? 


Distributors, as a whole, wanted 
more meetings with manufacturers’ 
representatives to help their sales 
men better understand their prod 
ucts and be able to pass this infor- 
mation along to the retailers. 

Both distributors and retailers 
wanted more instruction sheets 
showing application of materials 
and other technical data. 

Retailers wanted more fresh, 
clean sampies for counter displays 
and more sales meetings for their 
selling staffs 

Jobbers felt manufacturers should 
publish and maintain a consistent 
sales policy and sell only to quali 
fied distributors 


2, What can wholesalers do, that 
they aren't doing now, to help retail 
dealers? 


Retailers agreed that salesmen 
calling on them should offer to 
help check their inventories, but 
shouldn’t take advantage of this 
privilege unless requested. 

Wholesalers’ salesmen should call 
on consumers and help in making a 
sale when requested. The retail yard 
manager or an assistant should go 
along. 

The wholesalers’ salesmen should 
know their products and not waste 
the retailer’s time 

When a dealer is giving all of his 
business on a specific item to a 
wholesaler and his stocks are out of 
balance, the jobber should balance 
up his stock at a fair price. 


November 12, 





8. What can a retailer do that he 
isn’t doing now to beat competitive 
types of retail outlets and control 
consumer sales in his area? 


Make it easy for your customer to 
buy. Sell the way the consumer 
wants to—and can—buy, on install- 
ment terms 

Sell only nationally advertised 
products and tie in with the manu- 
facturers’ advertising at the local 
level. 

Exchange credit information with 
other retailers 

Conduct more contractor and con- 
sumer meetings. 

Know your prices and keep your 
price books up to date. Quote a spe 
cific price, instead of saying about 
$10, say $10.95 if that’s your price 

Belong to a retail dealer associa 
tion so you can talk over competi- 
tion, bills and other mutual prob- 
lems with other dealers 


4. What can the retailer do in his 
relations with local contractors to 
stop them from buying direct from 
manufacturers or class B jobbers? 


Have a firm understanding with 
distributors as to their policy of 
products protection to the point con- 
tractors can’t buy materials direct 
This also means the retailer will 
protect the jibber and buy these 
products from him. 

Tightening credit will in itself 
slow down considerable activity of 
contractors buying direct. 

In cases where contractors buy 
direct and do not wish to cooperate 
with dealers, the retailer ean set up 

(continued on page 122) 
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It pays to sell the Leaders 
- MASONRY COATINGS 


TE and 


sa water 52°? seers | \ WATER REPELLANTS 
i< KAY-TITE Meets the modern- 


day needs of either your building contractor 

r ‘‘do-it-yourself" customer. For prevention 
of water seepage in porous masonry, it can 
be used above or below grade, inside or out- 
side. It protects and beautifies. Kay-tite is 
right for all masonry walls—basements, ex- 
teriors and interiors. Special Kay-tite avail- 
able for use on any smooth or non-porous 
surfaces. 10 and 50 pound containers. 


KAY-TITE \NVISIBLE > 


Contains SILICONES. This makes it the 
finest of all water repellants for masonry. 
Prevents penetration of water on exterior 
surfaces: stucco, brick, stone and masonry 
blocks. Stops effloration. Does not dis- 
color. One coat only required. 10 years’ 
effectiveness is assured. 1 and 5 gallon 
containers. 


kek by 26 Years “ 








PROTECTS MASONRY 


AGAINST Use KAY-TITE PLUG, a fast-setting compound, for quick 
WATER SEEPAGE repairs to masonry. 


FOR WHITE 


sce am | AY-TITE COMPANY 


CINDER BLOCK | juiow — 8 WHITE STREET * WEST ORANGE, 


ROE 


ALL MASONRY | seanisn sure BRICK RED ELEVEN FAR WESTERN STATES CONTACT KAY-TITE lide 


GLAZ 1717 WESTLAKE AVENUE, NORTH, SEATTLE 9, WASHINGTON 
ED and TILE COLORS More than 26 yeors of satisfactory performance 
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MANUFACTURERS 
WHOLESALERS 


and allied 


species 


Quality Merchandise 


Personalized Service 


MOULDING PLANTS AT: 
@ Kiamath Fails, Oregon 
@ Redding, Califernia 
REPRESENTING: 
@ White Swen Lumber Co 
White Swan, Washington 


@ Heppner Pine Mills, Inc 
Heppner, Oregon 


@ High Sierra Pine Mills, inc 


Oreville, Colifernia 


MAIN OFFICE: 
855 Sente Cruz Avenue 
MENLO PARK, CALIFORNIA 


veletyP* 
ito 


A 
palo 
104 


calit 


Call or 


TODAY 


We know you will 
be well pleased 
with our service. 


WARNOCK 


Titeels ele hore, 


Circle No. 135 on Coupon, page 156. 
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his own contracting and sales com 
pany to bid and build 


5. The retail dealers’ sales staff 
needs help in selling. What specific 
recommendations can be made to 
manufacturers and distributors to 


answer their problems? 


After the product has been sold 
to the purchasing agent, the sales 
representative should spend some 
time with the people who are going 
to sell the product to the ultimate 
consumer and explain its 
points 

The “teamwork” principle should 
be used by manufacturers, their rep- 
resentatives, distributors and retail 
managers to make more product 
knowledge available to all consumer 
sales people. 


sales 


Association should establish man- 
agement, engineering services to be 
available on a fee basis for market 
research, materials handling, rec- 
ords keeping and advisory services 


6. Specialty selling organizations 
and applicator contractors have cap 
tured a large volume of sales lost by 
the lumber dealer. What is needed in 
the way of sales management and 
training to make it possible for the 
dealer to recapture this business? 


Manufacturers’ salesmen can sell 
the applicator on the merits of using 
a brand-name product. And this 
product is only available through 
the retail dealer. 

Manufacturers should enlist the 
cooperation of retail dealers to set 
up discussions of applications and 
uses of materials within their own 
organizations 

Dealers must do 


more creative 


Obituaries 


Edwin R. 
president and 
A. Sherman Lumber Co., Pots- 
dam, N. Y., died recently after 
undergoing surgery. He is sur 
vived by four daughters, a son 
and 12 grandchildren. Mrs. Saf- 
ford predeceased him in 1955 


Safford, Jr., 76, 
treasurer of 


Percy Bass, 68, P. Bass Co., 
Beaumont, Tex., died Sept. 24 
He is survived by his widow, 
Verna. Mr. Bass had been in the 
lumber business for over 50 
years and had formerly lived in 
Little Rock and Memphis 


Clifford G. Neely, 67, treasurer 
of the Erie Lumber Co., Erie, 
Penna., died Sept. 11. He is sur- 
vived by his widow, Mabel; thre« 
sons, John, Richard and William, 
and seven grandchildren 
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selling. They must expose the con- 
sumer to the idea of quality pro/’ 
ucts, availability of labor and finan- 
cing. 

As a footnote, the retail dealers 
commended distributors as a whole 
on doing a good job in trying to 
channel all merchandise through the 
lumber dealer. 


The following Des Moines distributors at 
tended the round table: John P. Ashton and 
Web Ashton, Ashton Wholesale Service; Rand 
Englebeck and Max Barger, Queal Distributing 
Co,; Charles Strom, Tip Top Distributing Co 
James M. Hoak, Wheeler Lumber Bridge & 
Supply, and Ed Dowd, Nichols Wire & Alumi 
num Co 


Other Iowa distributors attending were: Nor 
land Robinson, Dealers Warehouse Co., New 
ton; Ray E. Johnson, Ft Dodge Wholesale 
Distributing Co Court Ogle, Herrick Co., 
Waterloo; John L. Mackin, Mason City Build 
ers Bupply; ¢ L. Johnson, Nichols Wire & 
Aluminum Co., Davenport; Fred Reese, Stott 
Building Supply Co., Inc., Fort Dodge; Loren 
Van Buskirk, Builders Wholesale Supply, Sioux 
City; C. L. Warnock, Eleo Distributing C: 
lowa City; Roland Mahnke, Hawkeye Build 
ing Supply, Sioux City; Austin D. Storms, In 
terstate Wholesale Service Fort Madison 
Jack Payne, Mid-Continent Lumber Dealers 
Supply, Inec., Fort Dodge, and Harold Goettig 
Valley Roofing & Supply, Davenport. 


Also attending the round table sessions were 
J Jd Gallagher, Ceco Steel Products and 
J. G. Haskell, Consolidated Supply C« both 
of Omaha, Neb., and Clark Warfield, Whole 
sale Distributing Corp., Moline, I! 


Iowa retail lumbermen attending the round 
table discussions were: James Connel!, Wood- 
ford-Wheeler Lumber Co., Clear Lake; Homer 
Denniaton, Denniston & Partridge Co., New 
ton; Cole Berry, Green Bay Lumber Co., Des 
Moines; G. A. Eddy, G. A. Eddy Lumber Co 
Swaledale; Donald Peaslee, Laurens Lumber 
Co., Laurens; E. J. Sprengler, Farm and Town 
Lumber Yard, Mason City Carl Johnson 
Farm and Town Lumber Co., Fort Dodge; Jack 
Wormhoudt, Wormhoudt Lumber Co., Ottumwa 


Other Iowa retailers participating in the dis 
cussions were: Chet Schoeneman, Schoeneman 
Lumber Co., Hawarden; 8. A. Lincoln, } M 
Slagle & Co., Ine Alton Glen Holmes 
8S. Hanson Lumber Co., Guthrie Center; Ernest 
Lawson, Madrid Lumber Co., Madrid; Fd 
Jungst, Farmers Co-op, Lumber Div., Creston 
Gerald Jewett, Sr Jewett Lumber Co Des 
Moines George Nagle, Nagle Lumber Co., 
lowa City’ Phil Worth, Gilerest Lumber Co 
Dea Moines; G. A. Hiland, Hatch & Brookman 
Cedar Rapids; Pete Jepson, Townsend-Merrill 
Co., Dysart; Chuck Sovern, Hatch & Brook 
man. Cedar Rapids, and Grover Schneckloth, 
H. H. Schneckloth Lumber Co., Wolcott 


Northwestern Lum 
attended as 


secretary 


Minneapolis 


Bill Badeaux 
bermen’s Association 
an observer 


Wholesaler Shorts 


Robert S. Mee has joined the firm 
of Morrill & Sturgeon Lumber Co., 
Portland, Ore., reports president E. T. 
Sturgeon. Mee will concentrate in fur- 
ther developing his department in the 
sale and distribution of Douglas fir, 
white fir and fir & larch commons, as 
well as transit cars of the previously 
mentioned specie. 


Wind-whipped flames recently en- 
veloped the entire warehouse of the 
Continental Lumber Co., Boise, Ida., 
in about 15 minutes, advises manager 
L. W. Mitchell. Storage space in the 
plant’s office building also was burned 
out. Cause of the fire was undeter- 
mined. 


Lumbermens Merchandising Corp., 
after many years in downtown Phila 
delphia, has moved its executive and 
general offices to the suburbs at 50 
East Wynnewood Rd., Wynnewood, 
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Penna. President R. C. Fraunberger 
announces warehouses will still be 
maintained in Philadelphia, Penna., 
and Hartford, Conn., as well as lum 
ber storage on piers at principal At- 
lantic seaboards ports. The depart- 
ments which were transferred include 
purchasing, sales, traffic and communi- 
cations, accounting and general ad 
ministration, 


IN WALL PANELS 
its the 


CURFACE 
that CLIC! 


A $300,000 office and warehouse 
structure will replace the headquarters 
of the Roddis Lumber and Veneer Co., 
which burned in Kansas City, Kansas, 
recently. President R. W. Weaver an- 
nounces the new building, of masonry 
construction, will be built on a lot nine 
blocks west of the destroyed main 
office and warehouse. 


The Strable Lumber Co., Cakland, 
Calif., has started construction of a 
modern warehouse building on the for- 
mer site of the old Hogan Lumber Co 
James V. Overcast, president of the 
Strable firm, reports the new building 
will be served by a three-car railroad 
spur. Strable distributes hardwood 
and softwood as well as plywood and 
a special line of boat lumber. 


Panel Provides Simple 
Inventory System 

A perforated hardboard panel 
mounted on his office wall makes it 
easy for purchasing agent Jim 
Abernethy to see at a glance how 
much dimension and shingles Great 
Lakes Distributing Corp., South 


3end Ind has in stock The simple Quality construction is important sure! But in wall panels its the 


Surface that Sells! And FineWood means not only quality con 


inventory system uses golf tees to 
indicate how much of any given 
item the firm should normally stock, 
actual stocks on hand, how much 
stock has been ordered and how 
much is in transit. 

For each dimension normally 
stocked, an area 15 holes high and 
four wide is ruled on the perforated 
hardboard panel. Each hole in the 
15-high, vertical row represents 
1,000 board feet. Under any given 
section, the first tee indicates how 
much of this item the firm normally 
stocks; the second row shows actual 
stock on hand; the third row, stock 
ordered; and the fourth row, stock 


struction, but also the finest, most beautiful surfaces of any Pre 
Finished Hardwood Panels! One wall or a room paneled with 
FineWood precedes all else in a perfect setting for future decor 
and furniture 

FINER CONSTRUCTION Even back and center veneers are 
specially selected to guarantee a permanent glue bond assuring a 
perfect face surface always 

SPECIAL PROCESS FINISH FineWood's exclusive finish cor 

tains basic ingredients that enhance the lustre and stability of the 
panels, making them resistant to moisture. In addition the natural 
color finish gives added beauty and prevents any char ge color 
ond texture 

GREATER VARIETY Nine select hardwoods—Birch, Maple 
Mahogany, Red Oak, White Oak, Sycamore, Walnut Cherry, and 


Limba. Other special woods available on request 


in transit 


ONLY GENUINE FINEWOOD 
PANELS BEAR THIS SEAL 


DULANEY PLYWOOD 


CORPORATION 
1401 SOUTH 12th ST. 
LOUISVILLE 10, KENTUCKY 


JIM ABERNETHY, Great Lakes Distrib 
uting Corp., checks the firm's inventory 
board each morning to bring it up to date 
also to familiarize himself with current 





stocks and requirements 
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SIX PAST SNARKS of the Universe at the 
Hoo-Hoo concat in San Francisco. Left to 
right: J. B. Egan, B. f Art Hood 
editor, American Lumberman, L. H. Stanton 
Lynn Boyd and E. G. Davis 


Springer 


» 


NEW SNARK of the Universe Clifford 


Cliff Schorling 45533 (left) North 
Kansas C ify Mo ‘ congratulated by em 
balmed snark E. G Dave” Davis, 37575 
San Francisco, as Rameses C. D. "Lee 


LeMaster. 29727. Sacramento. Seer of the 
House of Ancients 


looks on 





Record Hoo-Hoo Crowd at ‘Frisco 


Nearly 600 lumbermen from all 
parts of the United States, Canada 
Mexico and the Philippine Islands 
met in mid-September at the Fair 
mont hotel in San Francisco for the 
65th annual convention of the In 
ternational Concatenated Order of 
Hoo-Hoo. It marked the largest reg 
istration in the history of the blacl 





Rernarry Bat 


FIFTY DELEGATES and their wives were 
quests of the ¢ alifornia Redwood Assn 
and the Simpson Redwood Co. on a post 
redwood 
lumber operations in Humboldt County 
Calif. Above Hoo-Hoo 
split log-loading rig hoist peeled redwood 


convention three-day tour of 


tourists watch 


leg to off highway truck 
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cat fraternity. Some 250 wives, the 
greatest number of 
attend a Hoo-Hoo concat 
present 

Clifford “Cliff” Schorling 
North Kansas City, Mo 
new Snark of the Universe for 
1956-57. A study of the membership 
figures in Hoo-Hoo revealed a con 
sistent growth since its reorganiza 


women ever to 


also were 


15533 


was elected 


tion in January 1939. Present 
membership is 14,000 

A high point of the four-day 
meeting, which was devoted largely 
to district reports from the Su 


preme Nine and individual club ac 
tivities, was the initiation into the 
order of a group of lumbermen from 
Japan, who plan to establish a Hoo 
Hoo Club in Tokyo 

Future projects set forth at the 
convention called for intensive co 
operation with all lumber 
tions, both in wood promotion and 
industry education. Secondary proj 
ects include Arbor Day, tree plant 
ing, Keep America Green and 
patriotic programs 


ASSOCIA 


Next year the convention will be 
held in Atlanta, Ga 

Elected to the Supreme Nine for 195¢ are 
Grover Perdew Hartford, Conr Supreme 
Hoo-Hoo, Jurisdiction [; C. R. Ashton, Royal 
Oal Mict Junior Hoo-Hoo, Jurisdiction II 
Ernie I Wales Spokane Wash Custocatiar 
Jurisdiction IIT; John T. Silk, Memphis, Tenr 
Jabberwoch Jurisdiction TV R Ww Seott 
Vancouver, B. ( Arcanoper, Jurisdiction V 
Robert Gallaghe Albuquerque, N, M., Gurdor 
Jurisdiction VI; Charles Greef, Amarille ex 
BRojum, Jurisdietior Vil k J Gottachalk 
Duluth, Minr Serivenoter, Jurtediction VITI 
and & Eugene Madder Washington dD. ¢ 
Senior Hoo-Hoo, Jurisdiction IX 

4 }} i } | 








Tom T. Denison reports he has sold 
his MacAdam St. yard in Portland and 
has moved all of his activities to his 


yard in Metzger, Ore. Casey Vermeu- 
len continues as manager at the Metz 
ger location 


A south Georgia organization of 
building material merchants and lum 
ber dealers was formed at a meeting 
in Waycross recently. Dealers from 
Dougla jaxley, Alma, Blackshear, 
Folkston, Hazlehurst, Nahunta and 
trunswick attended the meeting, 
which was held under the auspices of 
the Building Material Merchants of 
Ceorgia, 


The two-year-old Ogden Supply Co., 
Inc., Boothwyn, Penna., is now oper 
ating from a new warehouse and show 
room building. Built with clear-span 
roof trusses, the building is 77’ wide 
x 107° long and encloses showroom, 
office space and the warehouse, A ma 
jor portion of the construction work 
was performed by the firm’s employe 
The company was founded in April, 
1954 by George W. Haney, president 
and manager 


Richard E. Spelts, Jr., general man 
ager and treasurer of Spelts of Ne 
braska, Inc., Grand Island, Nebr., was 
Nebraska’s 


recent 


named state chairman of 
Republicans at the group’s 


tate meeting 


The board of director of the Cap 
tol City Lumber Co., Hartford, Conn., 
have named Atty. Anson T. McCook 
as the firm’s new president-treasure) 
He replaces Adolph Korper, who had 
been with Capitol for 25 years 

The Madison Lumber Co., New Or- 
leans, La., has been reactivated to a 
full operating basi reports Theodore 
Dendinger II, who recently acquired 
control of the company. Thompson M. 
Dietz II] is the new general manager 
and John S. Schermann is again the 








firm’ ales manager 
Obituaries 
John Dixon Munnerlyn, 62 


died Sept. 18 following injuries 
sustained in an automobile acci 
dent Sept. 11. For the past 33 
years, he had been associated 
with his brother, Henry J., in the 
building material 
tfennettsville, S. C 
survived by his widow, 
daughter, Mrs. 
Grady John 
Evans; a grandchild, Gail Stan 
ton. He is also survived by his 
brother, Henry J. Munnerlyn, a 
National Director and Past Presi 
dent of NRLDA 


lumber and 
busine in 
He j 
Elizabeth; a 
Stanton; a_ son, 


J. Brown Grier, vice-president 
of the Doggett Lumber Co., 
Charlotte, N. C., died Sept. 2 
He was 56. He is survived by his 
widow, Elizabeth; a daughter, 
Betty; a son, J. Brown Grier, Jr 
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ceiling products 
siding, sheathing 


94% wood fibers laminated for great strength 


YOU MAKE CONSISTENT 





PROFITS WHEN YOU SELL 


Besides all the fine products shown below, you have steady demand 


too for Upson *%" and '4” boards which supply the 
needs of well established markets. It’s good to know that 
every sale of an Upson product means an assured 
unvarying profit. So recommend, display and sell Upson 
products. Your profit statement will show the benefits. 


soffits, carport, 
porch ceilings 


For your builders! Upson supplies 
soffits, carport and porch ceilings 
already primed, pre-cut to sizes your 
builder uses. Soffits can be supplied 
with vents, too. Highest quality 
lowest priced soffit and 

ceiling material on the market 

Send coupon for quotation 


“ 
g 
¥ 
Z 
“ 


sheathing 


Super-strong Upson All Weather 
Sheathing aieieetes corner bracing, 
waterproofed. Exclusive sales point 
Available in giant sizes up to 8’ x 20’, 
as well as 4’ x 8’. Exceeds FHA and 

VA minimum construction requirements 


primed siding 


Now in wide use Advantages te 
builders: front and back primed by 
Upson; cut to uniform 12" by 12 
Minimum waste. No splits. No 
short lengths. Unusual profit margin 
Kasy to apply and finish 

Finished job straight-edged 


beautiful 
4 
in a. 


interior walls 


Full wall size %%" Upson 
Strong-Hilt, a beautiful 
modern wall and ceiling 
material. No joints from 
corner to corner. Available 
in standard 4 widths 
Kxceeda FHA and VA 
minimum construction 
requirements. Good 
profit item Free details 
mail coupon 


FREE DETAILS 





UPSON 


BuILDING Propucts Mercus 


The Upson Company, 8411 Upson Point, Lockport, N.Y. 


Please send free details on 


Y and “%" Upson Fiber Wall Boord interior Walls 


e 


Soffits, Carport and Porch Ceilings Primed Siding 


Sheathing 


jobbers Address 
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THE LUMBER MARKET 


Market Improving 
In Seattle Region 


SEATTLE The market has 
taken a turn for the better and 
there is a more optimistic feeling 
among the trade though there have 
been no major developments to war- 
rant this. Prices are little changed 
except for green fir dimension 
which has advanced $1-$2. 

It is felt here that the long de 
cline in prices which began early 
last summer has stopped. Curtail 
ment and approach of winter 1s 
helping to stiffen prices. Yards are 
buving cautiously seeking stocks for 
winter and not wanting to be forced 
into a higher-priced market. Upper 
prices are steady. Fewer transits 
are out and they bring better prices. 
Curtailment is severe in British 
Columbia and Canadian competition 
in hemlock, pines and spruce tends 
to weaken the U. S. market 

Dry hemlock is soft. Shingles are 
“a little weaker « xcept for No. 2 per- 
fections which have advanced 25¢. 
Orders are not confined to any par 
ticular section of the country. Cedar 
siding is unchanged in demand or 
price, Pines are soft to steady de 
pending on the specifications. The 
lower grades are not selling but No 
3, 1x12 common is in good demand 
and has jumped from $70 to $74. 

Good production weather has 
helped input of logs and the Oct. 1 
inventory is one of the highest in 
years. Puget Sound reported 582% 
million feet, an increase of 102 mil 
lion for the month A year ago 
stocks totaled 511 million. Colum 
bia river on Oct. 1 had 576% million 
feet or 54 million more than on Se; 
tember 1. A year ago the figures 
were 432 M million feet. Grays 
Harbor with 99 million, gained 17% 
million for the month. On Oct. 1 
1955 the district reported 78 mil 
lion 


Government Buying 
Strong in Tacoma Area 


TACOMA Except possibly for 
an increase of government buying, 
there appears to be little change 
in the market situation. The gov 
ernment purchases, both actual 
and contemplated, are interpreted 
in some quarters as a move to take 
advantage of the current situation, 
which on the whole is most favor 
able to buying 

More contracts for supplying 
lumber to the Army Corps of En 
vineers in the far east have been 
lumber firms, ac 
cording to R. W. Ross, president, 
Rusdick Lumber Co, Ross reports 
that Rusdick received a contract to 


issued to local 
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1,150,000 feet for $60,670 
Other Tacoma firms receiving 
awards included Weyerhaeuser 
Sales Co., 300,000 feet for $18,770 
and B&N Lumber Sales, 100,000 
feet for $5,245. Ross said that 
total contracts, for which 53 
firms bid and 18 contracts were 
awarded, covered 18,750,000 feet 
for export. 

Reports are current that con 
templated additional government 
buying to take place soon includes 
approximately $2,500,000 worth of 
lumber and plywood. This, accord 
ing to reports, will be spread over 
mills throughout the Pacific north 
west. 

Log and lumber production gen- 
erally continues to be steady and 
inventories are accumulating. Sev 
eral shipments of Philippine and 
Japanese hardwood lumber and 
plywood, intended for furniture 
and panel manufacture, have been 
received. 


supply 


Southern Pine 
Firm at Baltimore 


BALTIMORE—There has been 
some firming up of pricing in the 
southern pine market in the last few 
weeks, although production still is 
somewhat ahead of demand. The 
blame for this present and recent 
situation is blamed at least partially 
on the tight credit situation by 
many local dealers. Pricewise, most 
yellow pine items are up around $5 
per M, with the most noticeable ad 
vances being in the industrial lum 
ber. 

Fir is down somewhat to what it 
has been, and most fir items show a 
drop of around $10 per M. Some of 
the more desirable items continue to 
hold their own; but this is not un 
usual. Pricewise, the 2x4s and 
2 x 6s in popular lengths bring from 
$96 to $104 per M delivered in 
Baltimore. Few if any transit cars 
of this lumber are on the market at 
the current writing 

Plywood is at extremely low ebb, 
and demand is far below supply 
Many northwest mills are reported 
ly closed down, at least temporarily. 

The hardwood market seems to 
be fairly firm in this area, although 
wholesalers expressed some concern 
over the general market conditions 
It was pointed out that there is not 
nearly as much activity as had been 
expected, and the reasons for this 
are not clear. Some dealers feel that 
perhaps this is due partially to the 
uncertainties of an election year; 
but this is only part of the story. 

Pricewise, very little material 
changes have been noted, although 
flooring prices have dropped as 
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much as $35 per M. Cherry in the 
4/4 FAS brings around $320 per M, 
and walnut in these same grades 
can be had here for close to $450 per 
M. The 6/4 stock ranges around $20 
per M. higher. Oak remains fairly 
stable as does mahogany 


Mills Resisting 
Price Reductions 
KANSAS CITY 
shading was taking place in south 
western lumber quarters as October 
drew to a close but it was in isolated 
cases and limited to mills with sur 
plus stocks. Business has slowed 
down considerably but mills have 
resisted the price reductions by cut 
ting back production in line with 
demand. The weather has been bad, 
particularly in Arkansas and in the 
southeastern parts of the district. 
The rains have curtailed production 
to a point that common lumber in 
certain grades are on the scarcity 
list. This was particularly true fo1 

No. 2, 1 x 8 common boards 

Mills are not concerned over the 
lack of advance orders from retail 
ers in the district because the trend 
toward immediate requests is gain 
ing. Because retailers are close to 
the source of production, mills gen 
erally can ship by truck to the re 
tailer on fairly short notice. The 
rub, according to mills, is that the 
retailer is demanding that the mill 
carry the inventory. This requires 
less working capital for the retailer, 
but involves the manufacturer to a 
greater extent 

Mills, it is reported, are losing 
business by not being able to fill 
orders as quickly as some retailers 
demand. Yet, mills are not building 
up inventory. The finish market re 
mains weak, as the supply is much 
greater than the demand and mills 
show a wide assortment of prices 


Some price 


Remodeling Booklet 


The special 36-page section, 
“How to Organize and Operate a 
Home Improvement Department,” 
featured in the Sept. 3 issue has 
been reprinted in booklet form. 
Single Copies $1, 25-50 copies 75¢ 
each, 51 or more copies 55¢ each. 
Send your order to American Lim 
berman, 139 N. Clark Street, Chi- 
cago 2, Ill. 
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SELL YOUR CUSTOMERS LONG-TERM 
LIFE INSURANCE FOR EVERY HOUSE THEY BUILD 


Now you can sell your customers long- led in frame brick or venee! walls. ‘Phe 
home-destroying Recessed Flange I ype needs no wall framing 
a ndensation, dampness and heat-acculm- for new construction oO! residing jobs 
ulation. Here's how to fill all ther ven Sell Gold Bond Roof Ventitaters foi 


old Bond's full line shingled roots of any pitch and supple 
ventilation roof or att wall with 


term protec von against 


tilating needs with ¢ 


ot Aluminum Louvers and Ventilators . men 
Wall and Under Lave Ventilators 


and make a profit doing tt 
ki undation Ventilators are ivatlable with 


Gold Bond's Adjustable Louver hts 4-12 
through 12-12 pitch a greater range than or without dampers they can replace 4 
any other adjustable louver. It’s an inte- standard concrete block or be attached 
can’t come apart The Fixed to ends ol 
foundations 

Make Gold Bond’s full louver line an 
other Gold Bond full proht line, National 
kly instal- Gypsum ¢ o., Dept AL-116 Buffalo 2. N \ 





grated unit wood joists im poured concret 


Louver, with an exe jusive design that gives 
permanent and rattle-tree installation, 18 


ideal for atti fans. 


The Flush Flange Type is quit 


ADJUSTABLE LOUVERS 7 sizes Up 


to 92" base from 4 to 5 vanes 


ROOF VENTILATORS 
rools of any piteh 


a 
—==a34 
ee | 
—_ SSS. 
0 ae " —— ecw 
FIXED LOUVERS 4-12 itch, 5 sizes from / = = = wail AND UNDER EAVE 
== =— veNTILATORS for unde! 
> en 


to 12 base 5-12 piten ( 817¢8 from is lo 
(| 
ott 
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FLUSH AND RECESSED 

LOUVERS Flush 11 

sizes up to 50" x 2 ‘g 

Recessed / sizes up 14 

to 24"x 30" Hit FOUNDATION VENTILATORS 
ee) Fit standard If . 

















1 with FHA-required 8-mesh al 
tlate , 


f 
undation Vent MIAITRUI $4 


reer 
s which are due : 


ast aluminum 


ALUMINUM LOUVERS AND VENTILATORS Y @ & A 


ee. wien, at Gold Bond 
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LUMBER PRICES Biiz-a 


The following index is intended merely as « check on buying practices. It is « compilation 
end average of mill prices at press time and should not be considered as current on the dey 
the magazine is received. The prices should be useful in followin 


cheek on purchases made approximately ten days before receipt of the magazine 


DOUGLAS FIR 


Vertical Grain Floering 
BLBtr Cc 
x4 10.00 165,00 


Fiat Grain Flooring 
IA 145.00 
inb 65.00 


140.00 
160.00 
Drep Siding 
inh (Pat 
(Pat 


LY Ls 8) 
155.00 


150.00 
150.00 


#106 
int iis) 
Ceiling 


% by 4 
1x4 


275 00 
115,00 


120.00 
110.00 


Boards and Shiplep and 7’ 
yt 
61.0 é 


(Green) 


4 


Utility Dimension +/1 only 
204 
2x6 
2x8 
2x10 
ZatZ 
(Add $8.00.$10.00 for dry 


lumber.) 


RED CEDAR SHINGLES 


Royals 
No. ! Z 4/7 
No. 2 274" 4/2 
No, 3 24 4/2 
Perfections 
N 1 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed cars 
bundling &' to 16 are 
Beveled Siding, '/, Inch 

wt 
90.00 
75.00 
90.00 
115.00 


) 4 ir 
' if r ot 
b inc? 7.00 
8 inct 120.00 


P 
; 


b 
b 
t 
t 


« 


Celar Bungalow Siding, % Inch 
165.00 160.00 
185.00 180.00 
i 216 210,00 
Finish, 8 and Bir, $2 or 45 
6' to 16’ of rough 

iy @ 

x0 
Ceiling or Flooring, 8 and Btr 
I to 16° of longer 

8 & Btr 


135.00 
145,00 


125.0 
14.00 


Discount on mouldings 6° te 20° odd lengths 
Series 6,000. 

Listing under 2.001 
Listing 2.00 and ove 
Clear Lattice At 1%" 

100 lin. 


1x3 
ix4 


t plus 35 per cent 
st plus 40 per 
5’ to it" 


128 


f 


105.00 


100.00 
120.00 


110,00 
110,00 


75.00 
7.00 


, new 


B 
55.00 
60.00 
80.00 
an 0 


125.00 
155.00 
170.00 


WESTERN PINES 


Ponderosa Pine 
5/428W 
and 


Selects 


4s 4/4 RW 6/4 RW B/4 RW 


290.00 
245.00 


CBBIr, Ri 275.00 
DR 235.00 
Shop, $25 

No. | 
142.00 
144.00 


5/4 
6/4 


Commons, $2 or 45 
xB ORL 
xi2 RI 

idaho White Pine 

Selects $2 or 45 
CABr, Ri 
D RI 

Commons, $2 or 45 
ix 6 
txt2 

Sugar Pine 

Selects $2 or 45 
C&Btr, RI 
D RL 

Shop, $25 


5/4 
6/4 


OAK FLOORING 


1 
178.00 
185.00 


Clear Plain 
at, 
g42'/4 
White 200.00 
Red 210.00 


. 

Le 
1As 00 
185.00 
Sel Plain 


White 
Red 


175.00 
175.00 


145 0 
177.00 
#1 Com 
White 140 
Red 
#2 Com 
Plain White & re 
tt! Com. & Btr 
Shorts 
I% 


SOUTHERN PINE 
Vertical Grain Flooring 
BABtr 
x4 225.00 
Fiat Grain Flooring 
1x4 
1x6 


170.00 
17.00 
Drop Siding 

Ix6 $2106 

inh HIG 
Boards & Shiplep 


91.00 


1x6 
130.00 
85.00 
74.00 


No, | (D grade) 
N 2 
N 3 

1 Dimension (Dense) 

100.00 

100.00 

100.90 

2x10 115.00 

2x12 130.00 

No. 2 Dimension 

96.00 


24 
2x6 90.00 
2x8 90.00 
2x10 96.00 
2x12 99.00 

No. 3 Dimension R/L Only 
2x4 
2x6 
28 
2x10 
2x12 


No 
a 
100.00 
104.00 
100.00 
115.00 
130.00 


95.00 
93.00 
88.00 
100.00 
99 00 
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REDWOOD 


Bevel! Siding 


. Clear All 
% . Cleer All 
7" Clear All 
ah Clear All 
Vex J Clear All 
%4x10 V.G. Clear All 
%x12 V.G. Clear All 
Note: A grade V.G. 


(pe & V.G. Clear All 
x o 


Heart 
Heert 
Heart 
Heart 
Heart 
Heart 
Heart 
Heart 
Heart 
Heart 


Redwood Siding $5.00 less 


for '/2, Ye and % in above sizes. 


Finish 


Ix 4 Clear Heart S4S 
ix 6 Clear Heart S45 
ix 8 Clear Heart S4S 
1x10 Clear Heart S4S 
ix!2 Clear Heart $48 


300.00 
255.0 


No 


110.00 
114.00 


No. 4 
65.06 


WESTERN 


Vertical Grain Flooring 


1x4 


Fiat Grain Flooring 
ix4 
'x6 
Drop Siding 
ixh (Pat. #! 
ix6 (Pat. # 
Celling 
Yqx4 
1x4 
Boards and Shiplap and 


06) 
6 


HEMLOCK 


BABtr 
150.00 


135.00 
140.00 


2" 


1x6 


Construction 74 
Standard 47 


Utility 69 


Construction Dimension 
14 
r) 


8. 
8. 
2.( 
8.00 


73 
2 
77 
ie) 


B3S3S3~ 
88888 


00 
00 
00 
0 


pb ee br Pet 


38388 


Utility Dimension r/! only 


2x 4 
2x 6 
2x 8 
2x10 
2x12 


43°85 


22a ws 
888388 


ENGELMANN SPRUCE 


Boards and Shiplap 


Dimension 


é 


Dimension 


J / 


(Dry) 


The 


13.% 
74.00 


+9) 


Mills are now grading boards No. 2 and 3 


Mills do 


common 


71.00 as in fir 
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Very Impressive Profits 
are yours when you sell 
the line that’s famous 

for quality everywhere! 


Consistently advertised in the nation’s buy-minded 
publications, K-V fixtures are the most-asked-for line of 
their kind, Customers prefer K-V’s lifetime sturdiness 
and beauty—virtues you will find most rewarding, too, 
in year ’round profits and sales action. 


K-V ... FIRST IN CLOSET FIXTURES 


Roomy K-V 552 Purse Rack View-all K-V 575 Tie Rack 
K-V ... FIRST IN KITCHEN FIXTURES 


Slide-away K-V 793 Towel Rack Easy-glide K-V 790 Pan Rack 


K-V ... FIRST IN BUILT-IN FIXTURES 


self-selling all-in-one 
shelf assembly packages 


Easy to follow illustrated 
instructions on the boxes 
which contain a complete set 
of standards and supports for 
either open or set-in 

shelves for every use. 


K-V 80 Standards 
with K-V 180 Brackets 


—_—_—— 


K-V 233 Standards 
with K-V 239 Supports 


DO-IT-VOURSELF profits, 
too, from K-V Drawer Slides and 
K-V Sliding Door hardware. 


Check stock and stock up on 
the K-V fixtures folks will be 
asking for at your store! 


KNAPE & VOGT MFG. 
GRAND RAPIDS, MICHIGAN 
Circle No. 61 on Coupon, page 156. 
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Lu-Re-Co Homes Now 
Nationally Advertised 


Means 

MORE VOLUME, 
MORE PROFIT 
for all 


AUTHORIZED DEALERS 


~¢) BOOK ir 
iG BUILDING 








This is a reduction of the 
first advertisement appeering in 
HOUSE BEAUTIFUL GUILDING 
MANUAL, HOUSE & GARDEN 

BOOK OF BUILDING, and NEW 

HOMES GUIDE 


+ More Comfort 
+ More Convenience 
* More Room 
+ More Styling 
+ More Savings 


Mor than 1,100 author- 


ized dealers have increased 


DESIGNED BY 
FAMOUS ARCHITECTS 
SUCH AS 


volume and profit with the BERTRAM A. WEBER 


FRED AND WILLIAM KECK 


Lu-Re-Co pre-assembled wall 
L. MORGAN YOST 


pan | method of home building 
nationally 
if home pub 
yn replies 
A will be 
can convert 


ale That 


more volume... 


deale1 
n this national adver 


ming authorized 


Lu-Re-Co dealers should write 


LUMBER DEALERS RESEARCH COUNCIL 


Ring Bldg. + 18th & M St., N. W.* Washington 6, D.C. 
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Yale 600 Padlock 


Designated as the Yale 600 padlock, 
this new locking device is construct 
ed with a solid, rustproof, aluminum 
finished case, The new 600 padlock has 
a %” diameter steel shackle and a 
i-cise tumbler mechanism. Weather re 
istant, suggested uses include secur 
ing of garage, cellar and shed doors, 
tool boxe . locker and gates In addi 
tion to individually keyed locks, the 
new padlocks are also available in sets 
of keyed-alike locks. Yale Lock & 
Hardware Div., the Yale & Towne Mfg 
Co., Dept. AL, Chrysler Bldg., New 
York 17, N. Y. 


tivele Neo, 201 on Coupon, page 156 


Cabinet Oven Unit 


cabinet oven unit that is 
adaptable for 60 different gas or elec 
tric built-in type oven units is waist 
high and is surrounded by valuable 
storage pace An added feature of 
the Bilt-Well Cabinet Oven Unit is 
the new drop-down door below the 
oven, giving extra added space for the 
storage of kitchen utensils. The new 
unit is manufactured of all clear, kiln- 
dried ponderosa pine, sanded satin 
smooth and furnished semi-assembled 
Carr, Adams & Collier Co., Dept. AL, 
Dubuque, la 
Civele Ne, 202 on Coupon, page 156 
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New Interior Panel 


A new interior panel in a wood 
grain pattern, called Seadrift, incor- 
porates random grooves and butt 
joints falling at a groove, The 4’x8’ 
and up to 16’ panels are 4” tempered 
Presdwood with an embossed surface, 
Seadrift may be installed over a stud 
wall or furring strips 16” o.c., or over 
a solid wall with tileboard adhesive 
Casing or finishing nails, set in the 
deep parts of the embossing, need not 
be set or puttied, it is said. Seadrift 


may be finished in a single tone or 
lacquer 


111 W 


two-tone paint, enamel or 
Masonite Corp., Dept. AL, 
Washington St., Chicago 2, Ill 


Civrele No, 208 on Coupon, page 156 


The Wooster Adjusta-Brush 


The Wooster Brush Co. is manufac 
turing a brush with a swivel handle 
which locks in any of four positions 
from right angle to regular position, 
it is said. Narrow shelves, picket 
fences are easily painted with the 
Adjusta-Brush. The brush features 
Wooster Exploded Tip bristle and is 
available in three sizes, 2”, 3” and 
4” widths. The Wooster Brush Co., 
Dept. AL, Wooster, Ohio 


Cirele No. 204 on Coupon, page 156 


Sisalation Foil-type 


Made of a sheet of pure aluminum 
foil laminated to a sheet of aluminum 
coated kraft paper, Sisalation Foil- 
type is a new insulation product pri 
marily used for application in side 
walls, floors and ceilings in residential 


November 12, 


It will reflect approxi- 
mately 95% of radiant heat flow, says 
the manufacturer. It is reinforced 
with a double layer of crossed fibres 
which is said to give the product the 
extra strength to resist tears and rips 
during application. American Sisal- 
kraft Corp., Dept, AL, Attleboro, Mass. 


Circle No. 205 on Coupon, page 156. 
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Non-Ceramic Decorator Brick 


Z-Brick, a brand-new, non-ceramic 
decorator brick, designed especially 
for interior use, was developed to make 
possible interior unit masonry accents 
without the need for special founda 
tion or the use of mortar. Only simple 
tools are required to apply Z-Brick, it 
a carpenter’s level, a round 
file, a keyhole or hacksaw and putty 
knife. Z-Brick cuts easily just like 
wood. Vermiculite Mfg. Co., Dept. AL, 
Seattle, Wash. 


Cirele No, 206 on Coupon, page 156, 


is said: 


Modern Kitchens in Wood 


A complete new line of modern 
kitchens in wood features a choice of 
two woods, birch and ph. mahogany, 
new designs in modern flush-type cabi 
nets and new contour styling with 
sleek flush lines from ceiling to floor 
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Doors are of Tee-Cor construction, 
stable against dimensional changes 
under all climatic conditions, it is said. 
Each unit is shipped carton packed 
with complete assembly instructions 
Morgan Co., Dept. AL, 520 Oregon St., 
Oshkosh, Wis. 


Cirele No. 207 on Coupon, pau 


Slide-a-Fold Interior Door 


Slide-a-fold doors of two or more 
panels of any height, from small cabi 
net size to complete floor-to-ceiling 
dividers, may be made from solid wood, 
plywood, hollow plywood, woven wood 
strips n wood frames, Fiberglas, 
Plexiglas, or any fabric that can be 
framed with wood or other materials. 
Standard two-panel slide-a-fold door 
are sized for 6’, 2’, 2%’ and 3’ open 
ings and four-panel slide-a- folds are 
sized for openings of 3’, 4’, 5’ and 6’. 
American Screen Products Co., Dept 
AL, 807 N. W. 20th St., Miami, Fla 


Cirele Neo. 200 on Coupon, page 156 


Reinforced Garden Hose 


Garden hose with visible tire-cord 
reinforcement is now being cffered in 
a complete range of inside diameters 


and lengths. It is available in 7/16”, 


%” %” and %” inside diameters and 
in 25’, 50’, 75° and 200’ lengths. Out 
standing advantage of this hose, 
manufacturer says, is that it will not 
burst from water pressure, even if left 
in hot sun for days under full pressure 
All the hose is made of vinyl with re 
attachable couplings. Supplex Co., Div 
cf American —_ 1 Rubber Co., Dept 
AL, Garwood, J 
Cirele No. 209 on Coupon, page 156 


(continued on next page) 
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CERTIGROOVE 
CEDAR SHAKES 


NUMBER | GRADE 


100% tdge grein 100% Heartweed 160% All Clear 
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f Commerca Standare CS 
wad by OS Degt of Commerce Wasteagion 0 ( 


RED CEDAR SHINGLE BUREAU 
tte Wash Vanteuve ec 


Insist on Genuine Certigroove Cedar 
Shakes. Only those shakes inspected by 
the Red Cedar Shingle Bureau can 


carry the Certigroove label.” This label 


is your assurance of number one grade, 


full count and full coverage. 


La Ue Ce CL 
Grade-marked, quality-inspected 
Certigroove shakes. Anything less—no 


matter what the cost—is no bargain! 


RED CEDAR SHINGLE BUREAU 


5510 White Building, Seattle 1, Washingto 
550 Burrard Street, Vancouver |, 8. 


*You'll find the Certigroove 
label either beneath the 
bandstick of shake bundles or 
prir ted on shake cartons. Look 


for it. It's important to youl 
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NEW PRODUCTS 


(begins on page 130) 





New Way to Fasten Tie Rods 
Wedgnut 


necessity of nut 


completely eliminate the 
bolts, pre-threaded 
bolts, lock nuts and lock wires, it is 
said, Wedgnuts consist of four parts: 
an outside internally coned shell that 
holds two precision tapered wedges 
and a cap that keeps the two wedges 
in the outside shell. The design of the 
two wedges in combination with the 
external cone is such that when slipped 
into position on a threadless rod they 
have a self-action trigger locking grip, 
manufacturer says. Available in thre« 


“GALVANNEALED” FARM FENCE — Noth 
ing can touch Mid-States Galvannealed for 
long life, ability to last. It's triple-wrapped, 
heavily-crimped—built to resist expansion 
and contraction. Through a special heat proc 
ess, the copper-bearing wire has a thick 
coating of protective zinc fused into the steel! 


HARDWARE CLOTH—Stee!l fabric woven 
from copper -bearing steel, Heavy, bright zinc 
galvanized coating applied after weaving for 
utmost protection against corrosion. Uniform 
In width with double selvage for extra 
strength. Unrolls evenly—no sagging or bulg 
ing. Standard roils 100 lineal feet. 50 foot 
rolis and 25 foot rolls also available 


sizes: 4”, %” and %”. Morrow Mfg 


Co., Ine., Dept AL, R. F. D. No. 1, Old 


Baptist Rd., East Greenwich, R. I 


Circle Ne. 210 on Coupon, page 156 





“GALVANNEALED” BARBED WIRE— 
Stays on the job long after ordinary galva- 
nized wire must be replaced. Made of copper- 
bearing wire with protective zinc fused into 
the steel. Barbs well-pointed and uniformly 
spaced on evenly twisted cables. Types and 
weights available for all needs 


<< 
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MID-STATES STEEL WIRE NAILS— 
Made from full-gauge, open hearth, copper- 
bearing steel. They're strong, well pointed, 
uniform and have well-centered heads that 
won't fly off or break. Bright, blued, cement 
coated or galvanized finishes, packed in 100- 
pound cartons 


MID-STATES STEEL AND WIRE COMPANY 


CRAWFORDSVILLE 


Circle No, 63 on Coupon, page 156. 


INDIANA 


JACKSONVILLE, FLORIDA 
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Give a Pair of Paint Brushes 


A matched pair of paint brushes 
guaranteed by the manufacturer for 
five years is offered as the perfect gift 
for the man who loves his home. Beau- 
tifully gift packaged in gold foil. The 
Wooster Brush Co., Dept. AL, Wooster, 
Ohio. 

Cirele No, 211 on Coupon, page 156. 


~€ 
~" 


Ardox Spiral Nail 

The Ardox spiral nail is now being 
manufactured and marketed in the 
U.S. by Jones & Laughlin Steel Corp., 
under a licensing agreement with the 
Steel Co..of Canada, Ltd., which de 
veloped the nail and the process for 
producing it. According to J & L, the 
Ardox nail has greater holding power, 
is easier to drive and reduces wood 
splitting. Jones & Laughlin Steel 
Corp., Dept. AL, 3 Gateway Center, 
Pittsburgh 30, Penna. 

Civele No. 212 on Coupon, page 156 


New Lock for Aluminum Doors 


A new lock for aluminum screens 
and combination doors offers both 
aluminum knob and lever handle and 
stainless steel escutcheons which have 
an electro-statically applied aluminum 
weather-protecting finish. Color match- 
es aluminum doors. Spindle of the unit 
is solid steel, The lock has no zine 
die-cast parts and features rugged tie 
bolt installation, manufacturer says. 
Slide lock on the inside escutcheon 
locks securely with a finger-touch, it 
is said. Dexter Lock Div., Dexter In 
dustries, Inc., Dept. AL, Grand Rapids, 
Mich. 
Cirele Ne. 213 on Coupon, page 156. 
(continued on page 137) 
AND 
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MILK and PACKAGE 
RECEIVERS 


%& CLOSE FITTING 
%& INSULATED 

Ww REVERSIBLE 

wk EASY TO INSTALL 





] 


for General Catalog 





Designed to provide the ut- 
most in convenience, the 
DONLEY milk and pack- 
age receiver is strong, 
durable and good in ap- 
pearance. Inner door is 
ventilated, has latch of 
cupboard type, Outer door 
is insulated. Both doors 
swing on brass bearings. 
Installation is rapid and 
economical, 


6865-A-DB 


FLUSH-FIT 


NO SPECIAL 
FRAMING 


STURDY 
CONSTRUCTION 


CONCEALED 
HINGE-LUGS 


we SIZES: 8x12, 12x16, 16x 24 AND 24x 32 


DONLEY access doors are designed to be incon- 
spicuous and yet provide convenient access to 
pipes, valves or wires which are located in walls. 
Doors are made of sturdy sheet steel. Flush design 
means they can be painted or wall-papered to 
match adjoining areas. They are secured by means 
of concealed lugs and require only a screw driver for 
loosening. Outer frame edge is perforated for 
plaster key. 


Write today for 


General Catalog 
THE 
BROTHERS COMPANY 
13928 Miles Avenue 
Cleveland 5, Ohio 


Circle No. 64 on Coupon, page 156. 
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Save space 


brearilifrelly 
... with folding doors 


covered in 
GENERAL VINYLI 











GENERAL 


PLASTICS 


The General Tire 
 mmpan y 
Saas a 
* Guaranteed by © 
Good Housekeeping 
. * 


ag * 


& Rubber ¢ 


45 aprvornee 
eens 


@ WIPES CLEAN... . with sudsy cloth! 
@ RESISTS . . . staining and scuffing! 
@ WON'T . . . support combustion! 


THE GENERAL TIRE &4 RUBBER COMPANY 
Pennsylvania Division *« Jeannette, Penna. 


Please send me the names of distribytors in my area that sell folding 


doors made with General vinyl 


Nome 
Address 


City Zone 
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LUMBER COMPANY 
INCORPORATED 1921 
ABERDEEN, WASHINGTON 


5,000-Pound High Lift 


A 2% ton factory and warehouse 


prosttonterors end Gtevethapeey of | high-lift truck—the W-50—featur« 
WEST COAST wooos | heavier counterweights, a heat-treated 
| tilting mast and a 42 hp Continental! 

Douglas Fir, Hemlock, Ceder, | | industrial engine (Ford engine, if pre 


Pine, White Spruce . | ferred), The manufacturer stresse 
| that power-steering is supplied on the 


AND SHINGLES | W-50 as standard equipment. Special 


forks, booms, hydraulic side shifter, 


| | tilting shovel and other attachment 
hath ‘éihes ot Vela Machen Iting . hovel and « her attachmen 
are available as extra equipment 


is geared to provide fast, | Truck-Man Div., Knickerbocker Co., 


experienced and complete | Dept. AL, 536 Liberty St., Jackson 


Mich 
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information regarding place- 
ment of your order. 


BRANCH OFFICES 


CALIFORNIA 
Eureka 
Menlo Park 
Los Angeles 


OREGON 
Portland 





NEW YORK 
New York City . 
massachuserTs New Talk-A-Phone Series 


Medford Automatic voice control that doe 
away with the need for manually op 
erating any controls during conver 
sation, yet permits private and selec 
tive communication, is featured in the 
new Super Chief Automation Serie 
7700 Talk-A-Phone. Built-in Auto 

emery tm mation, which provides for automatic 
e voice control, automatic traffic control 


4 ™ 
, MAIL THIS _ and automatic monitoring signal, as 


well as closed circuit conferences, 


sO0U PON TODAY'S makes it unnecessary to use the talk 


listen control. Series 7600, a compan 
alae Bothy eee SIR ANT \ ion model, features automatic touch 


control as well as automatic control 


he wd proof! ef your et ond serv. | and closed circuit conferences. Talk 
ce, nd name, eddress my neorest Ap »~C de } 512 s ) 
Twin Horbers wholesaler or salesman, - snipes Chleane iti Al, 1512 8. Pu 


Firm. : ‘ we TR Cirele No. 215 on Coupon, page 156 
Address. 
City, Stote__ 
Center Control Fork Truck 
A new electric-powered, stand-up, 
center control fork truck, with a ca- 
pacity of 10,000 lbs., features front 





n Coupon, page 1ot 





wheel drive, rear wheel steer and has 
a travel speed of 4.5 mph without load, 
4 mph with a full load, manufacturer 
says. Other features of the truck in 
clude contractor control with auto 
matic acceleration; four speed forward 
and reverse. The Elwell-Parker Elec- 
tric Co., Dept. AL, 4205 St. Clair Ave., 
Cleveland 3, Ohio 
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Dandie Junior Mixer 

The latest addition to the Kwik-Mix 
line of concrete mixers is a popular 
priced model 3%-S tilt-type unit. 
Called the Dandie Junior, the new 
mixer is said to be of rugged, light- 
weight construction and complies with 
all AG¢ pecifications, including a 
capacity rating of 3% cubic feet of 
mixed materials plus 10% overload. 
Powcred by a standard-make 2.2 hp 
air-cooled gasoline engine, or optional 
electrie motor, with single V-belt pow- 
er transmission. Kwik Mix Co., Sub 
of Koehring Co., Dept. AL, Port Was 
ington Wi 
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oP Tain 
New Rotary Planer 


The new Tri-Planer can convert a 
drill press to a rotary planer in 60 
seconds for smoothest wood finishing, 
manufacturer says. Tri-Planer oper- 
ates on any drill press with 42” chuck 
ing capacity. It has a 3” diameter ma 
chined aircraft alloy body with a '%” 
diameter cast-in steel shaft. Each of 
three tool steel blades are sharpened 
on the bottom and outside edges and 
cuts a full %” deep x 2%” wide 
Lloyd’s Craftlines, Dept. AL, 921 E 
Cedar Ave., Burbank, Calif. 
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Soldering & Electrical Kit 


A new all-purpose, heavy duty, pr 
cision soldering and electrical] kit con 
tains an Ungar heavy duty pencil 
soldering handle; two interchangeable 
tips, one for heavy duty soldering and 
the other for precision soldering, tile 
cutting and heat sealing; plus all the It” booklet, The Ungar Electric Tool 
electrical repair essentia such as Co,, Dept. AL, Redwood, Lo 
electrical terminals, trouble light, cir Angeles 66, Ci 
cuit tester, electrician’s tape, resin Cirele No, 221 on Coupon, page 156 
core solder and a 20-page “How To Do (continued on page 138) 


| QUALITY 
Paint Brush Display | & 


Extensive interviewing of retail 2 
dealers has resulted in a new sales- | — UNIFORMITY 
tested paint brush display that holds i 
a balanced line of 11 popular sizes of 
Provenbest paint brushes ranging 


from one to four inches in width. It From our sawmills and buying offices 


is also designed so that dealers can : TW&J offers BALANCED SERVICE 
put their own prices on the brushes. £ 

The wire rack display is small enough 
for counter display (occupying less 
than two square feet of counter space) 2s oA ‘ sugar and Ponderosa Pine Shop and Selects 


but can be used in other ways throug} 
eae ee eed y h Mip To ee “sugar and Ponderosa Pine Boards 


on carefully manufactured 


out the store. Maendler Brush . = . 
Co., 7. Dept. AL, 138 E. 9th St., St ' hi Douglas and White Fir Shop and Selects 
Paul 1, Minn. 
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Douglas and White Fir Dimension and Boards 
WM incense Cedar Boards 

W Redwood Siding and Finish 

Ponderosa Pine and Fir Mouldings 

© Pine Sash and Panel Doors 





Dress Up Your Mail Box 


A strong bidder for Christmas gift 
trade is this all-aluminum mailbox 
name plate. A heavy plyboard, full- 
color figure of a smiling mailman 
points out the beauty of the block 
aluminum letters in attractive alumi- 
num raceway. The display, which is 
appropriately lettered for Christmas, 
has a removable sleeve and copy be 
neath is appropriate for year ‘round 


use, The entire display {s compact, Tanrer.Wensrer & Jounson, Ine. 


takes up little counter space and is 


agg 0.8 445 
easy to assemble. Duncan-Morris Co., ; ; hod a ' s+ 
Dept. AL, 48 North Valley St., Akron hetee ienepra tangs wr ae iy 
3, Ohio. PRospect 6-4200 Teletype SF 211 
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Coming in January instead of April in 1957... 


DEALER 


Fp PRODUCTS 
MERIGAN LUNBERMAN' PRODUCTS UNS) 


: Py" 
fi 
ety Se | 


pil 

ee dealer’s basic source 
nee 8 Das ‘ 

es 


yh. 


hy 
The building material 


of information about 


* os ‘ 
er” —_sheverything he buys, 


a better timed, more complete ~”.» a 
lumber dealer BUILDING PRODUCTS “7/7; ,\' ‘\ 
buying and selling guide 


sells and uses. 


A BRAND NEW BOOK, cover to cover, the ing building season are forming into decisions 

1957 Dealer Products File issue of American to buy, will make this authoritative guide avail 

Lumberman will be the most complete guide to able when most dealers have a more than or 

the buying and selling of building products ever dinary need for the kind of information it con 

made available to lumber and building material tains. 

wholesalers and retailers. USE IT DAILY ALL YEAR,’’ reported so many 

IMPROVEMENTS ARE BASED ON NATION- of the subscribers interviewed, as to indicate 

WIDE RESEARCH by an outside editorial con- that all key dealer buying and sales personnel 

sultant and staff editors, who conducted ex will benefit by having a copy of the Dealer 

haustive personal interviews with dealers as to Products File on their desks in 1957 

their use of last year’s issue, plus their reaction 

to the best new features of the more successful ” as 

directories of other industries \ 
REMEMBER THE NEW PUBLICATION DATE: 

MORE COMPLETE. The improved 1957 edition January 21, 1957 

of this long-established directory of building PRICE PER SINGLE COPY WILL BE: $2.00 

products, will provide instant reference to the IF YOU ARE AN AMERICAN LUMBERMAN SuB- 

most comprehensive information about prod scriser, the 700-plus page, 1957 issue of 

ucts, manufacturers, trade names and associa- the Dealer Products File will come to you 

tions to be assembled in a single handy volume. as part of your subscription at no extra 


charge 
BETTER TIMING—IN JANUARY, when inven- % 
tory is lower, and contractors’ plans for the com- 














) 
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NEW PRODUCTS 


(begins on page 130) 





Companion Color Program 


Panelyte Div. is offering its textured Myth pattern in 
seven House & Garden colors, which serve as “companions” 
to its eight House & Garden solid colors. Color consultant 
Elizabeth Burris-Meyer designed Panelyte’s new companion 
color program to create compatibility and harmony in 
decorative laminates throughout the home and in com 
mercial installations. The seven new Myth colors include 
sky blue, Spanish gold, dove gray, carnation pink, tawny 
vellow, green olive and flame. The current black and green 
Myth are also ag pee making a total of 9 Myth colors 
Panelyte Div., Regis Paper Co., Dept. AL, 150 E. 42nd 
St., New York 17, ee 
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Prevents Concrete Freezing 


Concrete now can be poured safely down to 15°F., says 
the manufacturer of Forrer’s Accelerator. This new im- 
proved Accelerator for Portland Cement is said to lower the 
freezing point and speed up setting. This solution is avail 
able in 1, 5, 30 and 55 gallon drums and is easy to measure 
by just adding to gauging water used in each mix, Rust in- 
hibitor added to the mix prevents it from effecting re ge 
ing steel or tools, it is said. Forrer’s, Dept. AL, 2225 N 
Humboldt Ave., Milwaukee 12, Wis. 
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Economy Sump Pump 


A new sump pump that’s been basement and flood tested 
is equipped with a G. E. % hp motor, has cast iron base, 
steel column and shaft. All iron and steel parts are electro 
cadium plated in the Milwaukee Economy Pump. Oilite bear- 
ing, three wire cord and plug with adapter for two wire 
outlet and Nylon impeller for quiet, efficient operation are 
other features. Milwaukee Faucets, Inc., Dept. AL, 313 E 
Reservoir, Milwaukee 12, Wis. 
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Asphalt Shingles 


Imperial Lock asphalt shingles have demonstrated an 
ability to withstand winds of tornadic proportions in tunnel 
tests, manufacturer reports. The resistance, company offi 
cials say, is achieved through a new, hook-type lock, 
which, in effect, grips the lower edge of the shingles together 
in a mortise-and-tenon-like joint with the courses below 
Available in a wide variety of colors. United States Gypsum 
Co., Dept. 142-AL, 300 W. Adams St., Chicago 6, I] 
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Ornamental Iron Rail-Set 


A new product for setting ornamental iron rail posts 
and porch column legs into masonry floors is announced. 
Called Rail-Set, one of its most important features is its 
property of expanding as it dries, thus getting a tight, 
permanent hold, it is said. Rail-Set comes in cans, is meas 
ured by pounds and is a dry powder, to be mixed with tap 
water to a soft paste. This is tamped with a stick into a 
hole in the masonry floor where the post is to be installed. 
Tennessee Fabricating Co., Dept. AL, 1490 Grimes St., 
Memphis 6, Tenn. 
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Speckled Enamel 


Dura-Flex is a new one-application, speckled, color-on 
color enamel. Dura-Flex consists of a base color in whieh 
specks or flecks of various colors are suspended. These 
specks or flecks form the texture appearance of the paint 
and come in a wide variety of textures. Applied in one spray- 
ing operation, Dura-F lex is available in a wide range of color 
combinations and custom-mixed colors are also available on 
special order, Dura-Flex requires no mixing, comes ready 
to use. U. S. Paint, Lacquer and Chemical Co., Dept. AL, 
Singleton at 21st St., St. Louis 3, Mo. 
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the man behind the seal 


delivers the 


Hardwoods, Northe 
Hardwoods, Southe. 
Hemlock, Eastern 
Hemlock, Western 
Larch 

Mahogany 

“my Mahc 
Pine, Northern 
Pine, Southern * 
Pine, Western 
Redwood 

Spruce, Eastern 
Spruce, Western 
Flooring, Maple 
Flooring, 


To get the woods (and lumber products) you want, 
simply call your National-American Lumber Whole- 
saler. Call on him, too, for information about new devel- 
opments in lumber — they're coming fast. Wood, aided 
by science, is becoming more important than ever in the 
construction field. New fire-retardant and insect-resistant 
treatments enhance its durability. New laminating meth- 
ods make possible the use of lumber for practically any 
span and load, For the small home or large public build- 
ing, wood today is unsurpassed in economy, beauty, com- 
fort, strength. 


Whether you buy or sell lumber, the future is bright if 
you “do it right.” For the wood your community wants 
or the outlets your forest needs, use a National-American 
Lumber Wholesaler. Write for the N.A.W.L.A. directory 
listing over 500 lumber wholesalers and indicating the 
species handled by each. 


TIMES CONSTANTLY CHANGE, THE MAN 
BEHIND THE SEAL KEEPS UP TO DATE. 


Armas” 
“4 @ 
6) is 2, 
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WHOLESALE 


Lumber Association 


41 Gost 42nd Street, New York 17,6. 7 
111) Yeon Building, Pertiend 4, Ore 





WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of milt's 
specialties, resources and facilities... 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 


- 
Soiiag fin fs. 


564 Mertet St A 
Sor Pranckeco 4, Collf 


VAN VALER LUMBER CO. 
Sestene 4, West. 
TwY sp 19 


today. 


Phone: TEmole 7743 


CURTIS LUMBER COMPANY 
700 PITIOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 


WALES LUMBER CO. 


OLD NATIONAL BANK BLDG. 
SPOKANE, WASHINGTON 
Our 32nd Year 


HALLINAN LUMBER CO. 


628 5. W. Harrison St. Portiand 1, Ore 
MANUFACTURERS DOUGLAS FiR® 


CApite! 8.9236 Teletype PD 457 
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are available in one or two-column 
sizes. For free prints of the cartoons 
and full information write Lilly Ad- 
vertising Cartoons, Dept. AL, Box 167, 
Long Beach 1, Calif. 

Cirele No. 229 on Coupon, page 156. 


Matched Pair: His & Hers 
A Christmas item offered by Sey 
mour Smith & Son combines two of 
their Snap-Cut hand pruning shears 
(#119-8” and #118-6”) in an attrac- 
tive, holiday package labeled Matched 
Pair—His and Hers. In addition, the 
package contains Seymour Smith’s 28 
page book, “How to Prune.” A trans 
parent bubble covers and protects the * 
tools. An easel is provided for con New Squeeze Containers 
venient counter or window display for Le 
impulse buying. Seymour Smith & 
Son, Inc., Dept. AL, Oakville, Conn 

Cirele No. 228 on Coupon, page 156 


Page’s is introducing a com 
pletely redesigned line of polyethylene 
squeeze containers for its Sure Grip 
white glue. The new oval-shaped plas 
tic bottles, in 1%, 4 and & ounce s1zes, 
utilize a similar three-color label on 
Cartoons for Advertising all sizes. Labels are specially designed 
and are manufactured by the Plastic 
Container Div., Continental Can Co, 
Le Page’s, Inc., Div. of Permacel Tape 
Corp., Dept. AL, Gloucester, Mass. 
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A new series of 52 cartoons for use 
in newspaper advertising apply to the 
“It’s Time to Remodel” theme and in 
a humorous way show the need for 
remodeling of bathrooms, kitchens, 


windows, etc. Mats of the cartoons (continued on page 140) 








What's Your Answer? 


(Answers on page 142) 


1. Regardless cf the cost of the home, which exterior color is still the 


most popular? 


2. How does the Powell-MeClellan Lumber Co., Norfolk, Va., save time, 
trouble and money? 


What has enabled the Van Petten Lumber Co. to beat competition and 
how much are contractors able to save on the construction cost of a 
house by making use of it? 

ey ie 


Who is the new Snark of the Universe for 1956-57 


What new method is being introduced by Whiting Adams to help 
customers easily select the right paint brush for each job? 


How many garages can two men turn out in one day by using O'Connor 
Lumber Company's present precutting system? 


How does the Scott Lumber Co., Amarillo, Tex., save $1,800 a year? 
How did an Arkansas dealer nearly double his business? 


How did 1,100 authorized dealers increase their volume and profit? 


What enabled the Morgan Company Home Building Center, Oshkosh, 
Wis., to sell 93 pieces of Weldwood paneling in less than one month? 
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CONTRACTORS 
BUILDERS 


National Association 


HOME BUILDERS 


January 20-24, 1957 


RS 








DEALERS ARCHITECTS 


MANUFACTURERS 


THE SHOW OF THE YEAR! 


HERE'S WHAT YOU'LL SEE... 


Everything in building materials and home equipment 
will be on display in almost 800 exhibit spaces . . . more 
new products and how-to-use-it information than you 
could possibly see, examine and hear about anywhere 
else. You’ll see the newest and best offerings of all lead- 
ing manufacturers. 


HERE’S WHAT YOU'LL HEAR... 


Experts in every field . . . finance, building methods, taxes, 
management . .. will be on hand for talks, discussions, 
demonstrations. 


HERE'S HOW TO REGISTER... 


If you are an NAHB member, use the registration forms 
that were mailed to you, or see your local chapter execu- 
tive officer. If you’re not an NAHB member — register in 
advance and make hotel reservations through Convention 
Headquarters. Advance registration fees ($15 for men, 
$10 for women) must accompany your hotel reservation 
request! Make checks payable to National Association of 
Home Builders and mail to address 
below. Please show name, address, 
business classification and date of 
arrival for each person included in 
your request. Do it today! 


NETO SEE TOWAL ASSOCIATION OF HOME BUILDERS 
Convention & Exposition Headquarters 
111 W. Jackson Bivd., Chicago 4, III. 

Circle No. 68 on Coupon, page 156. 


BUILDING Propucts MERCHANDISER 





NRLDA Display Panels 
help sell building materials 


Here are the display panels you have been reading 
about in the trade magazines—and in the booklet “How 
to Sell Building Materials with NRLDA Panels” re 
cently published by the association. At the Exposition 
in Chicago in December, these panels will be in use in 
the model showroom, and many of your suppliers will 
demonstrate in their booths how to display their prod 
ucts on these Multiplex Panels, 


We invite you to visit us af BOOTH 417 to get the complete story 
or mail the coupon today for colorful descriptive literature 


J 




















MULT PLEX DISPLAY FIXTURE CO, 


907-917 North 10th Street - St. Louis 1, Missouri 


Please send your Display Equ ent Catalog 


D STATE 
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PRODUCTS OF MERIT 


Linoleum Poste 

Waterproof Cement 
Asphalt Tile Cement 
Rubber Tile Cement 


Wall Paper Paste 


Patching Plaster 
Plaster of Paris 
Crack Filler 
Spockling Compound 





Wood Putty 


Daisy Brush Cleaner 


. 
. 
s 
a 
* 
@ jell Size 
* 
. 
. 
» 
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and many other Products of Merit 


SOLD THROUGH LEADING WHOLESALERS 
EVERYWHERE 


Consumers Glue Company 
1515 Hadley St. 
St. Louis 6, Mo. 
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Fire-Proof Building? 


YOU CAN'T BEAT 





NO FIRE OR LIGHTNING WORRIES WHEN 
PROTECTED WITH GALVANIZED SHEETS! 
A strong, sound, leak-proof roof 
that won't burn is yours with 
properly grounded galvanized 
sheets. Rat-proof, too! For best 
value, buy sheets with a Grade- 
Marked \abel that shows the 
weight of zinc coating. And for 
longer stronger service, specify 
heavy -< oated 
sheets such as 
this... ‘Seal of 
Quality” 


FREE INST 
RE angr RU CTION ANUALS! 


Anbericap Zine nstitute 


324 Ferry St., Lofoyette, iadions, Dept. ALT! 
en 19 on Coupon, page 15 
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Self-Service Lacquer Bar 

A new colorful self-service lacquer 
bar featuring Blake Bone Dry in 15 
Min! lacquer finishes is designed to get 
special attention from do-it-yourself 
customers desiring ready-to-brush fin- 
ishes for wood, metal or composition, 
which are easy to apply. Each display 
contains 72 pint cans, free “How to 
Use Lacquer” brochures and a color 
card showing large chips of 12 hi-gloss 
glowing colors. Dealers’ needs are in 
dividually met by a choice of assort 
ments, which also include clear, black 
and white in hi-gloss, satin and flat 
finish if desired. Blake Paint Corp., 
Dept. AL, P. O. Box 340, Orlando, Fla 
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What's Your Answer? 
(Qu stions on page 138) 


1. White. See article, page 102. 

By simply keeping token supplies 
on hand and phoning the bulk of 
the orders into a wholesaler. See 
ad, pages 21, 22, 23. 

Fabricated house $1,000. 
See article, page 58. 


Clifford “Cliff” Schorling. 
ticle, page 124. 


parts. 
See ar- 


Select-by-Symbol. See ad, 
36-37. 


pages 


A pair of one-car garages daily. 
See article, page 68. 

By using the National System, as 
explained in the ad on page 61. 
Tried his hand at a live TV show. 
See article, page 100. 


By using the Lu-Re-Co preassem- 
bled wall panel method of home 
building. See ad, page 129. 


The Weldwood Panel Parade Dis- 
play Plan. See ad, page 29. 
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Sliding Door Lock 


Mounted on a colorful display card 
are two bright wood blocks, which rep 
resent the cutaway section of a pail 
of bypassing doors. The new Sterling 
No. 1058 sliding lock and strike are 
installed on these blocks just as they 
would be in a standard bypassing door 
installation. From the display, anyone 
can tell exactly how the lock installs 
and operates from both sides of the 
doors. A key is attached to the display 
so that the lock can be operated. John 
Sterling Corp., Dept. AL, 2345 W. Nel 
son St., Chicago 18, Ill 
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Plastic Fence in Colors 

Akay sectional plastic fence offers 
as many store display possibilities as 
it does lawn and garden uses. Now 
available in pink, flame, yellow and 
white, and packed either selected or 
assorted, plus joiners and corner locks, 
in a “talking” shipping carton. Pic- 
tured is a typical] display, one carton 
open on top of a reserve supply, with 
sections of fence in position. Akay 
Corp., Div. of Hauser Products, Inc., 
Dept. AL, 4034 N. Kolmar Ave., Chi- 
cago 41, Ill. 
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One-Minute Radio Scripts 


Six one-minute radio scripts with a 
rural flavor for dealers’ use have been 
made available by the agricultural 
dept. of Masonite Corp. They promote 
Masonite all-purpose farm board. Cop 
ies may be obtained by writing Agri- 
cultural Dept., Masonite Corp., Dept. 
AL, 111 W. Washington St., Chicago 
2, Ill 

Circle Ne 
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How to make money on Onan 


Electric Plant Sales & Rentals 

~ + & oe 

with a minimum investment! 
SS 


For light weight, strength, 
































wide range of use, 
d 
- uw 
f = OS choose 
4 f 
- 
y 
r a WHITE FIR 
e * a ‘ —— 
8s “N= 
e . 
y j 
4 eee qqad one of the dependable woods from 
° ses - aqéd - 3 
= the Western Pine mills 
Kasy to handle, cut, saw, shape and nail, 
this fine wood is widely used for framing, 
ccanke’ 7 ae J || sheathing, crating, exterior and interior trim 
Model 5CCK-1P S41, =, } and many industrial uses. 
5,000 watts A.C, J 
, at \ ” ff Write for reer thhustrated book about 
a . i - White hirto Wi ttl cP) t VSSOCIA 
% , . TION Yeon Building Portland } Ore 
A You're set up for business 
\ with a few units and this 
The Western Pines 
! ONAN Catalog! g 
’ oe Bi | and these woods from 
, idaho White Pine | the Western Pine mills 
Several Onan plants in the range of 1,000 to 5,000 watts WHITE FIR - INCENSE CEDAR 
: make a practical setup in getting started with this Ponderosa Pine RED CEDAR - DOUGLAS FIR 
profitable extra business. ‘The rental units do three jobs ENGELMANN SPRUCE 
., they make money, bring in new customers, and at Sugar Pine LODGEPOLE PINE « LARCH 
the same time demonstrate dependable Onan perform- 


ance, paving the way for future sales. A unit like the are manulactured to high standards of seasoning, grading, measurement 
popular 2,500-watt Model 205AJ-1P, displayed on your 
sales floor, takes care of the contractor who wants 
immediate delivery. Your distributor can quickly re- TODAY'S STERN PINE TREE FARMING 
lace it... or you can order other sizes and models from 
an for immediate delivery. 

Get the jump on your competitors with this Onan 
Electric Plant Rental and Sales setup. Call your Onan 
distributor or write to us. 


Write for information on the Onan 
Rental-Sales Plan today! 


D. W. ONAN & SONS INC. 


—_—— ee a ae ee ee ee eee ee Cee 
2700 University Ave. $.E. © Minneapolis 14, Minn 
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You CAN make money 


SELLING NAILS 


WITH THESE 
ATLAS PACKAGES 


You'll see a surprising increase in sales ana 





profits when you sell Atlas packaged com- 
mon, finishing and box nails. Customers 
serve themselves, packages are compact, 
bright and attractive, not bulky — because 
nails are stacked like toothpicks (not poured) 
and take up 50/, \ess space than other pack- 
aged nails 


No more bins or kegs, no more weighing 
or wrapping, no more difficult inventory 


Order the nails with the extra features 


boost sales, boost profits. Do it today 


Atlas “x & 


CORP. “;, 
Fairhaven, Mass. a 


Henderson, Ky. 
Cire ! ipon, page 15 





( Here's the one thar \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit 
SELLS BETTER because 
it WORKS BETTER. 








Most dealers report 
“Our sales of Dur 
ham’s Rock Hard 
Water Putty keep 
doubling, year after 
year.” What 
Durh am's Rock- ie heeds 
Hard Water Putty Des Moines 
vives you by far the _ own 
Pest profit margin on 
any produ t of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and reps ats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty does not shrink Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet sn ooth 
finish. Easy to use Keeps indefinitely, do 
economical Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of enc h on dis- 
slay. Available in 25, 60, 100-lb, drums for 
fidustrial users, Order from your jobber. 


' more, 


The PLASTIC Repair Material 
in POWDER Form 
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NEW Bobease Valid: 


Technical Data 


“Safeguard building dollars with 
Wolmanized pressure-treated lumber 
in light construction and in heavy con- 
struction” is the title of a new, 16- 
page, two-color catalog just issued. 
Liberal illustrations and photographs 
tell when and where to specify Wol- 
manized lumber. On-the-job require- 
ments, species and grades are also 
given. Koppers Co., Ine., Wood Pre- 
serving Div., Dept. AL, Pittsburgh 19, 
Penna 


Cirele No. 235 on Coupon, page 156 


Util-I-Deck Truck. A new folder de 
scribes the functional advantages of 
the White 3,000 Util-I-Deck Truck, 
which was developed by White using 
the White 3,000 cab with special body 
developed by Mayer-Pollock, for hand 
ling structural beams, steel fabrica 
tions, telephone poles and large diam 
eter tubing. All model 3,000 chassi 
sizes, both tandem and single axle 
trucks, are fully described in the fold 
er. The White Motor Co., Sales Pro 
motion, Dept. AL, Cleveland 1, Ohio 


Cirele No. 246 on Coupon, page 156 


A complete file of specifications and 
construction details for Woodeo E-Ze« 
Loc Wood Awning Windows has been 
released. Fully described is a locking 
device, which locks all sash and at the 
same time creates a pressure-sealing 
action against weatherstripping 
Woodco Corp., Dept. AL, Box 31, 
North Bergen, N. J. 


Clrele No. 257 on Coupon, page 150 


“Foamglas Building Insulation” is 
the title of a new 24-page architectural 
data book intended as both a catalog 
and reference booklet for architectu 
ral, engineering and maintenance 
personnel, It contains complete infor- 
mation on the latest recommended 
procedures for the application of 
Foamglas cellular glass insulation on 
flat roofs, pitched roofs, parking decks, 
curtain walls, core walls, wall linings, 
ceilings and perimeters. Pittsburgh 
Corning Corp., Dept. AL, 1 Gateway 
Center, Pittsburgh 22, Penna 

Circle No. 258 on Coujon, page 156 


A complete run-down of job-tested 
concrete form-tying and anchoring 
methods is contained in a new hand- 
book. Containing 46 pages of infor 
mation on economical concreting meth 
ods, the three-color handbook presents 
complete data on the Richmond line of 
engineered form-tying and anchoring 
devices for concrete construction. 
Strengths, working loads and dimen 
sions for each device, together with 
drawings showing their proper use, 
are also provided. Richmond Screw 
Anchor Co., Inc., Dept AL, 816 Liberty 
Ave., Brooklyn 8, N. Y 


Civrele Ne, 259 on Coupon, page 1506 
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Plywood Paneling. A new four-page 
folder on Cadillac Sequence-Matched 
Hardwood Plywood Panels contains 
detailed descriptions of the company’s 
line for commercial, institutional and 
industrial building. Reference is made 
to the free consultation service pro 
vided for those interested in this pan- 
eling. Construction and specie details 
are also covered, Atlas Plywood Corp., 
Dept. AL, 1430 Statler Bldg., Boston 
16, Mass. 


Cirele No. 240 on Coupon, page 156 


New for °57 is the No. 57 rotogra 
vure catalog just published by Stanley 
Tools. Completely redesigned to cover 
additions of new tools and engineering 
changes in the popular lines, the 48 
page booklet also illustrates valuable 
pointers and shortcuts on tool applica 
tions. Among the new tools included 
in the No. 57 are the cutting tools, 
Surform; Steelmaster all-steel ham 
mers; levels and new electric tools 
Stanley Tools, Div. of Stanley Work 
Dept. AL, 111 Elm St., New Britain, 
Conn 


No. 241 on Coupon, page 156 


Asbestos-Cement Panels. A new bul- 
letin describes the variety of uses for 
the recently developed fluted and 
ribbed decorative asbestos-cement pan 
els, Also provided in the bulletin is 
information on the methods of in- 
stalling and painting these decorative 
panels. Specific illustrations show 
uggested applications in car ports, 
recreation rooms, soffits, ete. Keasby 
& Mattison Co., Dept. AL, Ambler, 
Penna, 
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Consumer Data 


How to select, use paint is told in a 
new popular publication of the U. S. 
Dept. of Agriculture, Home and Gar- 
den Bulletin No, 52. Entitled “Wood 
Siding: How to Install It, Paint It, 
Care for It,” it was prepared by the 
U. S. Forest Products Laboratory. The 
bulletin groups the hundreds of kinds 
of house pairits into six general types 
They are described in terms that en- 
able the homeowner to tell what type 
he is buying. Advantages and limita- 
tions of each type are fully described. 
U.S. Department of Agriculture, Dept 
AL, Washington 25, D. C 
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There's a perfect Boss Glove for 
every job is the theme borne out by a 
new full-color catalog issued by the 
manufacturer. The 12Z-page catalog 
hows front and back views of 60 Bos 
work gloves and list a total of 153 
models. The glove are indexed ac- 
cording to use and type. A_ handy 
illustrated page is included on how to 
select work glove by material, cuff 
type and pattern, The Boss Mfg. Co., 
Dept. AL, Kewanee, II) 


Cirele No. 244 on Coupon, page 156 
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“FIRE-BALL” PITCH FAILS TO FLAKE INLAND TI-CO 
Traveling at over 90 miles per hour, fast ball of Chicago 
White Sox pitcher, Billy Pierce, hits piece of Inland TI-CO 
Galvanized steel. The sheet dents but the special TI-CO 
zine coating stays put! Not a sign of cracking or flaking! 

Here’s further proof that roofing and siding made from 
Inland TI-CO can stand rough abuse and still maintain 
an unbroken zinc protective coating that prevents rust from 
getting a foothold 

For better-looking, longer-lasting roofing and siding, ask 
your dealer about Inland TI-CO. INLAND STEEL CO., 
38 South Dearborn Street « Chicago 3, Illinois 
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REDUCE delivery costs 
SPEED UP deliveries 


Compicte 
Bed: Shipped 
KD. Easy 
Assembly & 


Mounting 


Unioad a Load 
or Half Load at a Time 


Write, wire, phone for 


Cotolog and Prices 


| The R-B Company 
\ 1921 Guinotte, Kansas City 20, Mo. ) 


eee ame ane anee come — — 
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CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information write for Bulletin 
Dept U-11 


STANDARD CONVEYOR CO 
General Offices 
North St. Paul, Minnesota 
Sales and Service in RAVITY & POWER 


q Principal Cities CONVEYORS 








y 
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Only BESSLER has 
the BIG MODELS 


to meet your special needs! 


AS LOW AS 


$5309 


Generous Trade 


Discounts! 


Write for 
Free Catalog 
and Wall Chart 


BESSLER 

DISAPPEARING 

STAIRWAY CO. 
FREE CATALOG 


700.8 East Market 


Akron, Obie 


WALL CHART 





BESSLER DISAPPEARING STAIRWAY CO 

1900-8 East Market $t., Akron 5, Obie 

Please send free Catalog, Wall Chart, Prices ond Discounts 
Name 


Address 


City Zone State 
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‘A WATUMAL- 


FOR ADDITIONAL 
TIE-IN SALES! 


DENNIX LEGS — the 
complete line of 
furniture legs. 


Heavy Duty 
Steel Bracket 
for straight or flare style 


BRASS LEGS 


Tapered all steel brass 
finish, rust resistant 
Made in 5 popular 
sizes, automatic self- 
leveling glide, tits, 
swivels, adjusts to 
straight or flare style, 
complete with heavy 
duty bracket 


WOOD LEGS 


.. made of genuine 
hardwood beautifully 
tapered, in 8 popular 
sizes from 342” to 28” 
Swivel glide or solid ; 
brass ferrule, neo / 
duty steel bracket. 


¥ 


WROUGHT IRON LEGS 


Hairpin leg made of 
heavy steel in 5 sizes, 
easily attached, available 
in Diack, brass or 
copper finish 


BED SPRING LEGS 


Gracefully tapered of 
genuine hardwood 
Patented steel clamp 
converts any coll or 
fiat spring into a 
Hollywood bed. 7” In 


height comes in 
mahogany, biond or 
unfinished, Also 


available with casters 


SHELF SPACERS 


Revolutionary new way 
to bulld bookcases, room 
dividers, step tables 
and shelves. Made 

in two sizes of 

genuine hardwood 


SHELF BRACKETS 


Heavy duty wrought 
iron for shelves, 
doorways, flower 
boxes and signs 

= 











SEND FOR 
FREE CATALOG 


of the world’s finest furniture 
and bed legs, in wood, metal 
and wrought iron. 

DENNIX PRODUCTS COMPANY 


Dept. 1A 
78 Fifth Ave, New York 11, NY 


Circle No. 147 on Coupon, page 156. 
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SALES AIDS 


(begins on page 135) 





Free Sales Aids 


Dealers may choose any one of three 
free sales aids with purchase of 7: 
True Temper garden tools, lawn tools 
and shears. No. M72 includes free 
stand on 4 casters, which displays over 
50 tools. No, S72 features free elec 
tric sign, 10” x 25”, for wall or window 
to stimulate tool sale No, C72 in 
cludes free electric clock, 16” diameter 
True Temper Corp., Dept. AL, 1623 
Euclid Ave., Cleveland 15, Ohio 

Cirele No. 245 on Coupon, page 156 
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Cafe Linoleum 


This eye-catching display is being 
shown by Sloane-Delaware Floor 
Products to help promote Cafe. Re- 
cently introduced, Cafe is Sloane’s new 
resilient inlaid linoleum. Sloane-Dela 
ware Floor Products, Dept. AL, 295 
Fifth Ave., New York 16, N. ¥ 


Civele Ne. 246 on Coupon, page 156 


“Time for L-M Permaline" 


“Time for L-M Permaline” is th 
theme of the present fibre pipe sales 
promotional campaign being conducted 
by the manufacturer. To kick off the 


November 12, 


campaign, L-M is distributing electric 
cloe signs to exclusive Permaline 
wholesalers throughout the country 
Featuring the blue and white L-M 
decal and a silhouette of Permaline 
fibre pipe, the clock sign is made of 
sturdy plastic. It is illuminated from 
within by two fluorescent lamps. Line 
Material Co., Dept. AL, 700 W. Mich 
igan St., Milwaukee 1, Wis 


Cirele No. 247 on Coupon, page 156 


"Quiet, Please" 


The use of acoustical material to 
effectively relieve annoyance from ex 
cessive noise in the home is the sub 
ject of “Quiet, Please,” a new 16 mm 
color motion picture available fo 
showing to consumer groups. Viewing 
time is 14 minutes. Prints of the film 
may be obtained at no charge from 
Armstrong Cork Co., Dept. AL, Lan 
caster, Penna 
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NEW LITERATURE 


(begins on page 142) 





Exterior Sidings. A _ coiorful, 16 
page booklet, “For Modern Exteriors 
Choose Modern Materials”, presents 
Masonite Corporation’s line of exterior 
sidings. Numerous color photos of 
houses show the various siding ma 
terials developed by the corporation’s 
research, including horizontal siding 
and vertical panel siding in various 
treatments and textures. Installation 
directions are given in brief form 
Home Service Bureau, Masonite Corp., 
Dept. AL, 111 W. Washington St., 
Chicago 2, Ill 
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Two bulletins, descriptive of its new 
Gyro-Vise No. 73%, are announced by 
The Columbian Vise & Mfg. Co. These 
describe new vise features in detail 
Emphasis is placed particularly on the 
increased jaw width of 3%”, said to 
be ideal for both industrial plants and 
home workshops. Vises are also 
equipped with removable and replace 
able pipe jaws. These have a pipe ca- 
of %” to 1%”. For bulletin 
copies, write to The Columbian Vise & 
Mfg. Co., Dept. AL, 9023 Bessemer 
Ave., Cleveland 4, Ohio. 

Circle Ne. 250 on Coupon, page 156 
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(ACME) ouaLine 


Ti bs DOOR HARDWARE 
FASTEST TURNOVER 
with half the inventory’ 


We've reduced stock — increased 
profits—with ACME DUALINE 
Interchangeable Hangers for both 
%” and 1%” By-Passing Doors 


=. 


eg Tn 


These quality features in the 
NEW ACME DUAL PURPOSE 
HARDWARE mean cleaner profits 
for us...and customer satisfac- 
tion. 


SOLID ALUMINUM TRACK —jump- 
Proof, Rust-Proof. Provides extra 
quiet, fingertip operation 

NYLON WHEELS — Permanently lubri- 
cated for silent, efficient, lifetime 
service 


ne LOW HEADROOM—Only 114” required 
(Acie) between door and header 

— ADJUSTABLE SIDE MOUNT HANGERS 
a oor ~Made of zinc lusteron plated steel 


On FRONT 
peer Slotted for easy, accurate adjust 
ment 


IMSTALLATION 
“ALL-IN-ONE” No. 110 Adjustable 


Nylon Fioor Guide included with 
nace each set 


- 
(ACME) 
eanene ones Get full details from your 
poche ai jobber. Ask him about 

” ‘ : 
INSTALLATION Sales Displays, or write... 





ACME APPLIANCE MANUFACTURING CO 


35 SOUTH RAYMOND AVE + PASADENA. CALIF 
C 1954 Acme Appliance Manvtecturing Co 


Circle No. 76 on Coupon, page 156. 


BUILDING PropucTs MERCHANDISER 





INTERIOR 
SHUTTERS 








These features SELL Tyler shutters... 


© Quality of product shown in beauty, proven by experience 

© Quality of design constantly improved over the years 

© Quality of workmanship guaranteed. 

© Quality of materials — kiln-dried white pine, complete line 
of best hardware 


@ Wide range of styles and sizes with stationary or movable 
louvers, in single shutters, pairs, or groups 


Tyler also supplies a complete line of exterior shutters, win 
dow blinds, and interior louver doors 


Write today for complete information on all Tyler products 


Hn eS 
ARTHUR F. TYLER CO. 


167 Hapgood St., Athol, Massachucsetia 
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Profit Ideas You 














Legs You Can't Miss 


To remind customers that it 
tocks an assortment of wrought 
iron legs, Rubenstein strategically 
potted a display of these items on 
a post near the showroom door 
The key-stone-shaped perforated 
hardboard display, mounted neat 
the ceiling is impossible to miss 
when you enter the showroom 


Sign Lures Browsers 


“Value Alley” is the title of 
Rubenstein’s department featur 
ing specials, close outs and short 
lengths. The department, a long 
aisle the length of a warehouse, 
features hand truckloads of spe 
cial items. 

Rubenstein feels the word 
“value” means more than economy, 
bargain or specials. Few custom 
ers can resist the urge to stroll 
through the “alley” and _ look 
around 





instructive Insulation Display 


In a small unused area next to its ware- 
house entrance, Rubenstein installed an at 
tic mockup to show customers how to install 
batt-type insulation. 

Several hesitant do-it-yourself customers 
were sold by this display. One provocative 
sign on the display says: “67.9% of all 
lumber dealers prefer this type insulation 
for their own homes.” 
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Handtrucks Have Many 
Uses 


Four-wheel handtrucks have 
proved their versatility at Ruben- 
stein’s for several years. The firm 
uses these trucks to display build- 
ing materials in its yard, ware 
house and showrooms. Customers 
also use these trucks to move their 
purchases to their cars. 

When used for mass displays, 
each truck has a large, legible 
sign to describe the materials and 
show the unit price. 

The trucks also make it easy to 
replenish stocks. The empty truck 
is removed and a full one replaces 
it. Housekeeping is also simplified: 
the trucks are moved to simplify 
cleaning operations. 


SUILDING Propucts MERCHANDISER 


Products move at Rubenstein’s store in Chicago. 


These inexpensive promotional aids help do the job. 

















Turn Flush Doors Into 
Literature Rack 


Imperfect flush doors have been 
converted into practical, mobile 
literature racks at Rubenstein 
Lumber Co., Chicago. The flush 
doors are ingeniously mounted on 
wedge-shaped feet fitted with cas 
ters. This mobility makes it easy 
to move pertinent literature close 
to the displays of the materials 
concerned. 

Each door is natural finished 
with six literature racks on each 
side. Rubenstein spots several 
racks about its showrooms rather 
than centralizing its literature in 
one spot. 


Paneling Counter Sells 


The normally unused space on 
the outside face of the billing 
counter has been converted by 
Rubenstein into a display for vari 
ous types of wall paneling 


The individual sections § are 
broken up with wedge-shaped di 
viders. Each section of paneling 


is identified and budget priced 





Compact Insulation Display 


To solve the difficult problem of 
displaying the various types of 
batt and loose-fill insulation ma 
terials, Rubenstein developed a 
pecial rack consisting of 12 
swinging panels mounted on a 
caster-mounted frame. The 2x6 
frame supports 2x4 awinging sec 
tions, which simulate wall studs 

Batt-type insulations are sta 
pled between the simulated studs 
Loose-fill types are displayed in 
which are faced with 
glass on one side and hardboard 
on the other. Prices are indicated 
at the top of each frame so cus 
tomers can compare the cost as 
well as types of insulation 


ectionsa 
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DUOFAST 


STAPLE TACKER 


Your customers need and want these 
one-hand tackers for the job pictured 
above, as well as many other jobs 
speededand simplified by DUO-FAST 
TACKERS and STAPLES. 


You will like dealing with DUO-FAST. 
You will like our FREE SERVICE 
POLICY. You will like the dealer aids 
available. 


Write today for the Duo-Fast Story. 


DUO-FAST 


FASTENER CORPORATION 
860 Fletcher—-Chicago 14 
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Recommended Reading for Lumber Dealers: 


THE 
FUTURE 
OF woop 


‘ 
imerican 


Lumberman 


(Weyer- 
haeuser 
Timber 
Company 
Report) 


This far-reaching report on the future market 
and supply ef lumber contains new information 
vital te plans of every lumber and bullding 
products dealer wre 





AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Enclosed is 


please send me 


of 


return mail 
WAME 
COMPAKY 
ADDRESS 


CITY 
STATE 
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Tremco Specialties 
Under New Management 


Tremco Specialties, Inc., Ster- 
ling, Ill, manufacturer of ring 
shank and screw shank specialty 
nails, is now under new manage- 
ment. It has been purchased by 
John C, Kram, widely known in the 
manufacturing business for the 
past 25 years in Sterling and Rock 
Falls, Ill. Kram reports that Trem- 
co Specialty Nails are sold exclu- 
sively through established building 
supply and hardware jobbers. In 
quiries are invited from jobbers 
interested in adding this item to 
their present lines 


86-Year-Oldster Wins 
Asbestos Siding Contest 


There’s a new celebrity in the city 
of Saginaw, Mich. He’s 86-year-old 
Alva Edward Kendall, the man who 
won the $10,000 first prize in the 
first contest he ever entered. The 
courtly old gentleman captured the 
top prize in National Gypsum Co.’s 
$25 000 asbestos siding contest by 
adding 25 words to the sentence: 
“I would like to improve my home 
with Gold Bond Asbestos Siding be- 
cause...” He was one of 73.000 
people who entered the contest last 
spring and he only entered, he said 


toad 


“because I had some time on my 
hands.” 

John W. Brown, senior vice-presi- 
dent of National Gypsum Co., Buf- 
falo, N. Y., made the award with 
Howard Jacobsen, Detroit district 
manager. Although he still does 
some telephone selling for Saginaw- 
area firms, Kendall retired two 
years ago from active industrial 
equipment selling at the age of 84 
“when the doctor started to keep me 
close to home because of a slight 
heart condition,” he added. Kendall 
wasn’t told he was a finalist until 
his physician had approved 


Preview of U.S. Gypsum's 
1957 Promotion Plans 


Building material dealers who 
participate in the 1957 publications 
program of the United States Gyp- 
sum Co., Chicago, may anticipate a 
bigger-than-ever home moderniza- 
tion market. Recent surveys show 
that: 4 out of 10 homeowners plan 
to add a room and/or storage space; 
3 out of 10 plan substantial remod- 
eling or structural change; 2 out of 
10 need more space and have an 
attic or basement to be converted 

Those participating in the 1957 
publications program will receive 
metal signs for their trucks or walls 
identifying them as “Home Im- 
provement Headquarters.” They 
will also utilize counter cards and 
wall posters, window decals and 
letterhead cuts. Eight times during 

(continued on page 150) 
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VALUE OF FIRE-SAFE building materials was illustrated recently when a fuel truck over- 
turned and spewed 7,500 gallons of blazing gasoline on nine buildings along a Cin- 
cinnati, Ohio, street, causing thousands of dollars in property losses. Structure (center), 
whose sidewalls are covered with asbestos-cement siding, came through the inferno 


practically unscathed 
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Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual cut 
20 Million for past half century under exacting Forest Manage- 


ment Plan without depletion 


HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 





MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 
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STOCK CAR “DEMOLITION RACE” FAILS TO FLAKE 
INLAND TI-CO . . . Welded to the rear end of a stock car 
entered in the famous demolition race at Soldiers Field, 
Chicago, a piece of TI-CO Galvanized steel took repeated 
“head-on” blows from 23 other cars. When the race ended, 
the TI-CO was twisted and bent, but the zinc coating held fast! 

Here’s further proof that roofing and siding made from 
Inland TI-CO can stand rough abuse and still maintain an 
unbroken zinc protective coating that prevents rust from 
getting a foothold. 

For better-looking, longer-lasting roofing and siding, ask 
your dealer about Inland TI-CO. INLAND STEEL CO., 
38 South Dearborn Street + Chicago 3, Illinois 

Circle No. 80 on Coupon, page 156. 


BuILDING Propucts MERCHANDISER 

















BUSS No. 41 PLANER 


/ PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 





MEDIUM size, wedge-adjusted planer 
which is widely used in nearly all 
phases of the wood-working industry 
Equipped with sectional feed roll, sec 
tional chip-breaker and four driven 
rolls which permit planing pieces of 
varying thickness without danger of 
hick-beck. Has built-in knife 
grinder, variable speed, in- 
ttantaneous control of lower 
rolls, instantaneous mi 
crometer control of 
pressure ber, shearing 
bear and other 
highly desirable 
features Sturdy 
semi-steel cast 
frame. Capacity 
24", 26" of 10" s 
6 A real pre 
cision, production 
machine at mod- 
erate price. Write 
for descriptive 
bulletin—No. $4 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICHIGAN 
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ORDER NOW 


FOR SPRING 
4) RS SR 
FAN TRELLISES 

ts) 

TRELLISES : | 

ARBORS UPRIGHT }++ 


TRELLISES {tf} 
FENCES ry 


, owes’ 
«<2 CONCORD 


BORDER FENCE 


eee 
PROMPT DELIVERY 


LOWER FREIGHT iM PERGOLAS 


Write today for. . 
Complete Catalog & Prices 


CONCORD pat gaa 


10 Beharrell St., West Concord, Mass. 

1399 Holly Avenue, Columbus 8, Ohio 

21 West Taylor St., Chicago 5, Illinois 
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1957 they will circulate among their 
potential customers their own pub 
lications—Popular Home and Busi 
ness of Farming—finding buyers of 
major remodeling and do-it-yourself 
improvements, as well as new cus 
tom homes and farm buildings 


In addition, dealers will be sup 
plied with free literature for hand 
out. And finally, each dealer will get 
a Handyman Plan Counter Display, 
a durable planning center to sell do 
it-yourself work on sight 


Zegers Dura-seal Is 
Now Factory Assembled 


Dura-seal combination metal 
weatherstrip & sash balance is now 
preassembled in the Zegers’ Chi 
Cayo plant, reports Harry a. Zegers, 
president of Zeyvers, Inc. Prior to 
this new development, 21 separate 
pieces were required to weather 
strip and balance a double-hung 
wood window, Now, only five parts 
are necessary to do the job 


Factory assembly greatly simpli 
fies the window unit construction, 
according to Zegers. It saves time 
and eliminates assembly errors, loss 
of parts and assembly damage 


MRS. HOUSEWIFE checks the progress of 
a cake she's baking on the new Westing 
house electronic surface unit. It takes less 
than two hours to cook a |3-pound turkey 
in the electronic oven compared with 
about four hours’ cooking in a conven- 
tional oven 


New Electronic Cooking 
Center by Westinghouse 


From a complete breakfast of 
bacon, eggs and hot cereal prepared 
in less than three minutes to a full 
dinner cooked automatically and 
without burning that’s the new 
concept in meal preparation an- 
nounced by J. J. Anderson, manager 
of the Westinghouse major appli 
ance division, Mansfield, Ohio. The 
concept is accomplished through the 


new Westinghouse electronic cook- 
ing center consisting of an oven 
and a surface unit—the first of its 
kind. 

The electronic oven cooks foods 
of all types quickly and simply 
through the use of microwaves, 
which are merely a kind of high- 
frequency radio energy. The elec- 
tronic surface cooking unit consists 
of a tiny ceramic bead no larger 
than a pinhead and two “whiskers” 

platinum-iridium wires only 
4/1,000" in diameter. Called a 
thermistor, the bead and its small 
wires make up a heat-sensing de- 
vice, which controls the amount of 
heat applied to the bottom of the 
pan in which the food is cooked. 


5,000 Attend Sales 
Meeting Via Color TY 


A full-scale closed circuit color 
television sales meeting was con- 
ducted recently by Black & Decker 
Mfg. Co., Towson, Md. Approx- 
imately 5,000 Black & Decker deal- 
ers and wholesalers gathered in 
front of sets in NBC stations in 
41 key cities for the presentation, 

which originated in New York. 
The color TV program, entitled 
“Operation Snowball,” was con 
ducted by top Black & Decker man- 
agement to preview and explain the 
(continued on page 152) 





more and more dealers 
are saying: 


Here’s the “good line of 
hinges to handle”... that’s 
the trade’s way of saying, 
“We like 
products.’ 
wrought steel butts and 
shelf hardware. Just dis- 
play them, and you'll sell 
them. Order in any selec- 
tions you know your cus- 
tomers want. 


GRIFFIN 


“since 1899” 
MANUFACTURING CO. ERIE, FA. 
Circle No. 82 on Coupon, page 156. 


Cat. #08187 
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MASTER PREHUNG DOOR EQUIPMENT 


Z & K Tool Company 
407 Sand Hill Roed, Lebanon, Pa 


THE MASTER WAY 
TO MANUFACTURE 
PREHUNG DOORS 


The demand for prehung door 
units is growing rapidly and you 
can be the one to develop this 
business in your area. Satisfy 
your customers with precision 
Master Prehung Door Units (in- 


terior or exterior) at low cost. 


Profits can be yours by using 
Master Prehung Door Manufac- 
turing Equipment*. High speed, 
trouble free assembly of wood 
doors, split jambs and trim both 
sides can be accomplished eco 
nomically. Machines come pre-set 
so the first unit and every unit will 


be perfect. 


WRITE TODAY 


for complete information. 


*Covered by Pat. & Pat. Pending. 
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SELL 

J. NEILS 

“Double 
Life” 

PENTA 

TREATED 


Pole-type construction with prefab- 

ricated lumber saves time and money 

on all types of farm buildings. 

J. Neils Lodgepole Pine poles and 

posts are straight, strong, uni- 

formly tapered, Penta or cre- 

osote treatment, Can be in- 

cluded with mixed cars of 

treated or untreated lumber. 

Free plans and erection instruc- 
tions are available. 


J. Neils Lumber Company 





Mill and Treating Plant 
at Libby, Montana 


Circle No. 84 on Coupon, page 156. 


the most versatile 


JOIST HANGERS 


ever developed — 


Teco Iipl Grip Framing Anchors 


ELIMINATE heavy strap hangers, 
notching, shimming, toenailing. 


One size fits joists from 2” x4” to 2” x12” 
STOCK ONE SIZE ONLY! 


Write today for DEALER ARRANGEMENT 


TIMBER ENGINEERING COMPANY 
Dept. 56-A 
1319 18th Street, N.W., Washington 6, D. C. 
Circle No. 86 on Coupon, page 156. 
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35,000 LB. DROP HAMMER FAILS TO FLAKE INLAND 
Ti-CO...A sample sheet of Inland TI-CO Galvanized steel 
was recently put to the supreme test when it was slugged 
with a lethal blow from a 35,000 lb. drop hammer, one of the 
world’s largest! When the dust had settled, the TI-CO was 
examined for flaking of the zinc coating. None could be found! 

Here’s further proof that roofing and siding made from 
Inland TI-CO can stand rough abuse and still maintain an 
unbroken zinc protective coating that prevents rust from 
getting a foothold 

For better-looking, longer-lasting roofing and siding, ask 
your dealer about Inland TI-CO,. INLAND STEEL CO., 
38 South Dearborn Street « Chicago 3, Illinois 

Circle No. 85 on Coupon, page 156. 


For Use With 


MOLLY 


SCREW ANCHORS 


SELL it for profit! RENT it for 
profit! LEND it for profit on 
increased sale of Molly screw 
anchors! Patented Hi-Speed 
Installer makes perfect instal 
lations. Installs 8 Mollys per 
minute in prepared holes 
Handles any size Molly with- 
out change or adjustment 
Easy to use 





CORPORATION 
DEPT. K20 
READING, PA. 











Circle No. 87 on Coupon, page 156. 


151 








MANUFACTURERS 
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portable electric tool company’s 
1956 holiday gift season promotion. 
Dave Garroway and Steve Allen, 
who will advertise Black & Decker 
products on their television shows 
during November and December, 
also participated 

Alonzo G. Decker, Jr., executive 
vice-president of Black & Decker, 
spoke of the company’s future and 
John F. Spaulding, vice-president 
and general sales manager, told of 
the research that went into the 
planning of “Operation Snowball.” 
The color telecast also was the kick- 
off for one of the biggest promo- 
tions in portable electric tool his- 
tory. Included in the campaign will 
be advertising in consumer and 
trade publications and local news- 
papers over the country as well as 
on the Dave Garroway and Steve 
Allen TV shows 


Building Code Accepts 2.4.1 


The International Conference of 
Building Officials has accepted 
2.4.1 plywood for combination sub- 
flooring and underlayment for the 
Uniform Building Code, which is 
used in hundreds of cities. The 
panel functions as a solid one- 
piece base over supports on 48” 
centers, The new 2.4.1 panel is the 
Douglas Fir Plywood Association, 
Tacoma, trade name for the 14%" 
thick, seven-ply, softwood plywood 
panels. 


Flintkote in Chemical Field 


The Flintkote Co., New York 
City, announces its entry into the 
chemical field by the acquisition of 
the United States Lime Products 
Corp., Los Angeles. I. J. Harvey, 
Jr., Flintkote president, said the 
acquisition represents the latest in 
a series of moves by the company in 
a $20 million planned program of 
expansion and diversification. 


USING GOLD-PLATED SHOVEL, R. 
Sommer, board chairman of National 
Lock Co., Rockford, Ill., breaks ground 
for new $5 million fastener plant, as di- 
rectors W. B. Sommer (left) and W. V. 
McAdoo (right) look on. 


$5 Million Fastener Plant 


Ground-breaking ceremonies for 
its new $5 million fastener plant 
was held recently by the National 
Lock Company, Rockford, Ill. Lo- 
cated on a 167 acre site, the struc- 
ture will provide over 600,000 
square feet of floor space. When 
completed, it will be the largest 
single-story plant in the world de- 
voted exclusively to the manufac- 
ture of screw and bolt products, 
announces National Lock. Occu- 
pancy is expected within a year. 

National Lock in its present 
quarters, which it will continue to 
occupy, utilizes over one million 
square feet of floor space and em- 
ploys over 4,000 persons. Besides 
fasteners, the company also makes 
a complete line of furniture trim, 
cabinet and builders’ hardware, 
door locksets, range and refrigera- 
tor hardware, die castings, casters 
and custom-molded plastic products. 


M & Din Expansion Move 


A major expansion program cost- 
ing more than $800,000 and cover- 
ing plants in California and Indi- 
ana is currently being carried out 
by M & D Store Fixtures, Inc., 
Alhambra, Calif., according to 


president L. J. Liechti. One of the 
larger manufacturers of steel mer- 
chandise display fixtures for retail 
stores, M & D expects to advance 
its volume as a result of the ex- 
pansion and branch into new mar- 
kets. Major part of the program is 
construction of a new $500,000 
plant and general offices at Puente, 
Calif. A $300,000 addition to the 
company’s branch factory at Cam- 
bridge City, Ind., was recently 
completed. 


Doorware That 
Adds Distinction 


A galaxy of unusual designs in 
knobs and ornamental escutcheons, 
including an ultra modern line, is 
announced by Russell & Erwin Div., 
The American Hardware Corp., 
New Britain, Conn. 

Sold under the Russwin trade- 
mark, the new knobs and escutch- 
eons are executed in unusual com- 
binations of wood, ceramics and 
metals. Most notable of the original 
knob designs are the Era and 
Tempo lines. Era is an elliptical 
knob introduced in brass and bronze 
to combine a comfortable grip with 
a stylish appearance; Tempo is an 
original line of miniature barrel- 
shaped knobs available in several 
combinations of materials and col 


RUSSELL & ERWIN offers distinctive door- 
ware in a variety of designs and materials. 
Shown at left is the Era polished brass 
knob on the Myrtle escutcheon (made of 
myrtlewood); other designs are executed 
in brass, bronze, copper and aluminum. 





Trade Mark 


Registered 





PONDEROSA PINE — SUGAR PINE 
WHITE FIR 


DOUGLAS FIR 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


ANDERSON, CALIFORNIA 
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1 
—— 
Sign Lures Browsers to Tool Department 


“How Are You Fixed For Tools?” This provoca- 
tive sign over a display counter at Capitol Lumber 
Co., Milwaukee, entices customers to inspect the 
firm’s stock of hand tools. The special wall display 
counter, designed by Max Lapping, who heads Capi- 
tol’s hardware department, is brightly illuminated 
with fluorescent tubes. 

“It’s surprising,” Lapping comments, “how many 
people will walk over and take a look after they spot 
the sign. In many cases, looking over our display 
reminds a customer of something he can use.” 


Glue-It-Yourself Corner 
Brings in $60 per Month 


A 3'x4’ countertop display of glue is producing a 
steady $60-$70 sales volume each month at the Bay 
side Woodworking Co., Queens, N. Y 

“A big percentage of our volume comes from do-it 
yourself trade,” says assistant manager William F. 
Holze, Jr., “and glue is a natura! for this market.” 

Called the “glue-it-yourself corner,” the display 
contains contact glue (used in cementing plastic 
laminates to countertops), an all-purpose glue and a 
waterproof glue (used mostly on boats, outdoor fur- 
niture and sports equipment). Markup on most of 
the glue products is 40%, 











This New Kit Is Really 
SEL Toate NG 


THE NO. 600 G CONTAINS ALL THE 





NECESSARY TOOLS TO DO A COMPLETE 
REGLAZING JOB 


Cash-in on this new item now. Any handy man can do a 


Featuring Ives exclusive circulor boss design! ; | 
Quick ond easy installation—serews tightly in Ys the | | Uieciocs ond vsing the tools in this kit It contains six unique 
usual time—no marks or scratches on walls or woodworlt tools including an electric putty softener. If your jobber cannot 
NO TOOLS NEEDED supply this popular kit, write us direct 
Aluminum or Brass — all standard finishes 
Order from your wholesaler : 
Our 80th Year of Quality Leadership 
bipen He * ives COMPANY, a ; ‘Tropy fi Se SOUTH STREET 
NEW HAVEN 8, newt | THE FLETCHER - TERRY CD, ronesrvne, conn 
Circle No. 89 on Coupon, page 156. Cirele No. 90 on Coupon, page 156. 
BuiLpinGc Propucts MERCHANDISER 153 





— 























Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 
Rates, 


1 Time ~~ 25e per word for each insertion, 

Minimum charge of $1.25 per line. 
3 Times — 20c per word for each consecutive 
insertion. Minimum charge of $1.00 
per line. 


Add $1.50 per insertion for blind ads bearing 
box sumber, 
No agency cash discount 
allowed. 


commission or 


All ade for classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation, Advertisements are set in uniform 6 
point style. No cuts or special borders 
allowed. 


Replies forwarded without additional charge. 

Count five words to a line and when less are 

Species or used, regular line rate is charged. 
on answering box numb ili 

lor ads address them —y ta acta 


AMERICAN LUMBERMAN, INC. 
199 N, Clark &t., Chicago 2, Ill. 





HELP WANTED 





DETAILER AND BILLER 


Florida Special Millwork Company wishes to 
employ experienced Draftsman who can make 
details and bill into Mill. None but competent, 
sober man need apply. Address Box R-27 
American Lumberman, Inc. 


WANTED: Lumber Grader for West Coast For- 
est Products. Busy Retail Establish- 
ment Southeastern Michigan. Gen- 
erous pay if you know your 
business, Address Box R-52 Ameri- 
can Lumberman, Inc. 


GENERAL MGR Free $20-30,000 
Logging, Lumber Yard, Saw Mill, Single Ply 
Veneer Mill & Flooring Mill. 


LOGGING MGR Free $15-20,000 


FINISHING SUPT Free $ 8-10,000 


Submit resumes in confidence or contact: 


J. L. OVERHOLT WAbash 2-5020 
Wabash Agency 202 S. State Chicago 
WANTED—-SALESMEN 


Excellent opportunities for carload wholesale 
jumber salesmen in Cincinnati, Chicago and 
Cleveland. West coast and Inland Forest Prod 
vets. Established customers in all areas, Only 
complete written applications considered. 


Write: Dant & Russell, Inc. 


P. O. Box 5186 
Columbus 12, Ohio 


SALES EXECUTIVE WANTED 


Director of Sales for one of the oldest, largest 
retail lumber companies in midwestern metro 
politan area, population over 1,000,000. A 
challenge to qualified man on way up. Col 
lege education prelerred; thoroughly versed in 
all phases of retail lumber business: train and 
direct salesmen to get results: direct adver- 
tising publicity; promote and direct housin 
projects, State education, experience, social, 
ledge connections, age, physical description, 
salary required. Enclose photograph. Reply 
strictly confidential. Write Box 8-22 American 
Lumberman, Inc. 
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HELP WANTED 





EXCELLENT OPPORTUNITY 
POR A 
BUILDING MATERIAL SALES TECHNICIAN 
AND SPECIALIST 


An unusual opportunity tor a man with civil 
engineering. architectural background or 
equivalent experience. Our company is a large 
recognized tional corporation, leader in i's 
field. The opportunity is selling a nationally 
advertised and distributed quality plastic 
fiim to building and related fields. The ma- 
terial has app ication for all phases of con- 
struction, light and heavy. Your job will be to 
sell as well as develop technical data com- 
mensurate with your background. 





We want a man with ingenuity, initiative, 
ae Pegg and selling experience in the 
uilding field. Preferred age range is 28 to 
45. Liberal salary, full traveling expenses and 
managerial potential for a producer. Send a 
resume of your experience and background to 
Box No. 8-21 American Lumberman, Inc. 


Help Wanted 





Experienced man ded as istant g 
for profitable lumber business in one of the 
best towns in western Montana. A job with a 
future, since owner plans to retire soon and 
will need a manager, or will sell if you can 
finance deal. 


Write H. C. Heinsch, Deer Lodge Lumber Co., 
Deer Lodge, Montana. 


Estimator and Detailer. One who can take olf 
plans. We have a well equipped Mill and 
would like to get started in special Millwork 
or Cabinets. We are a Central Ohio Mir. with 
25 years in Wood Windows. This is a good 
chance for an experienced man to develop into 
the Management field. Write Box S-20 Amer- 
ican Lumberman, Inc. 





SITUATIONS WANTED 





LUMBER YARD MANAGER 


Thoroughly experienced in all phases lumber 
and millwork supervision, with full knowledge 
of house prefabrication. 43 years of age. Can 
take full charge. Will relocate. Address Box 
R-46 American Lumberman, Inc. 


LUMBERMAN, 20 years line yard experience 
in all phases building natectel merchandising. 
Purchasing, advertising, construction. Manage- 
ment and executive positions. Address Box 
8-30 American Lumberman, Inc. 


Lumberman — College education plus seven 
years of management experience in lumber 
and building supply, with a progressive atti- 
tude and ready for the next step to supervisor 
or general manager. Future is of primary 
importance. Will full resp biliti 
Address Box 8-23 American Lumberman, Inc. 





MILLWORK SUPERINTENDENT capable of 
handling full mill bids. 25 years experience 
manufacture, administration, detailing and 
estimating. Address Box 8-24 American Lum- 
berman, Tes. 


Salesman. with 25 years experience selling 
hardwoods and western pine to millwork man- 
ulacturers and other industries in Chicago 
geen. Address Box 8-25 American Lumberman. 
nc. 


LUMBERMAN. Young man (age 29) experi- 
enced in retail lumber and building supplies 
from bookkeeper to general manager. ve 
had experience in starting two branch yards. 
Prefer Ohio, Indiana, chigan, Kentucky. 
Address Box 8-26 American Lumberman, Inc. 


November 12, 


SALES REPRESENTATIVES 
WANTED 





10 years old Michigan Company, manufactur- 
ing patented folding wardrobe doors in both 
steel and wood bonded king tablished 
representation calling on jobbers in following 
states: New York, Illinois. Ohio, New Jersey, 
Pennsylvania, Virginia, Maryland, Massachu- 
setts, Wisconsin, Minnesota. Write direct Style- 
craft, Inc., Roseville. Michigan. 





We are seeking FACTORY REPRESENTATIVES 
for our Flextrip design-patented Aluminum 
Horizontal Sliding Primary Windows for new 
construction. We are an old and honored name 
in windows and enjoy excellent reception. 
Our product backed by solid national adver- 
tising. Choice territories still open. Storm King 
Corporation. 595 E. Pearl Street, Miamisburg, 
Ohio. Telephone 6-247]. 


Commission representatives wanted to sell 
Pruden Steel Building Frames to lumber deal- 
ers. Market potential unlimited. Unique de- 
sign features clear span construction to 40 
feet. Frames combine with roofing. siding. 
hardware and lumber already in stock to an- 
swer lumberman’s need for a low cost, post- 
free, easily erected frame building. rite 
today for details. See the Pruden exhibit at 
National Lumbermans’ Convention in Decem 
ber at Chicago. 


PRUDEN PRODUCTS CO. 
EVANSVILLE, WISCONSIN 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M, K. FRANK 
480 Lexington Ave., New York 17, N. Y. 


401 Park Bidg., Pittsburgh 22, Pa. 
105 Lake Street, Reno, Nevada. 


STEEL RAILS 
16%, 2. 25H, WH. ISH. 40H and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





SALES REPRESENTATIVES 
AVAILABLE 





Manufacturers representative company of 
three experienced men, two and half years in 
business desire an additional volume line for 
l and buildi supply dealers in the 
State of Indiana and Louisville, Kentucky. 


D. D. Dawson & Company 
500 Board of Trade Building 


Tea Al Tt? 1 
P 4, Indi 





Reply to: 








BUSINESSES FOR SALE 





Two profitable retail building material yards. 
central lowa, one yard towns of 1000 popula- 
tion each. Good building and equipment, lo- 
cated on main street. er has to sell on 
account of health. Address Box R-47 American 
Lumberman, Inc. 


For Sale: Lumber and building material. West- 
ern Illinois industrial and farm community. 
Annual sales $200,.000—can be increased. Will 
take $40,000 to handle. Reply Box R-49 Ameri- 
can Lumberman, fe 
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BUSINESSES FOR SALE 


MISCELLANEOUS FOR SALE 





RETAIL LUMBER AND BUILDING SUPPLIES 


Located on Sun Coast of Florida. serving 
metropolitan area 200,000. Annual sales ap- 
proximately $400,000. Can be tripled in short 
time. Total price $80.000 plus inventory approx- 
imately 000. Address Box R-50 American 
Lumberman, Inc. 


FOR SALE: Retail Building and Hardware 
business in a | farming community. All 
buildings have been replaced this past year. 
Stock recently replaced due to fire. Regent 
Lumber Co., hepeat, N. Dak. 


For Sale: Wholesale and retail lumber yard, 
sawmill, planer, well equipped, and buildia 
supplies. For further information write: 8. E 
Jones Lumber Co., Louisville. Georgia. 


For Sale: Retail Builders Supply Millwork 
Paint and Coal business in best town of 3600 
population in Michigan. Will sell complete or 
inventory and equipment and lease property. 
$200.000 volume. Excellent profit. Reason for 
sale, other interests. Address Box R-57 Amer- 
ican Lumberman, Inc. 


Retail Lumber yard located Southern Michigan 
along New York Central Railroad. Enclosed 
sheds. Modern living quarters. Established 
my Address Box S-27 American Lumber- 
man, Inc. 


For Sale: Retail lumber yard, hardware store, 
and shop in Durham, Kansas. Gross sales for 
year ending 12/31/55, $27,499.75. Inventory as 
of 12/31/55, $11,032.82. Price is $7500.00 plus 
current inventory. Address Box S-28 American 
Lumberman, Inc. 


For Sale: Retail lumber yard and light hard 
ware business located in Oakridge, Oregor 
Gross sales for year ending 12/31/55, $124. 
220.75. Inventory as of 12/31/55, $18.708.97. 
Price is $37,500.00 plus current inventory. Ad- 
dress Box 8-29 American Lumberman, Inc. 


FOR LEASE—Fast growing city of 45,000 popu- 

lation—Downtown yard and Luildings, small 

investment, hustler make money from start. No 

equipment or old stock. KOKOMO, IND., 
LLIS B. DYE, Owner, Ph GL-9-9242. 





LUMBER & DIMENSION 
FOR SALE 





Lumber For Sale 


2 cars Ix6 #2 AD YP S284CM 
fob Chicago rate $91.25 


2 cars 1x8 #2 AD YP Shiplap 
fob Chicago rate 96.00 


Car KD Sound Knotty Cypress Panel 152.00 
Louisiana stock good lengths 
Can SPIB Grade mark 


Can mix with Western woods out of our ware- 
house. 


Gaiennie Lumber, Box 1774, Shreveport, La. 


Kiln Dried Douglas Fir Industria! Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Mouldings Cut Deer Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 
Al Clements Lumber Co. 


P. O. Box 908 


Eugene, Oregon 


Phone 6-253! TWX EG-048-U 
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CARPENTERS APRONS 
Write for prices and information 


THE MINNESOTA SPECIALTY CO 
Minneapolis, Minn 


DEALER DOOR HANGERS 


Colorful Door hangers that feature the 1957 
OHI theme, “Better Your Living are now 
available. Door hangers include a remodeling 
job checklist and space for Dealers name, ad 
dress, phone nu r. Also space for sales 
man’s name. A must for every yard that makes 
calls on customers for added business. 100 for 
$1.98—1M for $14.95. 

Address Box R-58, American Lumberman, Inc 


DOUBLE YOUR INCOME from your newspaper 
advertising by using our Low Cost cartoons 
“IT’S TIME TO REMODEL’ series wil! sell 
Home Improvements. Cartoons humorously 
show need for REMODELING Bathrooms, Kitch 
ens, Windows, Insulation, Roofing, Painting 
etc. Mats in One or Two column sizes for 
advertisments {rom three inches up. Exclusive 
city franchises with Money Back Guarantee 
For FREE prints of cartoons and details write 
to LILLY ADVERTISING CARTOONS, Box 167, 
Long Beach 1, California. 


FOR SALE—OFFICE EQUIPMENT 


. Burroughs Moon Hopkins billing machine 
7200 special, for figuring and typing esti 
mates and invoices. Multiplies and carries 
total on feet and dollars 

2. Freden automatic calculator Model 8.T. 10 
ba 

3. Wales Model A, 9-column electric bookkeep 
ing machine 12° carriage 

4. Elliott Card advertiser for printing postal 
cards. 

5. Addressograph and 10,000 plates with cab 
inet. 

6. 2 Kardexes—14 drawers—cards 3x5 


Bishop Lbr. Co., 2315 N. Elston, Chicago, Ill 





USED MACHINERY FOR SALE 





FOR SALE 
TIMBER, RIPPING AND SURFACING UNIT 
Band Saw 64° Wheels, 8° saws, Knight car- 
riage 4 blocks 36’ long. 


No. | Boss Timber Surfacer size 30x16. Com 
plete with blowers, track and rolls 


Come and see this unit in operation. 
Bishop Lbr. Co., 2315 N. Elston. Chicago, Ill 


FOR SALE 
. Berlin #341 Band Resaw 54° wheels, belt 
driven, 50 H.P. motor. 


2. Berlin #91 planer and matcher, size 15x6 
belt driven H.P. motor 


Come and see these machines operate. 
Bishop Lbr. Co., 2315 N. Elston, Chicago, Ill 


BARGAIN IN USED PLYWOOD PRESS 
ALMOST NEW 
ABOUT HALF PRICE 


No. 74 Biack Bros. Press. Used only 
40 hours, although 2'/, years old 
sections. 4 heavy screws per section 
Presses materials up to 54 inches wide 
192 inches long. Pressing range | inch 
to 4/4 feet. eight approximately 15 
tons. Machine is set up on our floor 
and can be inspected by any one in 
terested. Price approximately 50%, ori 
ginal cost. 


HODGES LUMBER CORPORATION 
518 Shenandoah Ave.. NW 


Roanoke 9, Va 








Hoggson Brand 
SES CREEN 
Rollers 


Concave Face 


2 models, for fibre gloss or metal screens 


Standard 2° dia 


For inserting spline into frame ofter 
screening has, been positioned 
Standard stock sizes are 093, .105, 
125 and .170 width of face 

For fibre glass roller model, send 
1” section of channel, screen and 
spline to insure correct size roller 


Convex Face 


= 


Stendord 2" dia. x 

1/16" foce 
Primarily used in putting the screen 
ing into the frame slot. Can be sup 
plied with 3/32" rounded edge 


Flanged 
eo a a ae 


Standard stock size is 2” and 
1-5/8" diameters by 9/16" width 
of face 


Special sizes on all above tools can be 
made to order. Send specifications 


HOGGSON & PETTIS MFG. CO. 
BOX 1650, NEW HAVEN, CONN, U.S.A, 
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Cancer can't strike me, 
I’m hiding. 





wis \ “ Cancer? 
The American Cancer 
Society saya that too 
many people dic of it, 
NEEDLESSLY ! That's why 
I have an annual medical 
checkup however well I 
feel. I know the. seven 
danger signals, And 
when I want sound 
information, I get it 
from my Unit of the 


AMERICAN CANCER SOCIETY 














Jeffreys - McElrath USE “COLORS 


OKOMO |", 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA ASBESTOS SIDING 


@ DOMESTIC AND EXPORT ORN ERS MADE OF 


@ FABRICATED BOXES 

@ CRATES — PALLETS ALUMINUM 
@ SOUTHERN HARDWOODS ter ASBESTOS SIDES 

@ YELLOW PINE LUMBER LAP OR BEVEL SIDING OE Oi 

@ OAK FLOORING WOOD SHINGLE SHAKES tolls, Samples ond 


Dally Capacity 300,000 feet PLYWOOD OR HARDBOARD enna 


Factory Locations * : BUGHER MFG. CoO. 


ville, Ge. Maces, Ge. » eerviile " 
yg _ pees: ial mic. 301 E. Lincoln Road, Kokomo, Ind. 
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For lasting Beauty and Protection— 


choose ie Ridge > ir. 


Decorator Styling and 
Superior Craftsmanship are 
carefully blended to 

bring you the finest in 
overhead doors! 


RIDGE voici Soncnon ns 


In ovr complete line, there is a Ridge Door for every home, taste and budget. 
Circle No. 146 on Coupon, page 156 


CONCRETE... 


CONCRETE BLOCK CONSTRUCTION FOR HOME 
AND FAR 


4. Raiph Daizell and Gilbert Townsend $3.25 
The authors contend anyone can plan and build, 
correctly, a structure from concrete blocks. And 
they prove it. More than a concise, clear explanation 
of block construction for the handyman or novice, 
this book also presents the most efficient methods 
and practical suggestions of vaive te even experi- 
enced block-layers. Includes a typical job example, 
with step-by-step illustrations. 216 pages 
AMERICAN LUMBERMAN, INC 

139 NO. CLARK ST., CHICAGO 2, ILL 

Enclosed is my check in the amount of $3.25 for the 
above book 





Addr 





City, State 
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Reprint Now Available! 


How to Make 
HOME IMPROVEMENT 
SALES 
Price $1 per Copy 


The 14 special articles found in this reprint 
were written especially for American Lumber 
man by successful dealers in one or more phases 
of the home improvement field, They are making 
their personal experience available to you in 
their own words 


ERICAN cakes 
UMBERMAN 


BYR DING PHOBUT TE mmm mre 


Auvinen! if I L 


REMODELING 
GUIDE 
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‘fall {ISSUE | 
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139 N. Clark St., Chicago 2, Il., 


157 





Outside... 
INVITING APPEARANCE of the patio-gift 


shop is an aid in developing more home 


Shop 


owner business 


Inside... 


Pulls Store Traffie 


Self-service and high 


profit items make it a hit 


profit department for this 


California dealer. 


Some retail lumbermen believe 
they must tick « losely to building 
products sales, but Jack Ulrich, 
president of Valley Builders Sup 
ply Co., Modesto, Calif., is not one 
of these 

For the past five years he has 
operated a patio and gift shop as 
a part of his business. In Ulrich’s 
view, it is successful and helps 
other departments 


“We know the gift shop is profit 
able,” Ulrich said, “for we keep 
expenses separate from the rest 
of the business. This is the only 
way to operate, anyway, for we 
have a variable overhead expense 
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in the gift shop and we are real 
istic about it. It is not merely a 
hobby. 

“Variable overhead expense in 
the gift shop is the result of dif 
ferent payroll standards from 
those in the rest of the business,” 
explained Ulrich. “We hire special 
people who need little or no train- 
ing for the patio and gift shop for 
special events like a pre-Christmas 
selling. Wages of these temporary 
clerks are lower, naturally, than 
for our regular, highly trained 
lumberyard men 


Self service. “During the rest of 
the year the patio and gift shop 
takes care of itself without clerks. 
It is all self-service, 

“This does not 
little attention to it. No, we give 
it a lot of attention. Mrs. Ulrich 
is the buyer and has direct charge 


mean we pay 


“It is a worthwhile part of the 
business, too,” Ulrich added. 
“While total volume may appear 
low in comparison to the rest of 


November 12, 


LOOKS ARE DECEIVING in Ulrich's gift 
shop. A comparatively modest investment, 
displayed attractively, looks more elabo- 
rate than it really is. 


the business, profits are high.” 

Ulrich reported a 1955 
volume, for example, of one child’s 
outdoor gym set per month, with 
no direct sales cost other than the 
interest on the money invested in 
a small inventory. It is a natural 
patio item, he said. 


sales 


“It is a natural patio item be- 
cause we get a lot of customers in 
the yard who bring children with 
them,” he commented. 

Christmas gift gross sales to 
taled $1,000. The net profit in this 
equaied the sale of a good many 
thousand feet of lumber. 


Pulls customers. Is  Ulrich’s 
patio and gift shop out of place 
for a lumberyard? Not in Ulrich’s 
opinion. It is part of his program 
for increasing store traffic. 

The firm is not located on a 
busy street. There is no foot traf- 
fic and little auto traffic. Ulrich 
advertises regularly, uses direct 
mail consistently, and consequently 
has a good consumer pick-up trade 
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Cutaway view of 


Miitcor Super-Ex installation 


There’s 
super-d iand for Super-Ex 


No other corner bead gives your 
customers the exclusive patented 
features of Milcor Super-Ex 


Your stock is not complete without Milcor Super-Ex. It’s the 


outstanding corner bead — there is no other like it. Here’s why 


1. Super-Ex combines the rigidity of a solid wing with the 
added plaster reinforcement of expanded metal. Corners hold 
their straight, true-edge beauty 

2. It is easily plumbed, with little or no aligning even on 
irregular surface faster erection cuts costs. Spring-fit adjusts 
readily to standard plaster ground: 


3. It provides greater depth of plaster adjacent to the bead 
Corners get extra protection against shock 


Write for Catalog No. 254 and dealer price list on 
Super-Ex and other Milcor metal-lath products that build 


real volume for you 


y > 
MiurtcoR Super-Ex Corner Bead 





INLAND BGTEHEL PRODUCTS COMPANY 


{ K, 4029 WEST MN 
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NATIONAL ADVERTISING IN WARP’S 
HISTORY WILL BRING MORE FOLKS INTO 
(——— YOUR STORE THIS YEAR THAN EVER BEFORE 


YOUR customers will be asking for EASY-ON’S, Genuine 
FLEX-O-GLASS and other Warp’s Window Materials. Be sure you 
have a Good Supply of Warp’s on hand... The largest selling 
window materials in all America. 
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Many dealers sell $1,000.00 Exrion of “Warps” to pur up 
worth of Warp's Window Materials in your Store Window during 


during Cold Weather. At this time of year, October and November to tie 


, chock yoor "Wart" doch Dey. Dea mis oed Nitin ogee” | WR: 
Yh uy : IS CARRIED BY RELIABLE JOBBERS EVERYWHERE 


nut 1 WARP BROS. CHICAGO _5 








